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Top Cars 


New-car registrations for 10 months, 
plus two states for November: 


1960 1959 
Pos. Make Pos. 
1—1,420,671 Chev. 1,278,079— 1 
2—1,180,153 Ford  1,230,394— 2 
3— 381,951 Plym. 331,823— 4 
4— 359,628 Rambler 303,306— 6 
5— 332,385 Pontiac 341,199— 3 
6— 309,593 Dodge  127,877— 9 
I— 287,757 Olds. 321,587— 5 
8— 211,867 Buick 212,985— 7 
9— 124,508 Comet ............. 
10— 124,294 Mercury. 130,450— 8 
ll— 121,350 Cadillac 121,176—10 
12— 91,561 Stude. 110,770—11 
13— 64,754 Chrysler 53,544—12 
14— 20,775 DeSoto 37,787—13 
15— 16,777 Lincoln 22,663—14 
16— 13,142 Imperial 14,885—15 
442,264 Misc. 552,909 
Total All Makes 
5,503,430 5,191,474 





6% Million Sales 


Stamp Year as 


Second Highest 


Compacts, Imports 
Grab Record Share 
Of Nearly One-Third 


By Robert M. Lienert 


Associate Editor 


WHEN the key is turned in the 
last showroom next Saturday 
night, the industry will be locking 
up the biggest year in history for 
compact and economy cars. 


For all types of passenger cars, 
1960 will be the second highest 
sales year in history. 

With industrywide sales topping 
6.5 million this year, compact and 
imported cars will exceed 2.1 mil- 
lion, to fall just short of a one- 
third share. This nearly doubled 
the previous record compact-import 
total of 1.2 million established a 


year ago. 
A YEAR ago, compacts and im- 
ports divided their combined 
total almost evenly. This year, 
domestic compacts are running at 
a ratio of better than three to one 
over the imports. 
Based on projections of the 
1) 


* * Bg 


(Continued on Page 4, Col. 





Auto Makers Eye Steady ’61 Sales; 
US Expects 900,000 ee Gut 


Stockpiles H eld 
Scheduling Curb 


ASHINGTON.—The production 

outlook for 1961 is for 5.8 mil- 
lion automobiles, down from 6.7 mil- 
lion in 1960, according to govern- 
ment and industry figures compiled 
and projected by the Business and 
Defense Services Administration. 

The government notes that “fav- 
orable public attitude, high personal 
income, the continued trend toward 
suburban living, better roads, and 
adequate financing” point to a 
“good” production year. 

But, it warns that “adequate 
dealer inventories as of Jan, 1, 1961, 
the unemployment situation, and 
unsettled business conditions may 
bring about a reduced rate of pro- 


duction in 1961, particularly in the | 


first half of the year.” 

The projected production fig- 
ures assume no serious work 
stoppage during the 1961 labor 
contract negotiations. 
Engineering and styling changes 

in 1961 models — four additional 
compacts; economy engines featur- 
ing changes in horsepower ratings 
and carburetion; availability of 
aluminum engines, and changes in 
conventional cars to add economy 
of operation and trim size without 
sacrificing roominess — are pointed 
to as a buying stimulus for the 
public. 


* cd * 


Tox importance of dealer inven- 
tory to production is stressed. 

“On Dec. 31, 1959,” the report re- 
called, “an inadequate inventory at 
the dealer level existed as a result 
of the 1959 steel strike. Inventories 
at the beginning of 1960 were 30 
percent below normal. 

“Because of this low inventory 
position, approximately 400,000 au- 
tomobiles were produced, in addi- 
tion to normal output, in the first 
quarter of 1960, which resulted in 
first-quarter production being at 

(Continued on Page 29, Col. 1) 


Four-Day Schedules Prevail .. . 


Output Declines to 114,000 


By John E, Walsh 
Staff Writer 


eo most assembly plants on 
a four-day schedule because of 
the Christmag holidays, domestic 
auto production dipped further last 
week to an estimated 114,694 units, 
12.3 percent under the previous 
week’s 130,829. 

Commercial-car output also was 
off, totalling 19,471 assemblies in 
comparison with 22,369 a week ear- 
lier. This was a decline of 13 per- 
cent. 

Only a handful of plants work- 
ed a full day last Friday, and 
some were on half-day sched- 
ules. 

The Buick-Oldsmobile-P ontiac 
plant at Linden, N. J., Pontiac and 
Ford Motor’s Wixom (Mich.) plant 
were on five-day schedules, 

Car production continued through 
Friday in Chevrolet's ltimore, 
Tarrytown (N, Y.) and Willow Run 
(Mich;) plants, and the sas City 





facility turned out trucks only on 
the fifth day. 
a * + 
(iAcneae, Willys and B-O-P 
Plants at Wilmington, Del.; 
Southgate, Calif.. and Kansas City 
were on half-day schedules Friday. 
Studebaker-Packard worked only 
three days. 
All Chrysler Corp, assembly 


(Continued on Page 28, Col, 3) 
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Akron Dealers Elect Leaders— 
Newly elected officers of the Akron Automobile Dealers Assn. are, from left, Glen 


W. West (Chevrolet), of Mogadore, O., president; Dick McCulley (Mercury), Akron, 
treasurer; Joe Conn (Ford), Cuyahoga Falls, immediate past president, and Frank Carter 





(Pontiac), Cuyahoga Falls, vice-president. E. John Lehman is secretary-manager. 





Dealer Leader Calls Future 
Promising but Uncertain 


ASHINGTON.—The long range 

outlook for the auto industry 
is promising, but uncertainties 
cloud the immediate future, James 
C. Moore, executivé vice-president, 
National Automobile Dealers Assn., 
said in a year-end statement, 

Among those “uncertainties,” 
Moore said, are the following: 

1. High inventories, in his opin- 
ion, are bound to cut into 1961 
sales. 

2. Surveys indicate that consum- 
ers are becoming increasingly cau- 
tious about making commitments to 
purchase automobiles and other 
durable goods. 

3. Consumer income has been 
growing at a slower rate in recent 
months; He said the growth in auto 
credit, now at a record 5 percent 
of consumer sales, has slackened. 

In the long run, Moore said, there 
are several factors which would 
appear to favor general growth in 
auto sales. ; 

He noted that the number of cars 
eight years and older is increasing. 
He said the scrpappage rate is ris- 
ing and that the basic replacement 
market could climb by one-third in 
five years. ib 

ob ss + 


_-. growth of family formation 
also is favordble to increaséd 


Inside Automotive News. 


Engineering highlights, Page 9: What the Big 
Three get for $45 million research investment; 
axle'ratios and economy; new ignitions. 

Page 2 features: Rambler incentives please deal- 
ers. Conflict-of-interest probe due: 


More dealer election returns. Labor, Page 8. 





auto sales, Moore said. He spoke of 
a rise from 900,000 a year ago to 
almost 1.2 million new family for- 
mations a year in the last five 
years of this decade. 

Car ownership is climbing, he 
said. Moore said 75 percent of all 
families now own cars, compared 
with 50 percent in 1947, and added: 
“We believe that an 85 percent 
family penetra- 
tion in the years 
ahead is entirely 
possible. 

Another long- 
range factor, ac- 
cording to Moore, 
is the increase in 
the number of 
two-car families. 
He said some in- 
dustry sources 
believe that 25 to 
33 percent of the 





James C. Moore 
families in this country may own 
two cars by 1965. 

Moore looks for about 6.5 million 


new-car sales in 1961, including 
375,000 to 400,000 imports. He thinks 
compacts may take 35 percent of 
the year’s total and that the rate 
could be 50 percent by the end of 
the year. 


* * Pa 


E NOTED that about 1.7 million 

compacts were built this year 
and that “the momertum toward 
compacts still appears to be on the 
increase.” They now are accounting 
for 28 percent of sales, compared 
with 22 percent last March, he said. 


Moore noted that used-car prices 
have been running about 7 percent 
below year-ago prices, at least in 
part as a result of increased com- 
petition created by the compacts. 

He said that this ¢ompetition 
could, in the long run, be bene- 
ficial by increasing the scrappage 
rate of older cars as compacts tend 
to take the place of used cars. 





+| Cited by Factories 


N AIR of cautious optimism 

marked the year-end state- 
ments and 1961 predictions of the 
nation’s auto makers last week. 

The chief executives of General 
Motors, Ford Motor and Chrysler 
Corp. believe that next year’s sales 
may equal] or exceed the 1960 total, 
which they estimate at 6.6 to 6.7 
million. Imports will account for 
half ‘a million sales this year. 

The auto men were pleased to 
note that this year’s sales are the 
second highest in history, trailing 
only 1955 which saw 7 169,908 new 
cars registered. 

Chrysler's L, L. Colbert todhie for 
a seven-million average by! 1965, 
and Colbert and Henry Ford II 
predict annual sales of eight en 
by 1970. 


FREDERIC™ G, ‘DONNER, GM 
chairman, said this year’s sales 
performance “reflects the industry’s 
ability to have the types of cars 
and trucks customers want to buy 
in the right places and at the 
right times.” 

He said that 1960 was a. good 
year for business generally, al- 
though in recent 
months the for- 
ward progress of 
the economy has 
been _ influenced 
by a number of 
mixed trends. 

However, he 
added, “the de- 
mand for goods 
and services has 
been well main- 
tained, and there 
remain few ex- 





. G, Donner 
cesses and imbalances i the econ- 


omy which require further correc- 
(Continued on Page 30, Col, 1) 


Canadians Are Hopeful 


Of ‘Good’ Auto Year 
By Jules Larochelle 
Staff Correspondent 
ONTREAL. — Leading officials 
of Canada’s auto industry gen- 
erally expect that 1961 will’ be a 
relatively good year for the indus- 
try and the Canadian economy. 

Ron W. Todgham, president of 
Chrysler Corp., declared: 

“Our company expects that 1961 
will be a relatively good year for 
our industry and for the Canadian 
economy as a whole. Our marketing 
plans are being made with that 
expectation in mind. 

“I expect there probably will be 
a relatively minor decline in new 
vehicle registrations in 1960) com- 
pared to last year’s record level. 

“However, total figures do not 

reveal the further drastic in- 
roads made by European-type ve- 
hicles in the Canadian market 
during 1960. 

“Compared to last year, Huro- 
pean-type vehicle sales will have 
increased their share of the mar- 
ket from 27 percent to about 30 
percent. These facts have led to a 
curtailment of employment, and 
earnings not only in the Canadian 
manufacturing and supplier {aus 
tries, but also in the economy as 
a whole, 

“There is every reason, based on 

the soundest economic indicators 

available to us to believe that 1961 


wil! be a relatively good year for 
(Continued on Page 4, Col, 3) 








Tone Elevated in ’60 .. . 





Progress Made in Dealer Ads 


By John K. Teahen Jr. 
Associate Editor 
C INSIDERABLE progress has 
been made this year in elevat- 
ing the tone of dealer advertising, 
but there’s still a lot of work to 


Mitchell jr., chair- 
man of the Na- 
tional Automobile 
Dealers Assn.’s 
Advertis- 
ing Ethics Com- 
mittee. 

He looks for 
continued pro- 
gress in 1961, and 
he declared, “If 
We don’t have it, 





W. H. Miteheii dr. 

it means problems the auto indus- 

try won't be able to cope with.” 
According to Mitchell, a Chevro- 

let dealer in Waltham, 

“There are still islands of bad ads 

placed by the same bad advertisers 


who defy good management, defy 
the factories and defy the fact that 
they are g the whole in- 
dustry.” 

A ae problem, Mitchell said, is 
dealer who can set 


Mitchell contends that such a 
dealer uses his wild claims to 
create floor traffic and then picks 
and chooses the deals he wants to 
take. “It’s tough on the other deal- 
ers,” he said, “because it’s hard to 
compete with a $150,000 advertising 
budg ” 

* * + 


E BELIEVES dealers should 
have their advertisements pre- 
pared by agencies. “The dealer who 
can write good ads is rare,” he 
remarked. 
Mitchell sees an excellent year 
vam the auto industry in 1961 “if 
dealers operate aggressively and 
efficiently with no below-the-belt 
tactics.” 

‘“Dealergs have heard that before,” 
he told Automotive News last week. 
“But it’s like the multiplication 
table. If you repeat it often enough, 
maybe it sinks in.” 

os a * 


ITCHELL said NADA’s Adver- 

-tising Ethics Committee made 
progress in four fields during 1960. 
They were: 


1. Creating and promoting coop- 
eration between the factories and 
the committee. 

2. Promoting cooperation be- 
tween newspapers and the com- 
mittee, He said the papers now 
have a better understanding of 
the problems of the auto indus- 
try in the advertising field. There 
are for committee repre- 
sentatives to meet with publisher 
groups on a regional basis. 

3. Supporting the Better Business 





101.7 Percent of 


Business Barometer 


Automotive News Economic Index — 


94.2 Percent of Like Week Last Year 


Auto Production .............. r 130,829 96.3 85.6 
Truck Production .............. 22,369 100.0 108.3 
Auto istrations—yYear to date. . 5,503,430 ti 106.0 
Truck Registrations—Year to date. 804,297 Seats 99.6 
Steel Production—tTons ......... 1,387,000 99.4 50.9 
Lumber Production—Boord feet.. 203,658,000 99.9 82.6 

Paperboard Production—tTons.... 300,066 94.7 93.8 
-.. Ceal cee tuk anes 7,545,000 103.1 80.8 

i eee 51,216,000 99.5 100.0 

Soaheie ° te ae hours.... 15,021,000,000 102.9 106.2 
Barometer Freight Car Loadings 310,427 97.8 83.4 
Department Store Sales index .. 296 128.1 99.5 
Steck Market Price Index....... 115.8 101.0 96.1 
U.S. Gevernment Spending 

—Fiscal year to date ........+00 $44,891 829,000 is 101.8 
Commercial and Industrial Loans $31 540,000,000 99.3 105.4 
Savings Deposits ................ $32,593,000,000 100.3 107.9 
Used-Car Prices-—Average........ $1,114 99.0 92.4 
Business Failures ................ 351 97.5 123.2 
Common Common 
Stocks Dec. 21 Dec. 14 1960 Range Stocks Dec. 21 Dec. 14 1960 Range 
AMG....... 17% 18% 29%4-17% etc 42% 42% 50%-38% 
Chrysler... 38% 40% 71%-38 Mack...... 344%, 34  52%-29% 
Ford....... 64%, 65% 92% -60% Bes ashen 6% 7% 24%- 6% 
GM...... 41 41% 55%-40% White..... 41% 41% 67%-36 


(Dee, 26, 1960) 


Bureaus in their campaigns to po- 
lice auto advertising. 

4. Adoption by “dozens of dealer 
associations” of codes of ethics pat- 
terned after the NADA standards. 

In Washington last week, the 
Automotive Trade Assn.—National 


.| Capital Area said several factories 


recently have taken a strong stand 
on ‘misleading and bait-type adver- 
tising. 

A factory representative report- 
edly told dealers that the first time 
such an ad appears, a letter will 
be written to the dealer. The sec- 
ond time, the material will be sent 
to the factory for consideration of 
taking the dealer’s franchise away 


from him, 

A REVIEW of dealer advertising 
in 1960 shows that price was 

the dominant theme throughout the 

year. 

Some dealers offered vacation 
trips or gifts to purchasers; others 
promoted the product or relied on 
institutional ads. But the bulk of 
the dealer efforts seemed to be 
devoted to the principle that low 
prices and long terms are the sur- 
est methods of attracting custom- 
ers. 

A comparison of dealer ads in 
December, 1959, and December, 





Klingler, Ex-GM Official, 
Undergoes Surgery 


William Beaumont Hospital, 
Royal Oak. 

Klingler, a 35-year man with 
GM, retired in 1954 as group vice- 
president in charge of the pas- 
senger-car divisions. He was Pon- 


1960, shows that the two months 
were poles 

A year ago, stocks were depleted 
by the steel strike and dealers with 
autos were happy to advertise: “We 
Have Cars.” 

This year, with inventories bump- 
ing the million mark, dealers were 
more likely to hold their heads and 
mutter, “Brother, have we got 
cars!” 

* cd * 

AST December also saw an in- 

tensive advertising campaign by 

Ford dealers in their successful 

drive to beat Chevrolet in registra- 

tions for the year. Chevrolet dealers 

were woefully short of cars at the 
time. 

Gimmicks and giveaways were 
prevalent during the early weeks 
of the year, Free license plates, 
free accesserigs or free gasoline 
were offered by dealers in various 
areas. 

But dealer advertising returned 
to the familiar price pitch by late 
January. There were some price 
ads on.compacts, but mediums and 
standards received most of this 
treatment. 

“Year-end prices in January” was 
the lure used by a Big Three dealer 
in Texas. 

+ * * 

eenuanr. saw the beginning of 

special promotions for special 
days, Flowers and candy went with 
purchases and demonstrations 
around Valentine’s Day, and the 
ads sprouted shamrocks and used 
green ink a month later for St. 
Patrick’s Day. 

Early in March, the new com- 
pacts were getting the full-fledged 
price-ad treatment in many mar- 
kets. A Midwesterner painted “Cor- 
vair—$1,696” on his window, and a 
competitor said, “There’s only about 
$50 in it, but I’ll match his price.” 

The imports were feeling the 
pinch, and many retailers resort- 


tiac general manager from 1933 | ed to the hard-sell approach. 


to 1951 and formerly had been 
Chevrolet sales chief. 





By mid-March, the year’s Ford- 
Chevrolet ad lineup was taking 
(Continued on Page 25, Col, 1) 


House to Sift Chrysler Case 
In Conflict-of-Interest Study 


WASHINGTON. — Hearings on 
business conflict-of-interest will 
“definitely” be held in 1961 by the 
House Commerce subcommittee if 
Rep. Peter F. Mack, Illinois Demo- 
crat, continues as chairman. 


Mack has requested that Oren 
Harris, Arkansas Democrat and 
chairman of the full committee, 
retain him in this post even 
though Harris is thinking of 
shifting Mack to a chairmanship 
of greater significance. 

The crowded schedule of the 
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Commerce subcommittee will make 
it impossible for conflict-of-interest 
hearings to start before April, and 
they could be delayed until May, 
Mack says. 

The subcommittee chairman — 
who is a former Ford dealer—told 
Automotive News that the case of 
Chrysler Corp. and its former 
president will definitely be one of 
his major points of interest in any 
conflict-of-interest hearings. 

He made it clear that he has no 
intention of picking on Chrysler 
alone. But he noted that this 
involves a well-known and large 
firm whose activities affect many 
investors and employes. 

He said that it appears as though 
“the public has been paying the 
prices” for the gains of individuals 
who have profited from conflict-of- 
interest situations, and he thinks 
Congress should see whether the 
situation is sufficiently widespread 
to require corrective legislation. 

“Investors have been deceived by 
these corporation presidents” who 
have been involved in conflicts of 
interest, Mack asserted, since their 
firms show less actual profit than 
they might have if all of the com- 
pany’s purchases were made under 
fully free competitive circum- 
stances. 

Mack stressed that his subcom- 
mittee is “vitally concerned about 
other corporations” although “nat- 
urally we would look into the 
Chrysler matter.” 

The subcommittee will try to 
find out if the Chrysler situation 
—which has apparently been in- 
vestigated privately and which is 
a leading example—is an isolated 
instance of conflict-of-interest or 
whether it represents a common 
practice in industry. 

Mack noted that any company 
with a stock that is traded either 
over-the-counter or on an exchange 
is subject to his subcommittee’s 
jurisdiction. 


eS a 





LeBaron Has Special Roof, Window— 

Smaller town-car-style rear window, affording greater privacy to rear-seat passengers, 
is featured on the 1961 Imperial LeBaron which went on display last week. Luxurious 
interiors are available in a variety of choices, including wool broadcloth combined 
with genuine leather. Deep rectangular pleating and pull-down buttons give a rich 


tailored look. 


With Mild Reservations .. . 


AMC Dealers 


DETROIT.—American Motors’ 
“yolume increase bonus plan” for 
dealers and “progress sharing plan” 
for customers both have received 
a warm welcome in Rambler dealer 
ranks. 

The programs have also received 
a vote of confidence from Birkett 
L. Williams, president of the Na- 
tional Automobile Dealers Assn. and 
a Cleveland Ford dealer. 

“Anything to help general busi- 
ness is most welcome,” Williams 
told Automotive News. “Ameri- 
can Motors has given the cus- 
tomer something for which to 
hope; the dealer something at 
which to shoot.” 

Added Williams: “Dealers indi- 
cate they would have preferred 
help in moving 1960 hangover mod- 
els.” (The AMC program applies to 
both ’61s and ’60s, subject to vol- 
ume requirements.) 

Automotive News, in contacting a 
cross-section of Rambler dealers, 
found the response mostly favor- 
able. Enthusiasm, however, was 
somewhat more guarded than that 
expressed by members of the 
American Motors Dealer Advisory 
Board when they were given a pre- 
view of the program two days be- 
fore it was publicly revealed. 

It is still too early, dealers said, 
to get an accurate reflection of cus- 
tomer opinion. 

Rambler dealers, however, in dis- 
cussing the plans with AUTOMOTIVE 
News, stated four general reserva- 
tions: 

1. The dealer portion of the 
plan apparently will penalize 
dealers who did a good job in 
the year-ago period and will re- 
ward the less enterprising. 

2. It may encourage dealers to 
shoot for volume at the cost of 
profit. 

3. The customer portion of the 






Auto Show Reminder— 


Joycelyn Shaffer, left, and Barbara 
Richardson call attention to the forthcoming 
Fort Worth Auto Show, cosponsored by the 
New Car Dealers Assn. of Greater Fort 
Worth and the Fort Worth Star-Telegram. 
it will be in the Fort Worth Exhibits 
Building, Jan. 8-10. 


Laud Rebate 


program may be too complicated 
to be easily explained to prospects. 
Some skeptical buyers may feel 
they are paying for the bonds in 
hidden charges—bonds they may 
never receive. 

4. The startup point of Dec. 1 
has already irritated some cus- 
tomers who bought cars earlier 
in the model year. 

Following is a sampling of com- 
ments from Rambler dealers: 
“The dealer plan is most accept- 
able and certainly adds encourage- 
ment to seek increases,” said H, A. 
Billion, NADA director and presi- 
dent of Billion Motors, Sioux Falls, 
s.D 





“This must be. done, however, 
without destroying quality deals 
overall or it could lead to volume 
at cost of dealer profit,” Billion 
added. 

“I believe Rambler’s progress- 
sharing plan is a product of pro- 
found thinking and is a new and 
different concept of the opera- 
tion of American big business,” 
Billion said. “It introduces new 
motives of economics and patri- 
otism for securing customer loy- 
alty.” 

Said a Midwest dealer, request- 
ing anonymity: “All it can do is 
help us—it can’t hurt—and in this 
market we need all the help we 
can get. But remember that every- 
thing is a two-edged sword.” 

“I am enthused,” said Nick Neff, 
NADA director and Rambler dealer 
in Fremont, Neb. “The buyers’ por- 
tion of the program is very good 
and the dealers’ bonus plan is as 
fair as can be expected. 

“I cannot see any flaws in the 
plan unless it would be with re- 
gard to the dealer bonus plan,” 
Neff said. “A dealer who did an 
outstanding sales job last year 
might be penalized as compared to 
a dealer who did a poor sales job.” 

Neff’s views on the possibility 
of penalizing good dealers were 
echoed by Bill Richards, Mason, 
Mich., and Harold Curtice, Char- 
lotte, Mich., nephew of the for- 
mer president of General Motors, 
Harlow H. Curtice. 

Said Curtice: “I won’t get $50 
until I sell my 30th car under this 

(Continued on Page 25, Col. 5) 


U.S. Buys More 
7” * 
Mighty Mites 

DETROIT.—Col, J, E. Johnston, 
commander of the Detroit Army 
Ordnance District, announced the 
award of $2,408,543 to American 
Motors Corp. for 1,000 Mighty- 
Mites, %-ton utility trucks. 

The award completes the funding 
of a contract valued at $6,558,543, 
and brings the amount of money 
awarded to AMC for the research, 
development tooling and produc- 
tion of the vehicles, to $13,307,953, 
he said. 

The vehicles will be produced at 
the company’s Special Products 
Division in Detroit. 
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Dealer Forum 


by Robert M. Finlay 


ee conversations with 
dealers: 

“Volume is great, but nobody 
makes a buck, We just work five 
times as hard to stay even. 

“Can’t blame the factories, 
though. They can’t insist that we 
make a buck or Uncle gets after 
them. 

“Guess there’s nobody to blame 
but the damned dealers.” 

* ok + 


No Compact Bellyache 


a. dealer takes a differ- 
ent tack. 

“What about the overhang of ’60 
models?” he asked. “A customer 
with a year-old ’60 comes in to 
trade on a ’61, I got brand new 
’60s I'm willing to sell him cheaper 
than he’s willing to sell me his 
year-old. 

“And who overbuilt the ’60s? 
Surely not the dealers, And don’t 
blame us for buying them. We 
know the factory has to get rid 
of them some way. 

“The overbuild hangs over our 
heads when the factory owns them 
just as much as they do when we 
own them, for as long as the fac- 
tory has an unsold supply of old 
models there can be no stability on 
prices for the late-model cars. 

“We never know what the fac- 
tory is going to do to the price 
structure to get rid of the outdated 
models. 

“So the more the factory helps 
on the price of the cars carried 
over, the more it hurts the old 
owners. There’s just nothing to 
do with an oversupply of cars 
except to swallow them and get 
a bellyache. : 

“And don’t think we didn’t have 
a king-sized bellyache this year.” 

The oversupply of 60 was a 
painful thing, both to the dealers 
who overstocked and to those who 
did not. It doesn’t matter who has 
the oversupply. The fact that an 
oversupply existg depresses the 
whole market. 

So you could play it either way 
—‘“cooperate” with the factory and 
take the cars, or tell the factory 
to go roll its wheels some place 
else—and you'd still be in the same 
bind. 


* * * 


How It’s Done 

Bo SINCLAIR, N. Y.. regional 
manager for Saab, stopped off 

to chat the other day. Saab, while 


a small organization, seems to en- 


Charlotte Dealer Group 


Elects Nance President 

CHARLOTTE, N. C. — DeWitt 
Nance, of Franklin Motors, Inc., has 
been elected president of the Char- 
lotte Automobile Dealers Assn. He 
succeeds Charles Young, Young Mo- 
tor Co. (Ford). 

Other new officers are Lyn King, 
King Chevrolet Co., vice-president, 
and William Beck, Courtesy Motors, 


Ine. (Ford), secretary-treasurer. 
Kentucky Dates Set 
LOUISVILLE, — The Kentucky 


Automobile Dealers Assn., will hold 
its annual convention May 14-16 at 
the Sheraton Hotel in Louisville. 
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joy unusually good relations with 
its dealers. We asked about this. 

“Well,” said Sinclair, “maybe 
it’s because most of the people 
with Saab in the U. 8S, aren’t auto 
people. We don’t know the tricks 
of the trade. When problems 
come up, We just try to solve 
them as reasonable businessmen.” 

Saab in the U. S. is headed by 
a soft-spoken former importer, 
Ralph Millet, Saab’s former sales 
chief was Bruce McWilliams, tag- 
ged by some as an “egghead” from 
the UN. Sinclair, 28 years old, en- 
tered his father’s wholesale grocery 
business after graduating from 
college and got interested in sports 
cars and dirt-track racing. He liked 
cars, and so decided he should get 
into the business. 

He worked as a salesman for 
Martin Bury’s import operation in 
Philadelphia, After a year of auto 
selling, he joined Saab. 

Saab is one of the few imports 
still with a big potential over here. 
It still hasn’t entered the Texas or 
West Coast markets. For one thing, 
the Swedes have this thing going 
about quality. Swedish imports have 
always been tagged quality imports. 
And the Swedes have an integrity 
which is refreshing. So they don’t 
want to expand too fast. 

Then, too, with California sort of 
smog-happy, Saab is a bit hesitant 
about introducing in that atmos- 
phere a two-cycle car that mixes 
oil with the fuel. 


Some Problems 


HERE are some factors that 

are hurting the import market 
seriously, though. Sinclair notes 
that in the last few months a “buy- 
American” feeling has been noted. 
In a world of trade, there are 
plenty of sound answers to this. 

Another thing has been the shod- 
dy imported cars. When a customer 
gets stuck with one of these, he 
doesn’t blame the specific make; he 
blames all imported cars. This ap- 
plies to makes that have a poor 
parts policy, too. 

When an owner has trouble 
getting parts, he tends to blame 
all the makes. 

Perhaps the worst blow, though, 
was distress selling by some mak- 
ers. 

“Imagine,” Sinclair said, “what it 
does to your market to have a line 
of dealers across the country ask- 
ing their friends: ‘Know anyone 
who wants to buy a ———————- at 
$500 off?’” 

Some of the imports are fun to 
drive, too. Take the front-drive 
Saab. It goes around corners at 
speeds impossible in an American 
car. As a result, owners tend to 
drive their import cars much hard- 
er than they would American cars. 

For all the problems, however, 
many of the imports are here to 
stay. 


Illinois Dealers 
Schedule Seven 


Sales Seminars 


PEORIA, Ill—A series of seven 
regional salesmanship seminars will 
be sponsored throughout the state 
by the Illinois Automotive Trade 
Assn. during the week of Jan. 16. 

Vince Baker, of Pueblo, Colo., will 
tell dealers and their salesmen how 
to “Go Out and Sell” with a simple 
approach to quality sales. Baker 
uses charts and graphs to make his 
points in his two-hour presentation. 

Meetings are scheduled in Mt. 
Vernon, Jan. 16; Springfield and 
Champaign, Jan. 17; Peoria, Jan. 
18; Moline and Rockford, Jan. 19, 
and Des Plaines, Jan. 20. 

Baker, who recently finished con- 
ducting similar programs for New 
York and Pennsylvania dealer 
organizations, outlines a step-by- 
step program for selling for the 
dealer, sales manager and salesman 
to follow each day, 





Alabama Names Rouse 
To ‘Key Dealer’ Group 


MONTGOMERY, Ala. — James 
L, Rouse jr., Rouse Motors (Chry- 


Top 3rd Quarter, but Under Last Year... 
Auto Buying Plans 


sler), has been inted Mont- e 

gomery County’ éy Dealer” and 

“tian an romanr ores | Weighed by FRB 
subjects of interest to the motor- 

ing pubic. WASHINGTON.—Consumers’ in- 


Rouse is one of a network of 
dealers throughout the state who 
will collect information on legisla- 
tion, development of safety pro- 
grams and other subjects. He was 
appointed by Roland Cooper, 


tentions to buy new and used cars 
increased in the fourth quarter to 
a level above that of the third 
quarter but the fourth-quarter level 
of buying plans ran below that re- 
corded a year earlier. 

Those are some of the findings 
of a Federal Reserve Board- 







































Christmas Present for NADA— 


The National Automobile Dealers Assn. received a Christmas present last week 
as more than 100 Wisconsin dealers joined the association en masse. Their applica- 
tions and checks were wrapped as a gift and were presented to Ray D. Wilson, left, 
NADA Membership Committee chairman, by William R. Bryden, right, NADA secretary 
and director for Wisconsin. Joining in the presentation ceremony was Birkett lL. 
Williams, NADA president. 

he ee oe: 6 768 


100 Wisconsin Dealers Join 
NADA as a Group 


franchised dealers in the country 
the dues amount to only about 53 
cents a day, and for the smaller 
dealers the cost is only seven cents 
a day. And many NADA services 
are worth more than 10 times a 
dealer’s annual dues. 

“In the months ahead when the 
new Congress considers legisla- 
tion which may adversely affect 
the franchised dealers and their 
business future, every dealer 
should realize that his only hope 
is in a strong and unified national 


WASHINGTON.—More than 100 
Wisconsin new-car and truck deal- 
ers joined the National Automobile 
Dealers Assn. en masse last week. 


Their applications and checks 


Executive Committee by William 
R. Bryden, NADA secretary and 
director for Wisconsin. 

Neatly packaged as a Christmas 
present, the applications and ac- 
companying checks were turned 
over by Bryden to Birkett L. Wil- 
liams, NADA president, and Ray 
D. Wilson, Los Angeles, chairman 
of the Membership Committee. 

The success of the campaign in 
his state, Bryden told the Execu- 
tive Committee, meeting as the as- 
sociation’s Budget and Finance 
Committee, was “the result of out- 
standing cooperation of the direc- 
tors of the Wisconsin Automotive 
Trade Assn. and other dealer lead- 
ers throughout the state.” 

A former president of the Wis- 
consin association and a three-time 
member of the NADA Membership 
Committee, Bryden said: 

“For many years our state associ- 
ation board of directors hag held 
an annual Christmas party early 
in December. It is always an out- 
standing event and no Director 
would miss it, 

is year I asked the board 
members to make the traditional 
event an even greater success by 
g an application and dues 
check for NADA membership 
from a nonmember. So, H. J. 
Warsinske, of Wisconsin Rapids, 
host of this year’s affair, decided 
to make this suggestion an all- 
out campaign. 

“Several friends on the board 
worked closely with our association 
manager, Louis Milan, to climax 
our membership campaign as a 
Christmas surprise for me and for 
NADA, 

“The applications and checks 
were presented to me at the party 
and, although I had been working 
on the project for weeks, I was 
completely surprised by the extent 
of its success.” 

Asked about dealer reaction to 
the membership drive, Bryden said: 

“We stressed the fact that NADA 
dues are the best investment a 
dealer can make. For the largest 


on. 
“For example, loss of our sales 
and service exemption through any 
new labor legislation would not 
only impose an additional unfair 
financial burden on the dealers, but 
would also penalize the automobile 
owning public by sharply curtail- 
ing the services and facilities avail- 
able to them to keep their vehicles 
in safe operating condition.” 
NADA President Williams, com- 
menting on the mass enrollment, 
termed the campaign “an outstand- 
ing success and magnificent cooper- 
ation on the part of the officials of 
the Wisconsin association and a 
fine tribute to NADA’s secretary 
and director for Wisconsin.” 








gural... 


On the House .. 


With the average new-car dealer now having an 
investment of $119,000 in his business and selling 
160 cars per year, NADA foresees a further gain 
in sales per dealer in the future as the population 
increases and dealerships grow larger. But this 
will mean, NADA points out, bigger and more care- 
ful investments, plus more expert management of 
money, men and materials. How do you, Mr. Dealer, 
stack up as we enter 19617... 
dealers will not be tempted to give away any rebate 
bonus before it’s earned... 

Dealers planning to drive to NADA convention 
m in San Francisco must use individual license 
ohabid, because Arizona, California, Nevada and New Mezico pro- 
hibit drives through their states with outstate dealer plates . . 
Rudolph Chevrolet, Phoenix, converted its business Christmas gift 
list into a single effort: Apparel and toilet articles for patients at 
Arizona Crippled Children’s Hospital . 

Illinois association reports that many " downstate dealers are no 
longer discounting on parts and glass to insurance firms “and are 
still enjoying as much business as ever” . 
donated $500 to help send local high school band to Kennedy’s inau- 
Here’s wishing you the Happiest New Year of them all. 


Department of Commerce survey 
of consumers. The survey series 
is relatively new. This is the 
eighth of the series and the sec- 
ond to be released for publica- 
tion. 

Of those surveyed in the fourth 
quarter, 3.6 percent said they plan 
to buy a new car within the next 
six months. In the third quarter, 
3.0 percent had such plans. In the 
fourth quarter of 1959, the figure 
was 4.6 percent. 

In the same group, 3.9 percent 
said in the fourth quarter that they 
plan to buy a used car within the 
next six months. In the third quar- 
ter, 3.7 percent had such plans. In 
the fourth quarter of 1959, it was 
46 percent. 

The same group was questioned 
on plans to buy major appliances. 
Plans to buy washing machines 
and refrigerators went down from 
the third quarter to the fourth 
while plans to buy television sets 
increased. Plans to buy all appli- 
ances were lower in the fourth 
— than they were a year ear- 
ier. 

Since this survey of consumers 
is so new, rvations about 
the results are hazardous and 
the Federal Reserve Board makes 
very few. It is thought that the 
upswing in plans to buy cars 
from the third to fourth quarter 
is a normal seasonal reaction as 
the new models become avail- 
able. 

The survey uncovered two other 
changes in consumer sentiment 
which should indicate a rise in 
auto sales. 

Of those surveyed in the fourth 
quarter, 9.6 percent expressed dis- 
satisfaction with their present cars. 
This indicator has been higher 
only once in the last two years and 
that was in the first quarter of 
this year. 

Among those questioned in the 
fourth quarter, 6.3 percent said 
they had shopped for a new or used 
car. This figure has been higher 
only once in the last two years and 
that was in the fourth quarter of 
last year. 

of those surveyed in 
past quarters have indicated that 
those dissatisfied with their pres- 
ent cars are more likely to be 
car customers than are those 
who have shopped for an anto. 

Those surveyed were also asked 
about how their income had chang- 
ed in the last year and how they 
expect it to change in the next 
year. A rising income and the ex- 
pectation that it will continue to 
rise are thought to be key factors 
in putting consumers in a 
mood. ' 
The fourth-quarter survey show- 
ed that there has been little change 
in the consumer’s outlook on his 
income. 

The fourth-quarter check show- 
ed that 23.8 percent expect to see 
their incomes go up in the year 
ahead, 57.6 percent expect no 
change, 5.7 percent see reduced in- 
come ahead and 12.9 percent do 
not know what to expect. 

















Let’s hope AMC 












. Pensacola (Fla.) dealers 








—Perte Wemuorr, Editor, 
Automotive News 
















4 
~Smaill.Cars Grab a Third . 


» AUTOMOTIVE NEWS, DECEMBER 26, 1960 





Sales Hit 6% Million 
In 2nd Highest Year 


(Continued from Page 1) 


current selling rate, the 1960 total 
when finally verified should be 
6,556,000 new cars, including 503,- 
000 imports and 1,615,000 com- 
pacts. 

Overall, the 1960 total will be sec- 
ond only to. 1955, when 7,169,908 new 
cars were registered. In that year, 
however, only 51,658 imports and 
72,227 compacts were registered. 

This year’s total will be roughly 
8.5 percent better than last year, 
when the overall count of 6,041,275 
included 609,539 imports and 611,170 
compacts. 

* * ok 

es registrations in 1960 

will not quite come up to the 
rosy expectations expressed by in- 
dustry leaders a year ago. At that 
time, the consensus was that 1960 
would see 7 million to 7% million 
registrations. 

The industry leaders hit im- 
ports on the button, however, 
with predictions for 1960 that 
averaged out to 500,000. 

Perhaps sobered by the 1960 ex- 
perience, the top executives have 
been cagy with their crystal balls 
in the waning months of this year. 

Some have said that they see 
1961 turning out on a par with 
1960, When all is said and done, 
this could be a pretty ambitious 
goal. 
* * * 
E consensus is that there will 
be fewer imports and more com- 
pacts included in next year’s total 
—perhaps 350,000 imports and two 
million compacts. 

Some observers believe that 
1961 will have a difficult time in 
measuring up to 1960. They point 
out that new-car sales in 1960 
were pushed along early in the 
year by a pent-up demand linger- 
ing in the wake of the steel strike. 
Later, some of the earliest sales- 
incentives programs ever launch- 
ed gave the sales effort an addi- 
tional hypo. 

New models also stirred up in- 


S-P Is Reported 
Set to Replace 


Francis at Helm 


SOUTH BEND. — A successor to 
Clarence Francis, 71, chairman and 
chief executive officer of Stude- 
baker-Packard Corp. may be 
named at a directors’ meeting in 
New York Wednesday (Dec. 28), 
it was indicated last week. 

Francis, who came out of retire- 
ment last September to take over 
the reins at S-P, declined comment. 

But in a recent interview, the 
former chairman of General Foods 
Corp. said: 

“Probably the greatest service I 
could render to Studebaker-Pack- 
ard Corp. would be to be succeeded 
by a vigorous, capable, younger 
chief executive. 

“If I could find a suitable man 
tomorrow, I would recommend to 
the board that he be made chief 
executive officer.” 

Francis, who has been an S-P 
director since 1958, is expected to 
remain on the board even if he is 
replaced as top man in the cor- 
poration. 








Compacts Fail to Please 


Washington State Aide 


OLYMPIA, Wash.—The State of 
Washington is not overjoyed with 
its experience with compact cars, 
according to Robert Nesbit, state 
purchasing director. The state has 
had about 30 compacts in its 
motor pool this year. 

Nesbit said they have not shown 
any substantial savings over 
standard-sized models made by 
the same manufacturers. He said 
a compact costs the state about 
$200 less than a standard but that 
the tradein value is relatively 
lower. 





terest—Comet in the spring and 
F-85, Lancer, Special and Tempest 
in the fall, 

Looking ahead to 1961, no new 
models are in sight (the Cardinal 
appears to be just over the horizon) 
to create buying interest as the 
year rolls along. 

* + * 
ALERS, they note, will be en- 
tering the New Year with stag- 
gering inventories, including a 
number of ’60s, 

On top of this, certain economists 
predict a recession in 1961, Some 
say it is already here. 

Factory sales-incentive pro- 
grams and new buyer-incentive 
plans (such as the Rambler sav- 
ings-bond proposal) may not be 
enough to lift 1961 to the six-mil- 
lion level. 

Compacts may rise above a one- 
third share of the total market 
next year if they prove more dur- 
able in the face of a business down- 
turn, or if they continue to show 
gains in popularity. So far, how- 
ever, the “second generation” of 
compacts has done little to improve 
the share of the market held by the 
“original” compacts, 

Dealers, after chalking up one 
of their better profit years in 1960, 
have dim hopes that 1961 will 
match this year. They are basing 
their pessimism on the paper-thin 
margins in current deals. 


Wimbush Heads 


Denver Dealers 


DENVER. — Robert Wimbush, 
Marsh-Wimbush, Inc. (Ford), has 
been elected president of the 
Metropolitan Denver Automobile 
Dealers Assn. 

W. W. White (Plymouth), has 
been named vice-president, and 
James F. Babcock is executive vice- 
president. Wimbush succeeds retir- 
ing President John W. Hyer jr. 

Newly elected board members are 
Florian Barth, Carl Bartz, Ed Du- 
bravac, C. S. Hober and William 
Mahoney. They will serve two-year 
terms. 


Davis Heads Coury Buick 


MESA, Ariz.—Tony M. Coury has 
announced the appointment of S. M. 
Davis as general manager of Tony 
Coury Buick, Mesa, Coury’s son, 
Tony M. Coury jr., has been named 
assistant general manager. Davis 
formerly was a dealer in Albuquer- 
que. 


Holiday Season at Eastman— 


This Christmas display, custom designed for Eastman-Greenwich Motors (Lincoin- 
Mercury), Greenwich, Conn., operated by Lee S. Eastman, has attracted many visitors 
to the dealership during the holiday season. Focal point of the display is a white 
cor, draped in silver and tied with a red satin bow. The car is set against a backdrop 
of silver and flanked by two silver and red Christmas trees. The display also features 
giant toys and reindeer that move. 





Canadian Makers Foresee 


‘Good’ Year for Autos 


(Continued from Page 1) 


automobile sales. Total automobile 
sales should approximate the 1960 
figures of 425,000. However, there 
is, at present, no indication that the 
situation for domestically produced 
vehicles will improve substantially 
although some: improvement is in- 
dicated.” 

Lester Suffield, managing direc- 
tor, Austin Motor Co. of Canada: 

“It is regrettable that, as a 
result of foreign competition, 
pressures have been recreated 
for a type of protection that, his- 
torically, has never proved of 
the slightest use. The industry of 
this country needs the stimulus 
of competition, whether from 
within its own ranks or from 
abroad, 

“Such competition should be 
looked upon as a challenge, not a 
threat. If industry in Canada fails 
to face up to this challenge, the 
outlook for Canadian manufactur- 
ing in 1961 will be bleak. 


“On the other hand, the demand 
for the small imported car remains 
active. Whether or not the Cana- 
dian automotive industry faces up 
to the import challenge, I am con- 
fident that for the strong, well 
organized car importer, 1961 will 
be a successful year. He will, after 
all, be supplying the public with 
what it wants.” 

Norman H. Bell, president of 
White Motor Co. of Canada: 

“Sales volume and profits of the 
White Motor Co. of Canada for 










Kessler Heads Detroit Dealers— 


Buick Dealer Herbert J. Kessler, seated, right, has been elected president of the 
Detroit Auto Dealers Assn. Robert Matick (Dodge), seated, left, was named vice-presi- 
dent. Other officers are, from left, Roland Rinke (Pontiac-Cadillac), secretary; Boyce 
Tope, executive vice-president, and Richard Fischer (Oldsmobile), treasurer. 


the current year, although not up 
to expectations, were better than 
any comparable period in the com- 
pany’s history except for 1959. The 
decrease reflects the substantial re- 
duction in the demand for heavy- 
duty motor trucks along with the 
slowing down of the durable goods 
industry during 1960. 

“With the introduction of several 
new product lines and many others 
to follow, combined with a general 
improvement of the country’s 
economy, we believe that in spite 
of a presently confused sales out- 
look, our sales and profits in 1961 
will be considerably better than the 
current year.” 

Karl E. Scott, president of Ford 
Motor Co. of Canada: 

“Too much pessimism is being 
expressed about the present and 
future state of the Canadian econ- 
omy. 

“A record number of cars will 
be sold in Canada by the end of 
1960 and we expect sales to in- 
crease again in 1961. 
“North-American type compact 

cars have in recent months tended 
to stem the growth of imported 
car sales. Apparently, many people 
are taking a second look at North 
American compacts compared with 
imports and are finding them more 
satisfactory. Ford of Canada ex- 
pects to sell more Canadian-manu- 
factured vehicles next year. 

“We in Ford of Canada are not 
amongst the pessimists. Sales vol- 
umes of our new 1961 models are 
excellent. We expect 1961 to be a 
good year.” 

Gordon E. Grundy, president of 
Studebaker-Packard of Canada, 
Ltd.: 

“If labor and management shoul- 
der the responsibility of increasing 
manufacturing productivity and if 
the government can solve the 
monetary and fiscal problems posed 
by international competition, then 
1961 can be an excellent year. 

“In my opinion, the answer to 
“What's ahead in 1961?” for the 
Canadian automobile manufactur- 
ing industry depends on the ex- 
tent to which imports continue to 


penetrate our market.” 
+ 


* . 
ENERAL MOTORS OF CAN- 
ADA is budgeting for a 3 per- 
cent increase in total sales next 
spring, says President E. H. 
Walker. 

Sales of the company’s ’61 mod- 
els are running “awfully well,” he 
says. 

The Oshawa assembly plant is 
pressing hard to catch up with 
an order backlog. The company 
has its largest volume in several 
years of sold but undelivered or- 
ders, especially Chevrolet and 
Pontiac cars, according to 
Walker. 

Walker estimates total industry 
sales in Canada this year (includ- 
ing imports) will be 505,000 cars 
and trucks against 494,000 in .1959. 
For 1961, he feels the total will be 
about the same or a little more than 
1960. 


Bendix Devises 
New Car Controls 
No-Pedal Floorboard, 


Varamatic Steering 


ENDIX PRODUCTS last week 

demonstrated five new automo- 
tive developments, all aimed at 
making future cars and trucks 
safer, more comfortable and more 
reliable. 

Attracting much of the atten- 
tion was a car experimentally 
equipped with a “pedal-less” floor- 
board in which the brake and 
accelerator pedals were hidden 
beneath the carpet. 

Braking and accelerating were 
achieved by applying normal] foot 
pressure to either of two segments 
on a completely unobstructed, but 
segmented floorboard. The segment 
that controls the brakes is depres- 
sed only one-eighth of an inch while 
the accelerator segment moves 

about two inches, compared to about 
three inches for the normal gas 
pedal and about six inches for the 
conventional brake pedal. 
* * og 


ACCORDING to Bendix engi- 
neers, if the power should fail, 
increased foot pressure will cause 
the brake segment to move into a 
well beneath the floorboard. A 
standard master cylinder then goes 
into operation and the brakes op- 
erate normally. 

The system is said to have two 
important safety advantages. Brake 
response time would be reduced be- 
cause the driver does not have to 
lift his foot to the brake pedal. Also 
the system reportedly develops ad- 
ditional pressure that will make the 
brakes operational under the most 
extreme fade conditions. 

Another development is the 
Varamatic steering system whose 
steering ratio varies, depending 
on whether the wheels are point- 
ed straight ahead or in some 
turned position. This variation is 
from 12 to 1 to about 21 te 1, 
reducing by about 60 percent the 
number of steering-wheel turns 
required for parking and maneu- 
vering. 

The ’60 car used in the demon- 
stration normally required 4% 
turns from “lock to lock,” but this 
was reduced to 2.6 turns with the 


installation of Varamatic. 
* * * 


— Varamatic could be cap- 
able of reducing the number of 
steering wheel turns to one from 
lock to lock, it could lead to a 
change of steering wheel shapes, 
possibly permitting the use of han- 
dle-bar grips or a half-wheel simi- 
lar to that on an airplane. 

Also demonstrated was a split 
hydraulic brake system for either 
cars or trucks that would be much 
safer than present brakes, says 
Bendix. 

This system could be installed on 
a current car, truck or bus. Bendix 
soon will be marketing a suitable 
kit for aftermarket installation. 


r . F 


TRUE emergency brake for 
heavy trucks and tractors also 
was shown. 
Also discussed was a combination 
air-oil brake system for trucks. The 
hydraulic oil system actuated the 


brake shoes and air pressure actu- 
ated the hydraulic valves. 
+ * * 





'No-Padai’' Cor— 


Flush-mounted floorboard controls, dem- 
onstrated in Detroit by Bendix Corp., show 
how conventional pedals may be eliminat- 
ed from autos of the future. Featuring 
“full power" braking, car has two seg- 
ments on the floorboard—one for the ac- 
celerator and one for the brake—that take 
care of all starting and stopping functions. 
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“One finance company handles 


oe 


all our needs... 


says HARRY W. ALLUM, Sr., 


Dodge-Dart dealer, Sharon, Pa. 

















“I’ve been associated with the automobile business for over 50 
years, 30 years as a dealer and for the last 27 of them I have 
had ComMMeErcIAL Crepir as a good partner—one we could 
not have done without. The ComMerciAL Crepir PLAN’s 
flexibility helps us achieve greater market penetration. Its 
insurance plan helps us retain repair business. The collection 
service minimizes repossessions. The numerous customer 
service offices, emergency credit, towing and road service 
give us something to sell besides a simple finance deal. 
One finance company that handles all our needs 
is what we need—that one is COMMERCIAL CreEpIT.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CoMMERCIAL CreDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 





* 


Ryan 


A service offered in principal cities of the 
United States and Canada by subsidiaries 
of Commercial Credit Company — Capital 


OEM ae 
o \'¢ ¥ and Surplus over $240,000,000. 
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ANNOUNCING PAYMENTS TO RAMBLER BUYERS 


hy You Should Join Ram 
Adequate Progress Sha 


ee ee 





“| believe participation by all consumers in 
economic progress is absolutely necessary 
in meeting the nation’s economic needs.” 





GEORGE ROMNEY 


President, American Motors Corporation 


Rambler’s rise out of nowhere to a top posi- 
tion has put us in position to undertake a new 
Rambler crusade. This program, which could 
provide greater individual and national bene- 
fits than any we’ve yet undertaken, calls for 
customer 

While our concentrated Rambler produc- 
tion facilities already make us competitive 
in costs and prices, extra economies will 
result from additional volume. That’s why 
our Rambler customer progress sharing 
program during December, January, Feb- 
ruary and March could provide for pay- 
ments to customers of $18,698,062 from 
economies that would result from a 50% 
gain in Rambler sales over last year. 

Before presenting our new Rambler cru- 
sade, let me review some highlights of the 
first one. 

In the dark hours when our company was 
not expected to survive, we forged our basic 
Rambler concepts. At that time, U.S. cars 
were too big, too powerful, too expensive, 
too outdated in their basic engineering. To 
Stimulate car buying, car manufacturers 
made excessive use of superficial styling 
changes, or planned obsolescence. These 
changes were not giving car buyers the most 
for their money. Therefore, we developed 
the compact, economical, modernly engi- 
neered Rambler models—a challenge to the 
product thinking of our huge competitors. 





Because of low volume, we had to price our 
first Rambler Americans about with Ford 
and Chevrolet, traditionally “lowest priced.” 


' CONSUMER BENEFITS FROM 
LOWER PRICES 


As our output and economies increased, 
we shared the resulting economic advantages 
with Rambler customers. Despite inflation, 
we kept prices low. We concentrated on 
durability and quality. By continuing to do 
this, we are today producing Rambler 
Americans that are superior to Chevrolet 
and Ford in modern engineering and as 
sensible units of transportation. Too, Ram- 
bler excels in trouble-free operation, as 
shown by trade surveys made by others. 
Furthermore, Rambler Americans now sell 
for from $416 to $597 less than correspond- 
ing Chevrolet and Ford models. 

What has this done? It has increased our 
sales—made us a vigorous new competitive 
factor. All of our competitors have been 
compelled by Rambler’s success to intro- 
duce compact cars. Their compact cars un- 
questionably are better buys than their big 
cars. This is because these manufacturers 
still haven’t applied to the big cars the ad- 
vanced engineering that has gone into their 
compacts and their compacts are more sen- 
sible and valuable units of transportation. 


Prices for Rambler, Ford, and Chevrolet 


Lowest Priced 2-Door Sedan 1951-1961 
$2300 


$2100 
$2000 
$1900 





$1800 


400 
1951 '52 '53 '54 ‘55 '56 ‘57 '58 '59 ‘60 '61 
Chart based on manufacturers’ suggested factory-delivered prices. 
Rambler prices for 1951, 1952 and 1953 adjusted, where necessary, 
to allow for differences in body style and standard equipment to 
keep comparisons comparable. 


Despite these moves to meet Rambler 
competition, Rambler American models are 
now priced not only below competitive big 
cars but below the new economy compacts of 
the Big Three as well. See comparison below. 


Top Quality—Lowest Price of All 

















Lowest-Priced 1961 Rambier 

2-Deer Sedans Price Saves You 
Rambler American $1845 
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Based on manufacturers’ suggested factory-delivered prices. State and loca! 
taxes, if any, optional equipment, extra. 







In addition, Ramblers provide customers 
several exclusive trouble-free engineering 
advances such as the Rambler acidproof 
and rustproof Ceramic-Armored muffier 
and tailpipe with its unequalled life. 

The Rambler line includes three basic 
sizes of compact cars—the Rambler Ameri- 
can, the Rambler Classic and the Ambassa- 
dor, the latter two developed after the 
original American series. 


RAMBLER SALES SOAR 


In two years, Rambler’s per cent of the 
car market has more than doubled. For each 
of the last 38 straight months, Rambler 
sales have established a new record for that 
month. We want to continue this growth by 
serving you even better. 

Our new Rambler crusade, like our com- 
pact crusade, is based on sharing Rambler 
progress with car buyers. 


THE NEW RAMBLER CRUSADE 
We believe the new Rambler crusade has 
timely significance. Our country currently is 
experiencing a mild economic slowdown. 
Rising foreign competition and the weakness 
of the dollar are causing national concern. 
Our larger automobile competitors are 
greatly increasing foreign investment and 
considering partial manufacture and impor- 
tation of cars for the U.S. market from 
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2S| AS RAMBLER'S SALES VOLUME INCREASES 


n bler’s New Crusade For 
a ring With Customers 





abroad. There is a general profit squeeze. 
Unemployment is rising. A degree of un- 
certainty clouds the business climate. 

We believe the greatest single economic 
cause of these trends is failure to adequately 
share economic progress with ALL consum- 
ers. Relatively too much of the fruit of indus- 
trial effort has been going to a few well 
organized economic groups. 

Most people agree a grave problem ex- 
ists. Some say, fatalistically, “nothing can 
be done about it.” Others, equally forlorn, 
look to government action. We see a better 
way: an American way. It is the voluntary 
way. It usually starts with an individual or 
a single organization. 


CUSTOMERS TO SHARE 
RAMBLER PROGRESS 


We decided there was something we could 
do. We decided to share future progress with 
ALL customers who take delivery of a new 
Rambler or new Metropolitan between De- 
cember 1, 1960, and March 31, 1961, from 
an authorized Rambler dealer (excluding gov- 
ernmental sales). We will give such Rambler 
and Metropolitan buyers most of the benefit 
of additional cost reduction resulting from 
further increases in Rambler sales volume. 

We expect thereby to increase the number 
of loyal Rambler owners. Experience proves 
they are our best customers. They also are 
repeat customers. 





A famous African hunter captured monkeys by hollowing out 
a coconut and filling it with chopped coconut meat. The 
monkeys would grasp a fistful of meat and, unwilling to let any 
of it go, could not withdraw their paws. As a result, they were 
easy victims . . . The U. S. consumer is not yet as scrawny as 
shown, but unless there is a more equitable division of the 
productivity increases, he may get that way. One of the three 
American groups must let go and set an example—or all will 
be captured and, along with the consumer, all will suffer. 





HOW PAYMENTS TO BUYERS WILL BE DETERMINED IN 
AMERICAN MOTORS’ CUSTOMER PROGRESS SHARING PROGRAM 


BUYERS 
RECEIVE 
U.S. SAVINGS 
ARE UP BONDS 
over last year (Maturity Value) 


50% $125 
40% «$100 
30% $ 75 39,214 
20%, $ 50 36,198 
10% $ 25 33,181 


IF SALES 
DECEMBER 


(Dec. sales) 
45,247 
42,231 


SALES FOR SAME PERIOD LAST YEAR 30,165 


BOND PAYMENT SALES LEVEL 


JANUARY FEBRUARY MARCH 
(Dec.-Jan. total) (Dec.-Jan.-Feb. total) (4-month total) 


97,671 140,139 195,946 
91,159 130,796 182,883 
84,648 121,453 169,820 
78,136 112,111 156,757 
71,625 102,768 143,694 
93,426 


65,114 130,631 


NOTE: Jn all cases, ‘“‘ BUYER(S)” means a person who actually takes delivery, not one who places an order. 


WHY IT WILL PAY YOU TO BUY NOW. This unique program is cumulative and retroactive. 
Early buyers can get more, but never less bonds, than buyers in succeeding months. Your 
Rambler dealer will be happy to give you the complete details of the plan but here is a quick 
example of how it works and keeps on working for you: 


If December Rambler deliveries increase 20% over last December, December buyers of new 
Ramblers or Metropolitans will receive $50 bonds. As the four-month period progresses, 
additional bonds will be mailed to the December buyers each time the cumulative sales reach 


a higher bond payment sales level. 


Also, if sales increase for the four-month period exceeds 50%, proportionate additional pay- 
ments will be made to all buyers during any of the four months. 


The amount to be shared among Rambler 
buyers will be determined as follows: if our 
sales in the period of December 1, 1960, to 
March 31, 1961, exceed the corresponding 
period last year by 10%, we will return to 
Rambler buyers U. S. government savings 
bonds (Series E) with a maturity value of 
$3,679,850; if by 20%, $8,012,850; if by 
30% , $12,999,000; if by 40% , $18,638,300; 
if by 50%, $24,930,750. See chart for details. 

Should your joining our crusade push 
our sales gain even higher than 50%, we 
will make proportionately higher refunds. 


BOTH CUSTOMERS AND 
AMERICAN MOTORS GAIN 
You have everything to gain and nothing to 
lose by joining this crusade. The same is 
true for us. 

You can’t lose because our Rambler cars 
are better than the big cars and the best of the 
compacts. Ramblers are more trouble-free, 
more useful and lower priced. 

You make your regular deal in the regular 
way for a new Rambler. You then are in a 
position to share proportionately in the econ- 
omies and profits of higher Rambler volume 
realized in December, 1960, and the first 
three months of 1961. 





We gain by acquiring more Rambler own- 
ers, which will make our growing Rambler 
market even larger in the future. Again, 
that’s because Rambler owners become 
Rambler salesmen and repeat buyers. 


Ask your neighbor about his Rambler, 
then join the Rambler crusade. Join us in 
focusing the nation’s attention on the essen- 
tiality of equitably sharing economic prog- 
ress with ALL consumers if the WHOLE 


NATION is to prosper. 


P.S. Some may say one company can’t do 
much about national problems as big and 
complex as those cited above. Well, that’s 
what the skeptics and cynics said about our 
first Rambler crusade. Let’s remember, 
every great thing is born small. If this new 
Rambler crusade is right, it can succeed 
and spread, just as the compact car concept 
already has. 


Big Union Contracts to Expire 64s 


Autos to Get ’61 Labor Spotlight 


By Francis J. Gawronski 
Staff Writer 


—— big labor-management news 
of 1961 probably will come from 
the auto manufacturers in Detroit, 
according to the United States 
Labor Department. 

The department’s Bureau of 
Labor Statistics 
noted that approxi- 
mately 120 contracts, 
each covering 5,000 
or More persons, ex- 
pire in 1961. The 

contracts affect nearly two million 
workers. 

Chief among the expiring con- 
tracts will be those between the 
automobile makers and more than 
500,000 workers. 

The three-year contracts with the 
United Auto Workers, reached after 
months of bargaining in 1958, come 
to an end Aug. 31 for Ford Motor, 
Chrysler Corp. and General Motors, 
Sept. 6 for American Motors and 
Nov. 30 for Studebaker-Packard. 
Negotiations will open 60 days in 
advance, 

The 1958 negotiations were car- 
ried out during the recession of 
that year and were highlighted by 
the UAW’s reluctance to strike 
the auto industry. 

However, there were strikes of 
less than a day each at Ford and 
GM before the agreements were 
reached. 

During the 1958 negotiations, the 
UAW also introduced a plan for 
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profit sharing. The plan failed to 
get very far because of the eco- 
nomic situation and the determined 
opposition of the auto makers. 

UAW officials have indicated that 
the keynote of the union’s collective 
bargaining program in 1961 will be 
efforts to solve the unemployment 
problems. 

Industry observers predict that 
the UAW will seek more job op- 
portunities rather. than ways of in- 
creasing the pay of workers already 
on the job. In response to rank- 
and-file demands, the union’s bar- 
gaining program will include a pro- 
posal for a shorter work week, 

oe ca * 
Contracts Expiring 
oe - major contracts coming 
up for renewal next year, ac- 
cording to Bureau of Labor Statis- 
tics, are in trucking (January, 
rubber (April through June) and 
machinery (September). 

In addition, there will be 60 major 
agreements covering 1.7 million 
workers subject to wage-reopening 
negotiations in 1961. 

The bureau also noted that at 
least 2.9 million workers are cover- 
ed by contracts that call for wage 
increases in 1961. 

In Nashville, the Tennessee 
open shop law, declaring that a 
person cannot be denied the right 
to work because he is not a union 
member, has been affirmed by the 
State Supreme Court. 

The high tribunal’s ruling came 
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in a case in which a worker was 
fired from a restaurant painting 
job because he was a nonunion 
man. 

“We can find nothing in the law 
of this state to justify such an 
exertion of the combined power of 
a union against an individual to 
deny him the right to work because 
he is not affiliated with the union,” 
the court said. 

“On the contrary, the traditional 
common law view was that such a 
combination was illegal restraint 
upon trade and was a civil con- 
spiracy.” 

* * * 


Teamsters Lose Elections 


THE dealer front, Teamsters 
Local 376 and Salesmen’s Guild 
of America continue to lose elec- 
tions in their bids to organize some 
3,000 salesmen in the Detroit area. 
Local 376 has managed to win 
only three elections in 29 conduct- 
ed by the National Labor Rela- 
tions Board. The union has filed 
71 petitions with the board. 

The local accounted for its third 
victory when salesmen at Dexter 
Chevrolet Co., Detroit, voted 11 to 6 
for representation, 

The local lost elections at Park 
Motor Sales Co. (Lincoln-Mercury), 
Detroit, 7 to 1; J. P. McGuire, Inc. 
(Pontiac), Detroit, 3 to 0, and 
Stotts & Murphy, Mt. Clemens, 
4 to 0. 

The Teamsters also failed to get 
a vote in an election at Ted Ewald 
Chevrolet Co., Detroit, in which the 
Salesmen’s Guild was defeated 


16 to 1. 
* * + 


Dallas Salesmen Eye Union 


oun guild called off scheduled 
elections at Al Long Ford, Inc., 
Detroit, and Margolis Plymouth, 
Inc., Detroit. 

In Dallas, it has been learned 
that there is a movement under 
way to organize new and used- 
car salesmen in the area. 

E. A. Britton, international rep- 
resentative for the Retail Clerks 
International Union, admitted that 
“some” automobile salesmen from 
Dallag had talked with him regard- 
ing organization of a local charter. 

Britton said the Dallas salesmen 
attended a meeting in Houston 
which was held by Houston sgales- 
men who applied for a charter as 
Local 501, Retail Automobile Sales- 
men, RCIA, AFL-CIO. 

Britton said that he told the Dal- 
las salesmen that he would come to 
Dallas when his organizing work 
was completed in Houston, 
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Dealers Elect Officers— 

Newly elected officers of the Twin Cities (Benton Harbor and St. Joseph, Mich.) New 
Car Dealers Assn. are, standing, from left, Charles Furlan (Rambler), treasurer; Robert 
Bartz (Pontiac), president, and Bruno Roti (Plymouth), vice-president. Mary Lou Ross, 
seated, is association secretary. 





Dealers Stunned .. . 





Florida Sunday Ban Killed 


By Trescot Goode 
Staff Correspondent 


MI AMI.—The Florida Supreme 
Court set off a bombshell in state 
auto circles when it handed down 
a 5-2 decision ruling that the “Auto- 
mobile Sunday Closing Law” was 
unconstitutional. The law-was pass- 


Nielsen Retires 
From Chrysler; 


43 Years in Sales 


DETROIT. — Another high-rank- 
ing executive has left Chrysler 
Corp. He is Arthur B. Nielsen, for- 
mer general sales manager of De- 
Soto and lately 
executive assist- 
ant to the group 
vice - president, 
automotive sales. 

Nielsen, 60, said 
he had retired 
with pension ben- 
efits after a 43- 
year career in au- 
tomotive sales 
which included 

, 15% years with 
Arthur B. Nielsen Chrysler Corp. 


ed by the last Legislature despite 
vigorous opposition. 

Earlier this year, a St. Peters- 
burg used-car dealer decided to 
make a test case of the Sunday 
ban and opened for business, He 
was promptly arrested and con- 
victed. It was an appeal on this 
case that brought the Supreme 
Court ruling. 

Justice E. Harris Drew, in the 
majority opinion, said the law was 
an unconstitutional exercise of the 
state’s police powers. The reasons 
cited by the Legislature to justify 
the Sunday ban were unreasonable, 
he added. 

Both Robert M. Haverfield, Dade 
County (Miami) Metro Commis- 
sioner and attorney for Miami Auto 
Dealers Assn., and Funis Steed, 
Ocala, attorney for Flofida State 
Auto Dealers Assn., were reluctant 
to comment on the case until read- 
ing the text of the decision. 

But Haverfield ventured the opin- 
ion that the Legislature might have 
to introduce a new bill. Some 
Miami dealers think the Supreme 
Court should be asked to recon- 
sider its ruling and that in the 
meantime an injunction should be 
sought. 

Frank Edelen, FSADA presi- 
dent said, “I think the decision 























Daily Yield for Aluminum V-8— 


In a single day, General Motors’ Central Foundry Division plant at Defiance, O., 
produces more than 1,000 cast aluminum V-8 cylinder blocks and over 2,000 cast 
aluminum cylinder heads. Above, James H. Smith, left, divisional general manager, 
and Thomas R. Wiltse, plant manager, examine the 100,000th aluminum block and 
the 200,000th cylinder head produced since fhe start of the 1961 model year. 
A portion of a day's production of cylinder blocks can be seen in the background. 
Aluminum blocks and heads are cast for the Buick Special, Oldsmobile F-85 and 


Pontiac Tempest aluminum V-8 engines. 
e git esis 


Output Milestones Passed 
On GM Aluminum Engines 


permanent mold process, together 
with innovations, enabled the di- 
vision to attain high volume pro- 
duction of these large, complex 
aluminum castings in a minimum 
of time,” Smith said. 

Spokesmen for GM divisions us- 
ing the aluminum V-8 reported that 
early problems in machining the 
blocks had been solved at Buick’s 
Flint plant. 


“We do plan future meetings in 
Dallas,” Britton said. 


Makers Register 


Cars in Detroit 


& DETROIT.—Last month’s 12,988 
new-car registrations in Detroit 
and Wayne County included 1,499 
“factory” registrations. 

The factory count, according to 
a Detroit dealership source, includ- 
ed Ford, 546; Mercury, 439; Comet, 
119; Chevrolet, 114; Falcon, 83; Lin- 
coln, 59; Rambler, 49; Corvair, 47; 
Pontiac, 11; Lancer, 9; Dodge, 7; 
Plymouth, 6; Willys, 5; Chrysler, 2; 
Valiant, 2, and Imperial, 1. 

On a basis of consumer registra- 
tions, the Top Five sellers in De- 
troit in November were Ford, Chev- 
rolet, Falcon, Oldsmobile and Pon- 
tiac in that order. Including factory 
registrations, the Top Five had 
been Ford, Chevrolet, Mercury, Fal- 
con and Comet. 


DEFIANCE, O.—Central Foundry 
Division’s plant here has produced 
and shipped its 100,000th cast alu- 
minum V-8 cylinder block and its 
200,000th cast aluminum cylinder 
head for ’61 General Motors auto- 
mobiles. 

In announcing the achievement, 
James H. Smith, general manager 
of Central Foundry Division, 

pointed out that the Defiance 
plant is the first and only U. 8. 
foundry to mass-produce V-8 
blocks and valve-in-head cylinder 
heads in aluminum for automo- 
tive use. 

The aluminum blocks and heads 
are used in the Buick Special V-8 
engine, the Oldsmobile F-85 V-8 
engine and in the V-8 engine which 
is optional in the Pontiac Tempest. 

The Defiance plant is currently 
producing more than 1,000 blocks 
and 2,000 heads per day, said 
Smith. Both blocks and heads are 
cast by the semi-permanent mold 
process and “quality-checked” be- 
fore shipment to customer plants, 
he added. 

“Use of the time proven semi- 





Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $11 last week to $1,114, according to Automotive News’ 
index. It had been $1,206 a year earlier. 

Only °58s, which went up $10, ran counter to the downward 
trend. Losses amounted -to $4 on '60s, $6 on ’55s, $7 on ’57s, $8 on 
56s and ’54s, $10 on ’61s and $46 on 59s. New lows were estab- 
lished for ’60s, 59s, ’5%7s and ’55s. 

At a group of representative auctions last week, the sales ratio 
was 58.7 percent, compared with 62.8 percent a week earlier. 


Auction reports begin on Page 18. 




















The corporation did not announce 
Neilsen’s departure. 

Nielsen left shortly after Chrys- 
ler Corp. appointed Lynn A. 
Townsend administrative vic e- 
president, and R. P. Laughna 
marketing vice-president. Nielsen 
had been executive assistant to 
former Group Sales Vice-Presi- 
dent Byron J. Nichols, who in 
November replaced the retired 
M. C. Patterson as general man- 
ager of Dodge. 

Nichols’ move to Dodge also oc- 
casioned the retirement of Lee F. 
Desmond, who had been Patterson’s 
executive assistant and was another 
Chrysler Corp. sales veteran. 

A January retiree from Chrysler 
will be First Vice-President E. C. 
Row. 

Nielsen joined DeSoto in 1945 
after 20 years with Chevrolet and 
eight with Packard as assistant 
general sales manager. He was 
named eastern sales manager of 
DeSoto in 1945 and general sales 
manager in April, 1955. 

In November, 1956, Nielsen 
moved to Chrysler Corp.’s gen- 
eral sales office as director of 
field operations, He was appoint- 
ed executive assistant to Nichols 
two years later, in which position 
he directed the corporation’s 
dealer enterprise, service training 
and market analysis programs. 


Chrysler Corp. also confirmed last 
week that George Fairweather had 
departed as an executive of the 
company’s tank plant in Centerline, 
Mich. A spokesman denied a report 
that he had been dismissed over 
a conflict of interest, saying that 
his job of transferring tank opera- 
tions from Delaware to Michigan 
had been completed. 





is deplorable. We have tried the 
voluntary closing method but 
there are always a few maver- 
icks who insist on doing business 
on Sundays. Now it looks as if we 
must start all over.” 

John Sheehan, MADA president, 
said the majority of dealers in Flor- 
ida favor Sunday closing and close 
anyway in most of the smaller 
cities. 

“The overwhelming majority of 
Miami dealers wish to close shop 
on the Sabbath,” he said. “Auto 
salesmen have long enough hours 
as it is, with showrooms open from 
8 a.m. to 10 p.m., some until mid- 
night.” 

Sam Luby, who operates one of 
the larger Chevrolet deals in Miami, 
and who is one of the most active 
boosters for the law, said, “It’s a 
shame we dealers can’t agree to 
close voluntarily. We tried that 
method; it didn’t work so we ask- 
ed the legislature to help us. The 
law was good for the dealers, the 
salesmen and the buying public.” 

Ray Fogarty, president of Don 
Allen Chevrolet, commented: “All 
our efforts to get the law passed 
have now gone down the drain. I 
personally don’t believe a single 
car will be sold on Sunday that 
couldn’t be sold on weekdays. If 
this decision is final, we'll all be 
open 365 days a year, and do no 
more business.” 

The same feeling was expressed 
by Stacy Rowell, prominent used- 
car dealer who was chairman of 
the committee which led the fight 
for enactment of the law. 

“The Christmas and New Year 
holidays fall on Sunday this year 
and may delay a general opening, 
but I believe that beginning on 

(Continued on Page 30, Col, 5) 
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A Monthly Section Describing and Interpreting Technical Developments 
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To learn something of the| ¢.- makers, 

long-range future of the United 

George Huebner, left, chief research engineer for Chrysler Corp., and Dr. Clayton States auto 

Lewis, chief engineer of the basic science laboratory, check the operation of a machine News has made a study of the re- 
* 


Chrysler's Huebner and Lewis— 


that measures the oxygen content of metals at the Chrysler labs in Highland Park, Mich. 





N AXIOM among stockbrokers is that the long-range 





Axle Ratio Choice 
Is Big Factor in 
Car’s Economy 


This Auto Feature 
Little Understood 
Despite Recent Work 


NE of the least understood as- 

pects of the modern car is the 
matter of axle ratios. Although the 
auto makers have been adding new 
axle ratios regularly for the past 
several years, the public has not 
properly exploited them because of 
lack of understanding. 

To get a little first-hand knowl- 
edge about axle ratios, a visit 
was paid to J. P. Charles, assist- 
ant chief engineer of Pontiac, the 
car maker that probably has gone 
into the matter of axle ratios 
more than any other. 

This year Pontiac offers a choice 
of seven regular axle ratios, plus 
about eight other special axles for 
ambulances, hearses, drag racing 





and other special applications. Yet, 
only a smal] percentage of Pontiac) 
buyers specify the kind of axle} 
ratio they want. 

“Not nearly as many specify their 
axle ratios as we think should,” | 
said Charles. “In watching. our cus-| 
tomers drive, very few of them call 
on the maximum performance of 
their cars at any time. 
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“HE €conomy axle options that 
we have would give most of 
these customers a higher degree of 
pleasure, Conversely, not enough| 
performance axles are sold to the 
men who like to beat everybody | 
away from the light. If dealers 
were more interested in axle ra- 
tios, we could please more custom- 
ers.” 

According to Charles, the Pontiac 
philosophy has been to take the 
basic engine and to give the cus-| 
tomer as many modifications as 
possible without going to expensive 
tooling. 

“Thus,” he continued, “if you’re 
going to give the customer a 
choice of economy or perform- 
ance, you need a wide range of 
axle ratios. Although our cars 
have very similar weights, you do 
need the broad range of axles to | 
accommodate our broad range of 
engines,” 

What does the phrase “axle ratio” | 
mean? 

Basically, the axle ratio is the 
proportion between the number of 
engine revolutions and the number 
of wheel revolutions, With a 2.56 
axle, the engine makes 2.56 revolu- 
tions for each revolution of the 
rear wheels. 

” ” + 


HUS, the lower the axle ratio 


is, the fewer engine revolutions 
(Continued on Page 14, Col, 1) 





Ford's Ference and Haynes— 
Dr. Michael Ference jr., left, director of Ford's Scientific Laboratory, and Al L. Haynes, TH research operations of the 


| director of the company's product study engineering office, examine metal-bonded 
graphite materials at the Scientific Laboratory in Dearborn. 
——© 





Auto Makers Test 
2 New Types 
Of Ignitions 


WO new automotive ignition sys- 
tems are now being studied by 
the auto companies, although there 
is little chance that either system 
will be adopted in the near future. 


Attracting the most attention 
is a new electronic system devel- 
oped by Tung-Sol Electric, New- 
ark, N. J., which has loaned 18 
pre-production prototypes of the 
ignition system to auto makers 
in Detroit. 

While it is considerably more 
costly than the ignition currently 
used by the auto makers, this sys- 
tem reportedly is more economical 
than the seven or eight other elec- 
tronic systems now in various 
stages of development in this coun- 
try. 

Said a Tung-Sol official, “Because 
it is more costly, this system must 
justify itself on its superior per- 
formance and the maintenance it 


| saves. Its more likely applications 


at present are on trucks and heavy- 
duty vehicles and in the after- 
market.” 

Heart of the system is a Tung-Sol 
developed thyratron tube that is 
designed for 100,000 miles of trou- 


| ble-free operation and has stood 


up under extensive testing by the 


|company in a.number of employe 


cars and by the Southwest Re- 


| search Institute. Other components 


are germanium power transistors 


and silicon diodes. 
ee ee 


LIMINATED are the coil and 
4 the condenser. The other con- 
ventional ignition parts are essen- 
tially unchanged, permitting use of 


|this electronic system in existing 


engines with a minimum of modi- 
fication. 

Tung-Sol claims that its new 
ignition will provide constant, 
freshly tuned performance, in- 
creased engine efficiency for more 

(Continued on Page 13, Col, 3) 


GM's Hafstad and Campbell— 

Dr. Lawrence R. Hafstad, left, vice-president of the General Motors Research Labora- 
tories, and John M. Campbell, scientific director, discuss a research problem at the 
GM Tech Center in Warren, Mich. 








ploy 2,312 people, including 895 men 
who are either research engineers 
or scientists. The remaining 1,417 
persons are technical assistants, 
shop workmen and non-technical 
workers. 

Of the 2,312 people, General Mo- 
tors employs 1,400; Ford, about 700 
and Chrysler, 212. Of the industry’s 
895 research engineers and scien- 
tists, 440 are at GM, 385 are at Ford 
and about 70 are with Chrysler. In- 
cluded in these totals are more than 
100 PhDs at Ford and 55 PhDs at 
GM. 

GM research, the largest of four 
major operations at the GM Tech 
Center in Warren, Mich., is con- 
ducted in eight buildings with a 
total of 890,000 square feet. GM 
research_moved to the Tech Cen- 
ter in 1955, 

Ford research is conducted in the 

(Continued on Page 13, Col, 1) 


By Joseph M. Callahan 


Engineering Editor 


future of an industry or a company often is determined 
the amount of research done by that industry or com- 




































Search conducted by the various 


Auto industry research, as de- 
fined in the context of this article, 
is mostly done by the Big Three 
—General Motors, Ford Motor Co. 
and Chrysler Corp. The research 
for American Motors and Stude- 
baker-Packard is largely done by 
outside research institutes or 
automotive suppliers, many of 
whom have substantial programs. 
While formal auto-industry re- 
_| search probably had its beginning 

in 1911 when Arthur D. Little or- 
ganized the GM Laboratories, this 
operation really began to sprout in 
the years after World War II. The 
auto companies will not say how 
much their research programs cost, 
but an informed estimate is that 
they have spent about $45 million 
in 1960 for research. 

This estimate is based on the 
generally recognized fact that the 
average industrial researcher costs 
his company about $50,000 a year 
in salary, research material, serv- 


ices and other expenses. 
* Oo x 
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by Joseph M. Callahan 


New C-W Transmission 
Seen Developing Nicely 


ahem the new top 
management at Curtiss- 
Wright Corp. has reversed an 


earlier policy of talking about new 
products before they are fully 
proved, it is reliably reported that 
the crash program on the com- 
pany’s revolutionary automatic 
transmission is proceeding very 
satisfactorily. 

This transmission, called both 
traction drive and the Wright 
Aeronautical Division toroidal 
drive, differs from contemporary 
automatics in that disks in the 
gear box are mounted loosely in 
liquid instead of being in fixed 
positions. 

While prototypes of the trans- 
mission have been shown to visi- 
tors at the Curtiss-Wright labora- 
tory in Wood-Ridge, N. J., from 
automotive, truck, bus, tractor and 
other companies using automatic 
transmissions, the company has 
been deliberately vague about some 
aspects. Also the available pictures 
have omitted important components 
for proprietary reasons, even though 
patents have been granted or ap- 
plied for. 

However, it can be stated that 
the toroidal transmission is essen- 
tially a friction roller unit. Power 
is transmitted, without the use of 
gears or belts, through a set of roll- 
ers running between two halves of 
a torus—a smooth rounded protu- 
berance. 

The transmission controls pro- 
duce drive ratio changes automatic- 
ally, closely linked to changes in 
the loads demanded, whether these 
demands are the result of an ex- 
ternal requirement such as a 
change in road grade or a driver 

(Continued on Page 12, Col, 1) 
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Engineers Showcase 


Ford has almost completed development of an automatically adjust- 
ing valve tappet for its six-cylinder engines. This unit permits the 
use of the less expensive mechanical valve lifters because the noise 
and poor performance usually produced by these lifters are auto- 
matically eliminated. These lifters originally were scheduled for 
introduction on. ’61 cars, but manufacturing hitches reportedly 
will delay introduction until later in the model year. 

Harshness, the auto vibration and noise caused when a car passes 
over a concrete expansion strip, is giving “fits” to the European 
engineers, just as it is to American engineers. A top Daimler-Benz 
engineer asserted, ‘““We were pleased to note that the Americans 
don’t know what causes harshness—either.” 

A truck with an ultra-modern design and a gas turbine engine 
now is receiving final touches at the GM Tech Center. It will be 
largely used as a futuristic dream truck. 

At least one auto maker is doing extensive development work on 
plastic films which, when applied to glass, will keep the heat from 
the sun out of a car’s interior without affecting the visibility in 
the least. 

An air-cooled aluminum V-4 engine is in the design stage at 
Chrysler Corp. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


¥ 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar of auto excise, gasoline and oil taxes, collécted by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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May We Suggest? ... 













Prescription for 1961 


Cbg being the time of the year when people usually re- 

solve to do better in the next 12 months, AUTOMOTIVE 
NEws would like to offer a few suggestions that should 
help in ’61. 


We suggest: 












1. That the UAW, in its negotiations with auto makers in 
1961, confine its demands to non-economic fields if the 
U.S. auto industry is to grow and prosper—and keep work- 
ers employed. 










2. That the auto factories, in dealing with 
their retailers, be more realistic on the dealers’ 
problems of low profits and high inventories. 









3. That new-car dealers, in their dealings with the public, 
consider not only their own business future but also that of 
the make they handle. 


4. That import makers make a real effort to stay in the 
U.S. market, as effective competition for American cars, 
and that U.S. makers do likewise in the foreign market. 


5. That both the outgoing and incoming 
U. S. Presidents take bold steps to get the 
American economy rolling again in high gear 
immediately. 


6. That everyone do his part in making America—and the 
world—a better place to live in. 


The big story of 1961 may not be who won the game, 
but how it was played. 
















Events 


¥%& Eprror’s Nore: To facilitate 
tion, new items in this 
column will be starred and will 
appear in boldface type the first 


time they are used. 


Dealer Conventions 


Jan, 15-19—National 
mobile Dealers Assn., Eden Roc Hotei, 
Miami, 

Jan. 28-Feb. 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—|daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


%& April 20-2i—Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 


April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 
April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 
* oe * 


Auto Shows 


Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 


Jan. 7-15 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 


Jan. 8-10 — Fort Worth Auto Show, Fort 
Worth. 


Jan. 10-12—Clearwater Auto Show, Midway 
Shopping Center, Clearwater. 


Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 


Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 


Jan. 14-2I—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 


Jan. 1422—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 


Jan. 14-22— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 


Jan, 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 


Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-11—Amsterdam Auto Show, Am- 

sterdam, The Netherlands, . 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami, 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 


*% Nov. 11-18— Philadelphia Auto Show, 
Philadelphia, 
set ae 
General 
Jan, 7-15 — General Motors Motorama, 


Civic Auditorium, San Francisco. 

Jan. 9-13—Society of Automotive Engi- 
neers International Exposition, Cobo 
Hall, Detroit. 

Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb. 2— Automotive Accessories 


Manufacturers of America, New York 
Coliseum, New York, 
%& March 13-16—Annual Spring Conference, 


National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fila. 

April 13-15 — National Truck, Trailer & 
Equipment Show, Great Western Exhibit 
Center, Los Angeles. 


in Kansas City. 


Independent Auto- 


1 — National Automobile 


















The Big Stories 


35 Years Ago—1925 

The saturation point will not be reached in the motor car industry 
until a universally approved model that never wears out is produced, 
C. A. Vance, of the National Automobile Assn., told a dealer meeting 


20 Years Ago—1940 . 

Turning the trick for the third time in its history, Chrysler Corp. 

produced its one millionth vehicle, a Plymouth, in the calendar year 
1940. Chrysler also achieved this feat in 1936 and 1937. 


10 Years Ago—1950 


General Motors decided to end its four-day suspension of 1951 car 
sales and comply with an Economic Stabilization Agency price roll- 
back order. GM instructed its dealers to resume marketing cars at 
prices prevailing before a 4 to 6 percent hike was announced. GM 
also instructed its dealers to refund money to customers who bought 
new cars during the interim period at higher prices. 


Letterbox 


used if you so request, 


M-B Sales Explained 


I read with interest your article 
in the Nov. 28 issue of AUTOMOTIVE 
News concerning personnel organ- 
ization of various automobile com- 
panies. 

So far as Mercedes-Benz Sales, 
Inc., is concerned, the article con- 
tains an inaccuracy. You state that 
I am in charge of Mercedes sales 
and that Gordon Miller is sales 
manager for Auto Union. The ac- 
tual organization is as follows: 

In the capacity of vice-president, 
sales, I am responsible for directing 
the company’s general sales opera- 
tions, and under my office there 
are departments for the sales of 
Mercedes-Benz automobiles and 
for Auto Union-DKW automobiles. 
The national sales manager for the 
M-B line of automobiles is Heinz 
Waizenegger and, for the Auto 
Union-DKW automobiles, J. Gor- 
don Miller.—J. Bruce McWILLIAMs, 
vice-president—sales, Mercedes- 
Benz Sales, Inc., South .Bend. 

Eprror’s Note: Material for the 
story in question was obtained 
from the public relations depart- 
ment of Mercedes-Benz Sales. - 

* * of 
Quality and Reliability 

I was happy to see the article 
in the Nov. 28 issue of AUTOMOTIVE 
News entitled “Hofweber named to 
head Ternstedt Quality Control;” 
however, I think you should know 
that you have not made a distinc- 
tion between quality control and 
reliability. The headline is definitely 
wong, but the article is correct. 

At Ternstedt, the ‘two words 
“good quality” require the part to 
be made exactly like the blueprint, 
and “reliability’ means the part 
must function properly after it is 
made exactly like the blueprint. 

It is therefore possible for the 
part to have perfect quality or be 















"You sold the whole dealership?" 


‘Who's on Top? ... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 











































made exactly like the print and 
still not function in a reliable fash- 
ion. We have a director of reliabil- 
ity who is not connected with the 
quality control department at all; 
this department is supervised by 
the administrator of quality con- 
trol.—L. B. Raaspae, sales manager, 
Ternstedt Division, General Motors. 
of * of 


Cadillac Grad 


On Page 10 of the Nov. 28 issue, 
I observed within the “Big Stories” 
box the notation concerning 35 
years ago when Cadillac in 1925 
inaugurated their plan of recruit- 
ing college graduates. I was one 
of 25 selected from as many differ- 


ent colleges all over the United 


States in that first class. 

Insofar as I know, there were 
only two additional classes; and 
I believe I am the only one of 
the first class left in current as- 
sociation with the corporation. 


I was curious to know if you 
have any information on any of the 
others; if they are still with the 
corporation and what they may be 
doing. 

For the amount of money in- 
vested by Cadillac in these men, 
what does that make their invest- 
ment in me, assuming that I am 
the only one left?--Rospert W. 
Pierce, president, Pierce Chevrolet, 
Inc., Pawtucket, R. I. 

* * * 


Stowers Deals Sold 


The Stowers family has sold its 
dealerships in Bluefield, W. Va., and 
Kingsport, Tenn. 

Stowers Motors, Inc., headed by 
Eugene Stowers sr. and jr., has han- 
dled Buick, Chevrolet and GMC in 
Bluefield for more than 40 years. 
Stowers Ford Sales, owned by Rich- 
and Stowers, was formed three 
years ago. 

Eugene jr., Richard and Harry 
Stowers have purchased R. L. Har- 
ris Co., Caterpillar dealer for East- 
ern Tennessee with outlets in Chat- 
tanooga, Knoxville and Johnson 
City.-As for myself, I plan to work 
at fishing in the Gulf Stream in 
Florida.— Evcens Stowers, presi- 
dent, Stowers Motors, Inc., Blue- 
field, W. Va. 


* * * 


No Sale 


In your Nov. 21 issue on Page 48, 
you state that this firm hag been 
sold to C. H. Irber. Please be ad- 
vised that the writer is sole owner 
of this dealership, and that Mr. 
Irber had been employed with the 
firm in the capacity of manager for 
a short period. Our association with 
Mr. Irber was terminated in Au- 
gust, 1960.—E. M. Finke, president, 
Mayfair Lincoln Mercury Sales, 
Inc., Pensacola, Fla. 






































































Alan G. Rude, 
President of 
Universal C.1.T 

Credit Corporation 


___CyJT REPORT 


EXTRA MONEY! 


» Profit will always be easier for some dealers than others. 
» One reason is that certain dealers seem to sense—and 
work on—the different areas where extra profit can be made. 
I'm thinking now of the extra income dealers can develop for their 
service departments when they provide Service Insurance along 
with their cars. 
» For instance, for every 100 claims handled by Service 


Insurance adjusters, better than 90 of the repairs are made at the 


selling dealer's shop. 


And for every 100 insurance policies with Service Insurance, 
dealers should average over $6000 in profitable repair volume 


for each year the policies are in force. 


» One way to develop more service business through these "with- 


insurance" closings is to see that salesmen are trained for it. 
» Our Service Insurance Highlights program is prepared to 
| teach salesmen how to close with-insurance. These are hard-hitting, 
| sensibly written lessons—in-print that show salesmen why they should 
control this business. The eleventh mailing in the course went out 
just the other day. If you don't have this package of time-tested 


methods, call your Universal C.I.T. District Manager, today. 


He'll deliver a set for each of your salesmen. 

» Here's one fact to pass on to salesmen. Arranging Service 
Insurance for the customer will generally prove easier than 
selling the car itself. This is because, once a customer has 
decided on the car, the insurance gives him the protection he 
really wants for his investment. 

This means you are not "selling" something, but rendering 
customers a service when you propose Service Insurance to them. 
Service Insurance is the finest automobile insurance available. 
You'll find this one attitude—-which is inherent in the whole 
"Highlight" program—makes it easy to develop this 
extra source of profit. 


» In this holiday season, my very best wishes to you and yours. 


Cordially, 
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requirement such as a demand for 
more speed. 


* * 

Te STATES auto makers 

employ one of two basic trans- 
missions, either the automatic 
shifting transmission which has less 
slippage and greater efficiency or 
the infinitely variable ratio trans- 
missions which are smoother, but 
less efficient. 

Toroidal drive reportedly com- 
bines the smoothness of the latter 
transmission while delivering al- 
most 95 percent of input power 
throughout the speed ratio range, 
providing much greater economy. 

Other advantages claimed for the 
transmission are a wide range of 
speed ratios (up to eight to one) 
which allows for engine operation 
at either best economy or best 
power, reduced engine speed which 
gives improved durability and 
quieter operation, better accelera- 
tion, fewer parts and lighter 
weight. 

A Curtiss-Wright official said no 








(Continued from Page 9) 


unanswered problems had devel- 
oped to date. However, it is known 
that much of the current effort is 
being directed toward reducing the 
manufacturing costs, which appar- 
ently are too far out of line. 


The transmission, which has been 
tested in a Rambler American, 
weighs 150 pounds, compared to 
208 pounds for the 1960 Fordomatic 
transmission and 228 pounds for 
the GM Hydra-Matic. 

The Curtiss-Wright unit has 347 
parts, compared to 398 parts in the 
Fordomatic and 503 parts in the 
Hydra-Matic. 

The principle of the toroidal trac- 
tion drive transmission has been 
an attractive possibility for many 
years, offering a smooth, infinitely 
variable speed change in a rela- 
tively simple, low-cost mechanism. 

* + > 


Early Units Inefficient 
GHT AERONAUTICAL be- 
gan the development of such a 


unit back in 1943. But the early| acquired the rights to several in- 


Inside, outside, all around the 1961 cars—you’ll 
find Rohm & Haas plastics. There are tail light 
and back-up light lenses, instrument panels, 
medallions, dials, nameplates, and other parts 
made of durable, beautiful PLEXIGLAS acrylic 
plastic. There’s IMPLEX, the high impact acrylic 
—used for applications where outstanding 
strength and pleasing appearance are required. 
There are reinforced plastic constructions made 
with PARAPLEX P-Series polyester resins. Other 
Rohm & Haas products are used in automotive 
leathers and textiles, finishes and lubricants. Our 
years of experience in working with the auto- 
motive industry can help you, too. 





PLEXIGLAS, ImPLEX and PARAPLEX are trademarks, 
Reg. U.S. Pat. Off. and in principal foreign countries. 


1. TAIL LIGHT LENSES OF PLEXIGLAS. 2. BACK-UP LIGHT LENSES OF PLEXIGLAS, 3. FRONT AND REAR NAMEPLATES AND MEDALLIONS OF PLEXIGLAS. 4. HUB CAP INSERTS OF PLEXIGLAS. 5. SUN VISORS OF PLEXIGLAS. 
G. STEERING COLUMN ORNAMENTS AND GLOVE COMPARTMENT DECORATIONS OF PLEXIGLAS. 7. SHIFTING LEVER KNOBS OF IMPLEX. @. INSTRUMENT PANELS OF PLEXIGLAS AND IMPLEX, DIALS OF PLEXIGLAS. 
@. RADIO KNOBS AND BUTTONS OF IMPLEX. 10. WINDOW CRANK KNOBS AND POWER-WINDOW CONTROL BUTTONS OF IMPLEX. 11. HEATER DUCTS MADE WITH PARAPLEX. 12. ARMREST SUPPORTS OF IMPLEX. 





ulty member of the University of 
Michigan. 

After 15 years of effort, Kraus 
succeeded in developing an efficient 
configuration which he had bench- 
tested and road-tested. Subsequent- 
ly, he joined Curtiss-Wright to 
head a development task force with 
a budget which has been reported 
at $1 million. He received no cash 
for his inventions but will be paid 
on a royalty basis. 

Basic objective of the program 
now is to develop production units 
for cars, trucks and tractors, with 
marine and industrial applications 
as areas of secondary application. 

Earlier, Kraus asserted that tests 
he conducted with the help of the 
University of Rochester’s Mechan- 
ical Engineering Department indi- 
cated gasoline savings of 50 per- 
cent. 

























sae 


C-W's Toroidal Transmission— 
A cutaway drawing of the Toroidal Traction Drive Transmission that is being devel- 


oped at the Wood-Ridge (N. J.) laboratory of the Wright Aeronautical Division of 


Curtiss-Wright Corp. The rollers in this drawing have been deleted. 
a s...8 8 


ventions which eliminated the 
major problems previously con- 
sidered inherent in _ toroidal 
drives. It got the rights from 
Charles E. Kraus, a former fac- 







Cadillac Realigns 
Engineering Unit, 
Four Promoted 


DETROIT.—A realignment of the 
Cadillac Engineering Division has 
been announced by C. F. Arnold, 
Cadillac chief engineer. 

Cadillac now has two assistant 







units, like those at other com- 
panies, were not very efficient or 
very durable. 


Recently, Wright Aeronautical 
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chief engineers, one responsible for 
future development work and an- 
other in charge of current model 
automobiles. 

This reorganization results in the 
promotion of Daniel M. Adams, for- 
mer staff engineer in charge of 
body and sheet metal, to assistant 
chief engineer 
with responsibil- 
ity for current 
production. Carl 
A. Rasmussen is 
assistant chief 
engineer respon- 
sible for future 
development, 

Clarence E. 
Morphew will as- 
sume the respon- 
sibilities of staff 

D. M. Adams engineer of body 
and sheet metal. He formerly was 
staff engineer in charge of produc- 
tion engineering activities. 

Lloyd B. Greenleaf is promoted 
to staff engineer of production en- 
gineering, succeeding Morphew, He 
formerly was assistant staff engi- 
neer of production engineering. 

Promoted to the position vacated 
by Greenleaf is John L. Doll, Doll 
formerly held positions as a senior 
designer and project engineer, and 
prior to this promotion held the 
position of senior project engineer. 







Resolute Reduces 
e . * 
Waiting Time on 
- - * oa 
Disability Policy 

CHICAGO. — A new credit-life 
and disability insurance policy was 
announced at the annual confer- 
ence of special agents by H. Lee 
Rhodus, vice-president, Resolute 
Credit Life Insurance Co., Hartford. 

He said the new coverage, which 
increases benefits with no increase 
in premiums, soon will be available 
from coast to coast for customers 
of banks, finance and loan compa- 
nies and automobile and mobile 
home dealers. 

The new policy cuts the waiting 
period for retroactive disability 
benefits from 120 days to 90 days. 

Two years ago, Resolute an- 
nounced a credit-life and disability 
policy. 

The policy incorporated protec- 
tion for the customer disabled by 
sickness or injury. After the in- 
sured was disabled 120 days, bene- 
fits were retroactive to the first day 
of disability. 

The new policy offers credit-life 
and 90-day retroactive disability 
coverage at no increase in premium 
from that paid for credit-life and 
120-day retroactive disability pro- 
tection. 


COMPARYW 
WASHINGTON SQUARE, PHILADELPUIA 5, PA. 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way 
Bidg., 20211 Greenfield Road, BRoadway 3-0674. 
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Heavy Investment in Science Work .. . 


Big Three’s Research Goals 


(Continued from Page 9) 


company’s huge Scientific Labora- 
tory in Dearborn and in one or two 
smaller buildings such as the gas 
turbine building, with a total area 
of 470,000 square feet. 

Chrysler research has a total of 
170,000 square feet, part at the en- 
gineering headquarters in Highland 
Park, Mich., and part at a smaller 
building on Detroit’s west side. 


Although these facts and figures 
are somewhat indicative of the 
scope of research at each company, 
they can also be misleading unless 
the following information is kept 
in mind. 

* + ok 


UTOMOTIVE research, as far as 
this article is concerned, con- 
sists of basic research, applied re- 
search and advanced development 
research which is done on a con- 
tinuing basis and which is not done 
for a specific year’s car. The five 





More to Come 

- This is the first of four ar- 
ticles on research conducted by 
the auto makers. Three sub- 
sequent Turnings columns will 
delve further into the research 
operations at General Motors, 
Ford, and Chrysler. 





auto companies do work of a re- 
search nature for each model, but 
this is considered product engineer- 
ing and is not the subject of this 
article. 

Precise comparisons between the 
Big Three research operations are 
impossible because their research 
organizations have slightly differ- 
ent functions, objectives and scopes. 

For instance, GM’s Research 
Laboratories leaves the long-range 
development of many large vehicle 
components to the GM engineering 
staff, which is not discussed here. 
Yet, some of this work is done in 
the research organizations of the 
other two companies. On the other 
hand, the GM Research Labora- 
tories also does research for a much 
wider range of products, including 
appliances and locomotives, than 
concerns Ford and Chrysler. 

Another point is that the Ford 
Scientific Laboratory puts more 
emphasis on. manufacturing or 
process development than do the 
other companies. One of the other 
major operations at the GM Tech 
Center is the Process Develop- 
ment staff. 


Another factor affecting the com- 
parative size of the staffs is that 
GM Research Laboratories, which 
is headed by Vice-President Law- 
rence R. Hafstad, is separate from 
the corporation’s engineering oper- 
ation and, hence, must supply much 
of their own services, such as pur- 
chasing and maintenance. 

By contrast, the Ford and Chrys- 
ler research organizations, whose 
heads report to the engineering 
vice-presidents, are supplied with 
many of these same services. 

* a * 


3 Types of Inquiry 
BRROslLy speaking, the objec- 
tives of this automotive re- 
search are to improve existing 
products or to develop new products. 
These objectives are achieved by 
conducting three types of inquiry— 
basic or fundamental research, ap- 
plied research and advanced devel- 
opment research. These three activ- 
ities cover a wide spectrum and 
even the scientists in these fields 
are unable to agree on an adequate 
definition of the three activities 
that easily separates one from an- 
other. 

However, basic research can be 
described as the search for com- 
pletely new knowledge. Applied 
research is the application of this 
new knowledge is a particular 
material. Advanced development 
research might involve the adap- 
tation of this material to a prod- 
uct such as a future car, although 
there are also numerous non- 
component areas such as human 
engineering in this field. 

A favorite saying of university- 
type researchers is that industrial 
researchers, such as those in the 











auto industry, really do no basic 
research because they are always 
looking for something that can be 
applied to automobiles. 

The auto company research lead- 
ers emphatically insist that their 
basic research is just as basic as 
that of many universities, even 
though they also admit they’re seek- 
ing knowledge that will benefit their 
companies. 

* * ca 


EORGE HUEBNER, chief re- 
search engineer for Chrysler 
Corp., asserted, “There’s no impor- 
tant difference between university 
research and industrial research. 


There is only a difference in the 


boundaries of each. At a university, 


you need financial] support and this 


frequently has strings. In industry, 


you must have strings—the effort 
must be of some interest to the 


company.” 
By far the most aggressive basic 


research program in the industry 


is that conducted at the Ford Scien- 


tific Laboratory under its execu- 


tive director, Dr. Michael Fer- 
ence jr. 

Although this basic research or- 
ganization is only nine years old, 
the youngest in the industry, it 
represents about 30 percent of the 
Ford research budget and effort 
and more than 60 percent of the 
area allocated for research. In 
contrast, basic research repre- 
sents 10 to 15 percent of the GM 
effort and 15 to 20 percent of the 
Chrysler program. 

Furthermore, Ford’s basic re- 
search staff is expected to grow 
from its present 200 people to some- 
thing just below 300 by next Sep- 
tember. It’s also expected that the 
present ratio of bachelor or master 
degrees (80 percent of staff) and 
doctorate degrees (45 percent) will 
be continued. 


Ference feels that he is building 


his staff with some of the finest 
young researchers in the country. 
They’ve largely been recruited from 
university faculties across the coun- 
try and many of the people are 30 
or younger. 

. * * 


Product Evaluators 


A SOMEWHAT comparable, al- 
though larger, organization 
also located in the Ford Scientific 
Laboratory building is the product 
study engineering group. Headed by 
Al L. Haynes, this group of about 
500 people, 45 percent of whom are 
engineers or scientists, have the 
job of looking at the vehicle and 
learning as much as possible about 
the factors that influence it and 
make it better. 

The departments reporting 
to Haynes are those concerned with 
the overall vehicle, vehicle compo- 
nents, gas turbine, reciprocating 
engine, systems engineering and 
materials, fuels and lubricants. The 
product of this group could either 
be a piece of hardware, a report 
or analysis. 

In addition to graduate engi- 
neers, the basic research staffs 
at all three companies also in- 
clude physicists, chemists, mathe- 
maticians, metallurgists, psychol- 
ogists and other scientists. 

Basic research at the auto com- 
panies is generally divided into 
four or five departments, including 
physics, chemistry, metallurgy, elec- 
tronics and mechanics. In these de- 
partments are.a number of labora- 
tory programs or projects, all 
generally aiming at the discovery 
of new knowledge about energy- 
converting and storing devices and 
materials. 


The materials research field igs be- 
lieved to be an especially fertile 
field of study. Although the auto 
industry consumes vast quantities 
of metal, glass, plastics and many 
other materials, there’s a general 
suspicion that a great deal of 
knowledge about these materials is 
unknown, but it may be just around 
the corner. 

+ 7 
Avts® certain knowledge is de- 
veloped in a basic research 
department, it is used in the applied 
research department to produce a 
technology which, in turn, is used 


in the advanced development de- 
partment to produce a device, 


Herein lies one of the research 
director’s most delicate problems— 
how to keep some good research 
work from merely winding up as 
a report or a published paper. If 
the work isn’t carried along quite 
a way toward some useful device, 
none of the manufacturing divi- 
sions or organizations will pick it 
up. If the work is carried too far 
in this direction, the researcher 
soon becomes a product engineer. 


Another major problem for the 
research director sometimes con- 
sists of keeping the company 
from using “explorers for fire- 
men.” This refers to the tendency 
of many companies to use their 
“brains” for the solution of im- 
mediate production problems 
which offer greater monetary 
gain, but results in letting the 
long-range research slide, This 
has been largely resolved by the 
Big Three research departments. 

Of course, this tendency is some- 
times encouraged by the research- 
ers themselves in their effort to 


help their companies in any way 


possible so as to justify their ex- 
istence in the competitive auto in- 
dustry. 

A basic precept laid down by 
Charles F. Kettering, GM’s first re- 


horsepower and greater gasoline 
mileage and reduced unburned 
hydrocarbons in the exhaust. 

The system provides electronic- 
ally what engineers call a “steep 
wave front” impulse to the spark 
plug. The impulse reaches a peak 
in one or two microseconds as op- 
posed to 60 to 120 microseconds in 
the conventional system. This 
means no time lag in firing and 
results in prolonged spark plug 
life. 

Less than 10 percent of the nor- 
mal current passes through the 
breaker points, eliminating point 
erosion and burning. Easy starting 
in cold weather is another advan- 
tage. 

Because of the improved burning 
of gas, laboratory tests with the 
new system showed a 20 percent 
reduction in the unburned hydro- 
carbons in the engine exhaust over 
the same engines with conventional 
ignition. 

+ * * 

ron R. SCHULTE, Tung-Sol 

president, said that a major 
advantage of the system is that it 
makes possible optimum ignition 
performance for about 100,000 miles, 
eliminating the frequent tuneups 
often required by the conventional 
ignition system. 

He said, “Production plans are 
indefinite and will depend largely 
upon the results of further ex- 
tensive testing, both by the auto- 

* ot +o 


Tung-Sol Ignition— 


Milton R. Schulte, right, president, Tung- 
Sol Electric, and Anthony Scala, vice-presi- 
dent, holding the transistor and thyratron 
tubes of the new electronic ignition sys- 
tem developed by Tung-Sol. 





Tested by Auto Makers .. . 


Electronic Ignition System 
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‘| plete ignition system for a small 





any such ratrace” (justification of 
research). 

When this question was put to 
Chrysler’s Huebner, he responded, 
“Yes,” we are asked to lay before 
our management a complete review 
of our activities and plans, just 
like everyone else, I think it’s ex- 
tremely desirable. It clarifies our 
overall thinking and planning and 
helps us in our work. We welcome 
3.” 

Somewhat related to this matter 
is the achievement of Ford’s 
Scientific Laboratory in 
a five-year guaranteed 
something long desired by the in- 
dustry’s other researchers. 

In announcing the five-year 
budget last May, Henry Ford II, 
board chairman and president, said, 
“This budget will assure continuity 
of the Laboratory’s operations with- 
out regard for business fluctu- 
ations.” 

At the time, Ference commented 
that the product changes that 
“really matter’ will be made 
through basic advances in under- 
Standing the nature of plastics, 
metals, glass, fuels and other energy 
sources and combustion systems. 

* : t 















AMC Research— 


Ralph Isbrandt, right, American Motors’ 
director of automotive engineering and 
research, and Wallace S. Berry, director 
of automotive research, look over an alu- 
minum brake drem. * 











search director, when his research 
company was acquired by GM, in 
1920, was that research must be 
free of production. 

“Independence of action is a 
basic requisite of a good research 
operation,” said John Campbell, 
GM’s scientific director, “but we’re 
not looking at the stars, either.” 

* * * 












Was admitting that any re- 
search operation would like a 
guaranteed budget, GM’s Campbell 
said, “We’ve more or less had a 
guaranteed budget for 30 years. 
GM has supported research through 
thick and thin. 

In the depths of 1932, some pro- 
fessional people were laid off, but 
since then we've never laid off any 
professional people for economic 
reasons. Also, this hasn’t been nec- 
essary because our staff has tripled 
since the end of the war. In the 
last three or four years, the move- 
ment has been upward but at a 
slower rate.” 

When Huebner was asked about 
Chrysler’s research budget, he as- 
serted it does fluctuate somewhat 
with earnings, but that research’s 
budget does not follow the earnings 
picture as closely as some of the 
company’s other operations do. He 
said that there had occasionally 
been some staff reductions. 







NN asked if GM Research 

was periodically asked to jus- 
tify its existence, he said that the 
$100 million GM Tech Center was 
the best proof of GM’s management 
recognition of the value of re- 
search. He added that GM Research 
had long ago declined “to get in 






















mobile manufacturers and by the 
company.” 

The Tung-Sol ignition is basic- 
ally an outgrowth of research work 
done cooperatively by Tung-Sol and 
General Motors’ Delco-Remy Divi- 
sion. 

This system, on which Tung-Sol 
has filed domestic and foreign pat- 
ent applications, is reportedly less 
expensive than the Delco-Remy 
unit. It employs standard electronic 
components with new circuitry. 

Some 40 percent of Tung-Sol’s 
$80 million sales are made to the 
auto industry. Best known for its 
sealed-beam headlights, Tung-Sol 
also produces miniature auto lamps, 
automobile flashers, circuit break- 
ers, transistors, rectifiers and other 
products. 


* * 
Used on Small Engines 


|S other ignition system, which 
is more revolutionary, was de- 
veloped by Cleveland Graphite 
Bronze Division, Clevite Corp., 
Cleveland, in cooperation with Clin- 
ton Engine Division, Clinton Ma- 
chine Co., Maquoketa, Ia. 

Although currently restricted 
to small gasoline engines of two 
to six horsepower, it permits the 
elimination of several of the 
most troublesome components — 
coils, points, condensers and mag- 
netos, 










search 
necessity in the near future,” said 
Huebner, “If scientists don’t feel 
that a company is serious about 
its future, the good people won’t 
come.” 

Dr, Clayton Lewis, chief engineer 
of Chrysler’s basic science labora- 
tory, added that most projects take 
more than a year to complete and 
scientists, who generally are de- 
voted to their work, don’t want to 
take a chance on getting part way 

(Continued on Page 14, Col. 3) 


Auto Dealers 
In Norfolk Area 
Elect Officers 


NORFOLK, Va.—Philip S, Far- 
rand, president, Cavalier Ford, Inc., 
has been elected president of the 
Norfolk-Portsmouth-Virginia Beach 
Automobile Deal- 
ers Assn. 

Farrand was 
named to succeed 
W. P. Wilkins, 
vic e- president, 
Norfolk Motor 
Co. (Cadillac). 

Other officers 
elected for one- 
year terms were 
J. Robert Rough- 
ton, vice-presi- 
dent, and F. A. Philip 8. Farrand 
Huttman, secretary-treasurer. Di- 
rectors include J. C, Whittaker, 
William Thompson, Farrand and 
Roughton. 

A dealer since 1957, Farrand also 
is on the board of the Automotive 
Trade Assn. of Virginia and the 
Downtown Norfolk Assn. 


Officers Elected 


In Sacramento 


SACRAMENTO, Calif. — Richard 
Warren (Pontiac), has been elected 
president of the Motor Car Dealers 
Assn, of Sacramento, Roy Jacobes 
(Lincoln-Mercury), is the new vice- 
president. 

Named to the board are Charles 
Winterrowd (Plymouth), Jack Bur- 
ton (Ford), Phil Moffatt (Chevro- 


(Chevrolet), 
past president, also will serve on 
the board. 






























In their place is a tiny artificial 
crystal—a ceramic—which produces 
a constant high voltage, some 20,- 
000 volts, each time pressure is 
applied to it. With a switch and 
a spark plug, it constitutes a com- 





engine. 

This phenomenon is known as 
“piezoelectricity,” or electric polar- 
ity due to pressure. 

Among the advantages claimed 
for the system are elimination of 
ignition failure due to dust, oil and 
moisture; elimination of point ox- 
idation during storage and nonuse 
and longer plug life. 

Donald C. Suhr, Clinton presi- 
dent, said, “It will be easier for 
mechanics to check this ignition 
system’s performance as visual an- 
alysis will be possible without any 
complicated tools. 

“With present systems, voltage 
drops when engine speeds are re- 
duced to idling, often causing en- 
gine failure due to insufficient 
power to ignite the gasoline mix- 
ture. Constant delivery of uniform 
high voltage will also help elimi- 
nate plug fouling by reducing car- 
bonization due to partial] firing.” 
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Little Understood by Public .. . 





Choice of Axle Ratio 
Big Factor in Economy 
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will be needed to drive a car any 
given distance and the less fuel will 
be consumed. However, if the axle 
ratio is too low, the car’s ability 
to accelerate will suffer seriously, 
so the right compromise between 
economy and performance must be 
chosen. 

From the mechanical standpoint, 
an axle ratio is determined exactly 
by the number of teeth in the ring 
gear and the pinion gear in the 
differential assembly. 

The round ring gear is an ex- 
tension of the car’s right rear 
driving wheel and the somewhat 
pointed pinion gear is an exten- 
sion of the engine’s drive shaft. 
At the point where they meet in 
the car’s rear end, the engine’s 
rotary motion is converted into 
the car’s forward motion, 

In a 2.87 axle, the ring gear has 
43 teeth and the pinion gear has 
15. If 43 is divided by 15, the answer 
is 2.87. The 3.08 axle hag 40 ring 
gear teeth and 13 pinion gear teeth. 
Again, 40 divided by 13 equals 3.08. 

* * * 


'HARLES, who has been at Pon- 

tiac for 32 years, said the 
weight of the car and the load 
should be considered in the selec- 
tion of an axle ratio, as well as 
whether the buyer wants to empha- 
size performance or economy. 

“The added weight of air condi- 
tioning also should be considered 
in picking an axle ratio,” he as- 
serted. “We get more kicks for poor 
economy from the people who buy 
air conditioning than from any 
others. 

“A higher axle ratio should also 
be selected by the man with a 
larger family—he shouldn’t pe- 
nalize himself too much. This is 
especially true for the station 
wagon in which loads often get 
up to 1,200 pounds.” 

Making a “pitch” for the lower, 


Proving Ground 
Being Built 
Near Moscow 


MOSCOW. — An “autodrome,” or 
proving ground, is under construc- 
tion on a forest tract of the Klin- 
Dmitrov of the Yakhroma State 
Farm near Moscow, 

“In the winter, we will begin to 
make the soil foundation for a 
high-speed road,” according to Val- 
entin Varnakov, chief engineer of 
the area. “The entire autodrome 
will occupy an area of not more 
than 35 square kilometers.” 

High-speed tests will be run on 
a 14-kilometer road with a con- 
crete-cement bed, while a cobble- 
stone road will be used to test the 
wearing qualities of tires. 

A noise-detection road, consisting 
of two parallel lanes separated by 
a sound-refiecting wall, will be built 
to study noise, vibration and 
squeaks, and durability tests will 
be carried out on a road made of 
ribbed reinforced concrete. 


Banks Note Rise 


In Delinquencies 


NEW YORK. — Delinquencies on 
auto loans from banks edged up in 
October, a survey by the American 
Bankers Assn. shows. 

Of loans obtained through auto 
dealers, 146 percent were delin- 
quent on Oct. 31, compared with 
1.44 percent a month earlier and 
1.387 percent a year earlier. 

Of loans obtained directly from 
banks, 1.00 percent were delinquent 
on Oct, 31, compared with 0.99 per- 
cent a month earlier and 0.83 per- 
cent a year earlier. 

Four other classes of consumer 
loans were covered by the survey. 
Delinquencies went down in two 
classes in October, one class held 
steady and the fourth class showed 
increased delinquencies, 

ABA expressed no concern with 
the delinquency picture and urged 






economy axle ratio, Charles said 
that the axle ratio has a rather 
small affect on acceleration with 
the automatic transmission. With a 
drop of one full ratio—say from 
3.9 to 2.9—the car only loses half 
a second in going from zero to 
60 miles an hour. Performance 
“feel” will be affected in the driv- 
ing range, however. 
* * 


Savings Detailed 
“WET,” he continued, “that same 
change will increase the fuel 
economy by 2.8 miles per gallon at 
constant speed, by two miles per 
gallon at normal highway driving 
and by 0.8 miles per gallon in city 
driving. 

“Also, your top speed doesn’t 
change very much, regardless of the 
axle chosen because of the horse- 
power curves of the modern en- 
gines.” 

Other advantages of the lower 
axle ratios are improved engine 
life, improved oil life and less 
noise. 

This year Pontiac offers a choice 
of four standard axle ratios with 
the Hydra-Matic — 2.56, 2.69, 2.87 
and 3.08—and three standard ratios 
for the manual Synchromesh trans- 
mission—3.08, 3.23 and 3.42, 

* * + 

oe @ manual transmission,” 

Charles explained, “we don’t 
offer anything below 3.08 because 
you get very poor low-speed opera- 
tion in high gear. Also, you get into 
clutch clatter and burning with a 
manual clutch.” 

Charles feels that the most eco- 
nomical power combination of- 
fered by Pontiac this year is the 
Hydra-Matic transmission and 
the 2.56 axle. He said the very low 
engine speeds with this combina- 
tion give a substantial overall 
fuel saving, even though some of 
this saving is swallowed by the 
slippage in the fluid coupling 
transmission. 

In other words, an automatic 
transmission will save some fuel 
by not racing the engine exces- 
sively, as many drivers are prone 
to do. 


+ * 

At 3,360 RPM 
At THIS point, Pete Estes, Pon- 
tiac’s chief engineer, comment- 

ed, “After all, a car with a 2.69 
axle will do 100 miles an hour at 
only 3,360 revolutions per minute.” 
An interesting point is that while 
there is a 7-percent difference be- 
tween the 2.69 axle and the 2.87 
axle, the difference in economy be- 


* 


” 


tween these two axles is less than| 


7 percent. 

This is because the power to 
drive the engine is changed by 
about 7 percent, but the power to 
drive the car does not change. 
For instance, at 50 miles an hour, 
18 horsepower are required just 
to drive the engine, regardless of 
the axle ratio. 

Asked about the trend in axle 
ratios, Charles said there is a defi- 
nite move toward lower, More eco- 
nomical ratios, For example, Pon- 
tiac added the 2.69 axle last year 
and the 2.56 axle was added this 

year. 


—JoserpH M. CALLAHAN 
* * * 





Axle Ratio Talk— 


J. P. Charles, Pontiac assistant chief 








Chrysler Officials Discuss Qua 


bough, Hamtramck (Mich.) assembly plan 
F. L. DeCavitte, Plymouth-Detroit assembly 





lity Control— 


Quality-control huddle at Chrysler Corp. brings together representatives from car 
assembly and stamping plants to coordinate programs. Sessions like these, which are 
held weekly to compare progress and review reports from individual plants, provide 
a continuing double-check on quality control from the earliest stages of manufacturing 
to the finished products. Quality control managers, seated, from left, are B. L. Henges- 


t; F. A. Stewart, Imperial assembly plant; 
plant; J. W. MacQueen, Jefferson assembly 


plant; A. P. Podges, quality control director, car and truck assembly group; H. J. Wine- 
garden, stamping group; William H. Keller, Mack stamping plant, and Leroy Anderson, 
Ohio stamping plant. Standing: C. D. Bridgeman, parts engineering manager, quality 
control staff, car and truck assembly group; Roy Adair, Outer Drive stamping plant, 
and M. J. Muchmore, quality control staff, stamping group. 





Why Basic Research 
At Big Three Plants? 
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through a project and then have it 


cancelled. 
* ca a 


New Power Source? 


Watts many of the research 
fields and projects are so re- 
mote from present cars that the 
average person has never heard 
of them, it is significant that a 
good percentage of the work is 
aimed at the development of 
energy-converting devices that 
would supplant the current recip- 
rocating engine which has been the 
mainstay of the auto industry since 
its founding. 


There is a feeling among some 
researchers that the reciprocating 
engine, after some 70 years of de- 
velopment, is nearing the end of its 
potential. Also, there is the convic- 
tion that some other type of engine 
could get more out of its fuel than 
the 25-to-35 pereent efficiency that 
the current gasoline engine deliv- 
ers. 

Active research programs are 
now under way on engines that 
could be powered by such proc- 
esses as mageto-hydrodynamics, 
thermoelectricity, thermionics or 
electrochemical (fuel cell) con- 
version. 

An amazing amount of work is 
being done at all the Big Three re- 
search departments on gas turbines 
and there’s general agreement that 
within the next few years one or 
more of these companies will be 
producing and selling gas turbine 
vehicles. 

GM’s Campbell said, “Although 
none of these processes has yet 
shown sufficient promise to replace 
our present methods, except in spe- 
cial cases, one of the most chal- 
lenging problems of the future is 
still to find more efficient means 
of producing power. 

* * 


MOG research that some day 

might result in a device that 
would cut down the emission of 
hydrocarbons and oxides of nitro- 
gen are an important project in 
each of the three resarch depart- 
ments. There’s considerable opti- 
mism that some day this serious 
problem will be surmounted. 
Research at American Motors, 
which largely consists of coopera- 
tive programs with suppliers and 
independent research agencies, is 
directed by Ralph Isbrandt, director 
of engineering and research, and 
Wallace S. Berry, director of auto- 
motive research. 

Although most of this develop- 
ment work is aimed for a spe- 
cific year’s cars, there have been 
some programs that have not re- 
sulted in a product improvement 
because they proved unfeasible 
and there are other programs 
that are purely exploratory, such 
as AMC’s electric car program. 

The cooperative effort with sup- 
pliers is implemented by periodic 


continued caution in handling| engineer, holding a ring gear and a pin-| visits by eight or ten of the com- 


credit. 


ion while discussing axle ratios. 


pany’s top management people to 


the laboratories of suppliers. 
Similarly, Studebaker-Packard 
also relies largely on its suppliers 
and outside research groups for its 
research. Mike P. deBlumenthal is 
chief development engineer. 
* * of 


Benefits Listed 


OOKING at all this research 

done by the auto companies, an 

obvious question is, “Just what do 
the companies get for it?” 

In addition to the product im- 
provements and new products that 
are developed, the companies bene- 
fits in these major ways:: 

1. Consulting service. While the 
research staffs are shy of “fire 
fighting,” or the solution of emer- 
gency problems, they take great 
pride in consulting with their com- 
pany’s product engineers in their 
areas of special knowledge. 

2. Serendipity, This refers to 
research in which the scientist is 
looking for one type of informa- 
tion and stumbles on other valu- 
able information. This has hap- 
pened so often at the Ford 
Scientific Laboratory that now 
there is a licensing office there 
for licensing outside users of cer- 
tain discoveries. This probably 
nets the company a fair income. 

3. Research also permits a com- 
pany to stay in close contact with 
the academic and scientific world, 
so that no important breakthroughs 
or trends are overlooked. 

The progress of the auto indus- 
try’s research programs was prob- 
ably best summed up by Campbell, 
who has been in the midst of this 
work for 34 years. 

“The auto industry has cleaned 
up a lot of its bigger problems, such 
as engine balancing and fuels,” he 
said. “Today, we’re more concerned 
with things that we formerly 
couldn’t afford—gas turbines and 
other types of exotic power plants.” 


HORMEL 


Stilts Lift Containers— 


Ont. Trade Split 
On New Used-Car 


Fitness Forms 


TORONTO. Car dealers here 
have mixed feelings about new On- 
tario government regulations which 
legalize the sale of used cars which 
are not in a safe condition to be 
on the road. 

A new regulation under the High- 
way Traffic act, which becomes ef- 
fective Jan. 1, requires that a cer- 
tificate of mechanical] fitness or un- 
fitness must accompany every used 
car. 

According to the regulation, an- 
nounced by H. L. Rountree, min- 
ister of transport, a vehicle can 
be sold even if it is “not in a safe 
condition to be operated on a high- 
way” as long as the dealer certifies 
that the car is in that condition. 

The form of the certificate is 
such that the purchaser can see 
at a glance the make, year, type 
and registration information of the 
vehicle together with a clearly 
marked statement that “the me- 
chanical features pertaining to the 
safe operation of the vehicle such 
as brakes, lights, steering, etc., are 
‘fit’ or ‘unfit.’ ” 

The regulation further requires 
that the certificate of mechanical 
fitness must include the dealer’s 
name, purchaser’s name, and be 
signed by the dealer certifying that 
the vehicle described “is or is not 
in a safe condition to be operated 
on a highway.” 

“IT don’t think they have anything 
with this new regulation,” says 
Ernie Barnhardt, a used-car dealer 
here. “All it does it leave the door 
open to a lot of abuse by hole-in- 
the-wall operators. They can tell a 
customer every car is unsafe _.. 
that this form is just a formality 
. .. they’ll look after the customer 
if he has any trouble. 

“Then when the customer does 
come back,” he says, ‘Well, look at 
the form, it says you took the car 
out of here in an unsafe condition. 
So why are you complaining to me 
about the brakes.’” 


Len Sinclair, manager of Ted 
Davy used cars, agrees. “Tell me 
what is meant by mechanically un- 
fit, and I can tell you what I think 
of the regulation.” 

He added: “We’ve scrapped about 
700 tradeins in the last two years 
we thought were unroadworthy.” 

But most Toronto dealers wel- 
comed the change in the regula- 
tions. 

Said John Fisher, Rumble Buick- 
Vauxhall: “We're tickled to death. 
This isn’t something new. We've 
had to certify whether a car was 
roadworthy for several years.” 


Fisher Body Is Putting Up 
Addition at Ohio Plant 


HAMILTON, O.—A program call- 
ing for the addition of 214,000 
square feet of floor space to the 
Fisher Body plant in Hamilton has 
been announced by J. A. Kendall, 
plant manager. He said construc- 
tion is expected to be completed in 
the fall of 1961. 

The new building will be of steel 
framing with brick and aluminum 
siding. Kendall said the program 
also calls for new stamping-press 
pits, additional scrap handling fa- 
cilities, overhead cranes and rail- 
road car spots. 





Container shipping received another adherant as Hormel and Co., Austin, Minn., 
launched two operations using mobile-reefers in the Morhaul system of container trans- 
fer. Under the system, a highway tractor combination picks up the load at the main 
plant where it is packed the night before. The units are trucked to their destination 
where special hydraulic stilts lift the reefers off the trailers. Local matching truck backs 
in under a single unit, drops it down on the open chassis, locks it on and drives away. 
The stilts are concealed in pockets on each for the corners of the reefer trucks. 
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ler’s office of Chrysler Internation-| He succeeds Carl W. Dobos, who 





Technical Personnel 





mechanics, friction and lubrication 
and heat transfer and fluid flow. 
+ * *~ 


Allen Moves to Budd 


John W. Allen has been appointed 
manager, engineering, nondestruc- 
tive testing, Instruments Division, 
Budd Co. Allen comes to Budd from 
the Atomic Energy Commission’s 
Oak Ridge National Laboratory. 


* * x 


Borden Chemical Names 2 


Borden Chemical Co. has ap- 
pointed Samuel Loshaek to direc- 
tor of product development. Wil- 
liam R. Moffitt has been named 
senior vice-president for manufac- 
turing and engineering. 

+* * + 


Autolite Appoints Shaw 


Dr. Manuel Shaw has been named 


Two executive promotions affect- 
ing the Jones Mills (Ark.) and Bed- 
ford (Ind.) Fabricast plants of 
GM’s Central Foundry Division 
were announced. 

Robert A, Titlow, plant manager 
of the Jones Mills plant, has been 
promoted to general superintendent 
of the Bedford plant. Robert P. 
Hendrichs, sales manager of non- 
ferrous metals, has been promoted 
to plant manager of the Jones Mills 
plant, succeeding Titlow. 

7 * * 


Autolite Shifts Urbine 


Virgil E. Urbine has been named 
manager of quality control for 
Electric Aut-olite Co.’s Bay City 
(Mich.) Division. He formerly was 
head of Autolite’s Detroit customer- 
mechanics department. 

* od oa 


Brown Joins Huck Mfg. 


Leo F. Brown has joined Huck 
Mfg. Co. as manufacturing vice- 
president. Prior to joining Huck, 
Brown had been works manager 
for Cleveland Pneumatic Industries. 

* * + 


Franklin Institute Appoints 


Droulard Technical Director 


Nelson R. Droulard, formerly re- 
search and development director of 
Budd Co.’s Automotive Division, 
has been named technical director 
of mechanical and nuclear engi- 
neering at Franklin Institute Lab- 
oratories, Philadelphia, 

He succeeds Francis L. Jackson, 
who previously had been named 
assistant director of the labora- 
tories. Droulard will direct three 
laboratories’ branches; engineering 




























pointment and placing of the com- 
pany’s fuel cell program under his 
direction was announced by the 


Engineering Briefs 


Tiny Power Plant Made 


By Bendix Unit for Satellites 


EATONTOWN, N., J.—A tiny new 
power plant that generates five 
watts of electricity directly from 
solar energy has been developed by 
the Red Bank Division, Bendix 
Corp., for use in space satellites, the 
firm has announced, 

The new unit, with a cathode 
about % inch in diameter, is called 
a cesium vapor thermionic convert- 
er. The cathode for the device is 
produced from new materials de- 


veloped by Bendix researchers. 
* * * 





Fairmont Expanding Mill 

FAIRMONT, W. Va. — The $10 
million-expansion program at the 
Fairmont Aluminum Corp. rolling 
mill here is progressing on sched- 
ule, according to President Robert 
T. Farrell. He added that he ex- 
pects the new facility to be in op- 
eration sometime in the spring of 
1961. 

ok * + 

New Direct-Injection Diesel 


Is Introduced by Perkins 


PETERBOROUGH, England.—A 
new direct-injection diesel engine 
for farm use has been announced 
by Perkins Engines, Ltd. Latest ad- 
dition to the Perkins agricultural 
range is the six-cylinder 107 b.h.p. 
Six 354, specially suitable for heavy- 
wheeled and crawler tractors and 
for big self-propelled combine har- 
vesters, the firm said. 

The Six’s 354’s combustion cham- 
bers are toroidal bowls in the top 
of the pistons and fuel is injected 
directly into the cylinders through 


multihole atomizers, Perkins said. 
* * * 


@ low cost group 


Engineering-Racing Staff 
Expanded .by Champion 

TOLEDO.—Champion Spark Plug 
Co. has announced several additions 
to the staff and facilities of its En- 
gineering-Racing Division. 

In Culver City, Calif., Champion 
said, Traco Engineering, operated 
by Jim Travers and Frank Coon 
jr., will perform complete engineer- 
ing and research functions associ- 
ated with all types of automobile 
racing. At Daytona Beach, Fia., 
Champion hag built new test facil- 
ities on the property of Henry 
Yunick, a race-car expert who will 
assist drivers and mechanics in 
performance matters. 





NATIONAL AUTOMOBILE 
DEALERS ASSOCIATION 


Autolite director of research, George 
E. Spaulding. 
+ * * 


Ford Names Harwood 
Metallurgy Manager 


Julius J. Harwood has been 
named manager of the metallurgy 
department, Scientific Laboratory, 
Ford Motor Co., 
Dearborn. 

Harwood f o r- 
merly was head 
of the metallurgy 
branch of the: Of- 
fice of Naval Re- 
Search, which he 
joined at the time 
of its creation in 
1946. In his new 
position, he will 

. direct extensive 
J. 5. Harwood fundame n- 
tal research programs in the phy- 
sics of metals and alloy systems, 
physical metallurgy and ceramic 


science, 
ok a a 


Meyers Promoted 
Gerald C. Meyéts has been ap- 


to head electrochemical research! pointed director-manufacturing of 
for Electric Autolite Co. His ap-| 


Chrysler International, S. A., Gen- 
eva, Switzerland, He had been 
manager-financial analysis and 
control in the treasurer-comptrol- 


al. He joined Chrysler Corp. in 1954 


and Chrysler International in Feb- 
ruary, 1959. 


* * * 


Hannan Wins Promotion 
C. Harold Hannan has been pro- 
moted to director of research at 
Miniature Precision Bearings, Inc. 
He will direct activities of MPB’s 
new Research and Development 
Laboratory and of the Special] En- 
gineering Department. 
+ oe * 


Orr Heads Engineering 


For U. S. Rubber 


J. J, Orr has been named director 
of engineering, United States Rub- 
ber Co. Orr succeeds Carl A. Ost- 
ling, who retired after 22 years 
with the company, 

Orr, 58, joined the rubber com- 
pany as an electrical engineer in 


New York in 1931. In 1943 he was| | 


named manager of plant engineer- 
ing and in 1956, assistant director 


of engineering. 
* * * 


Fisher Body Promotes 


Danaher to Plant Manager 
Eugene I. Danaher has been ap- 








15 





has been transferred to the Buick- 
Oldsmobile-Pontiac Assembly Divi- 
sion. 

Danaher had been superintendent 
at Fisher Body’s Bailtimore plant 
since 1958. 


* * * 


Fathauer in New Post 


Jack E. Fathauer has been ap- 
pointed product manager, Speed- 
loader System, of National Malle- 


able & Steel Castings Co. 
« a * 


McCord Appoints Brown 
To Engineering Staff 

B. Gratz Brown has been named 
to direct product engineering at 
the Equipment 
Gasket Division, 
McCord Corp. 
Wyandotte, 
Mich., 
to M. A. Mieras, 
executive engi- 
neer. 

Brown’s work- 
ing career includ- 
ed service with 
General Motors 
Research, AC 


B. G. Brown Spark Plug, Ford 


pointed manager of the Fisher} Motor Co., Fram Corp, and Sterling 
Body plant in Framingham, Mass.| Aluminum Products. 


For a limited time... 


THE 
DOOR IS 
WIDE OPEN 


For a limited time, 
starting January Ist, 
dealers may enroll in the 
NADA Executive Group 
Life Insurance Program. 





FEATURES: 


@ optional modes of settlement and flexibility ae 


insurance for dealers and 


their key employees 
@ no physical examinations. regardless of age 


@ tax deductible, in most instances 


The door for enrolments will be open for a 
short time. NADA: urges dealers to consider 
the program carefully, sincerely. When a 
dealer or a key employee gambles on insur- 
ance protection only their widows and.chil- 
dren are the losers. 





as to payment of premiums 


@ added insurance protection for dealers and 


their key employees 


Clip and mail 


poco St -------- 


NADA Insurance Trust 
2000 K Street, N.W. 
Washington 6, D.C. 


Send complete information to: 
NAME 

DEALERSHIP. 

STREET AND NUMBER 


CITY -STATE 
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May 1910 be a year always — 
remembered for the health, happi- 

ness and prosperity it meant for you. | 
May you enjoy every moment of it — 
and may the good fortune of 1910 be 
carried into all the years to come. 
This is the wish of all of our officers | 
and directors to each of you and 

with it goes the assurance that we 
stand ready to do our part to bring 

the wish to its complete fulfillment. 
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One of the earliest ‘‘ New Year’’ messages published 
by Ford Motor Company to its dealers, as it appeared 
on the cover of Ford Times Magazine in 1910. | 





Th erbird « Comet « 
| Engines « 


. but not the sentiment 
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in the coming year. 


The times have changed . . 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * a 


CHICAGO 


Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 13, Mar- 
ket fair considering zero weather and 
snow and ice. Sold 304 cars from 536 
consignments. 

BUICK—’60 Invicta 2-dr, hardtop, $2,075* 
(ps); LeSabre 2-dr., $1,875*. 

59 LeSabre Estate Wagon, $1,650* (ps); 
4-dr., $1,500* (ps), $1,325* (ps), $1,- 
270* (ps); Invicta 4-dr., $1,650* (ps). 

‘58 Special conv., $1,150* (ps); 4-dr., 
$920*, $800* (ps); 2-dr, Riviera, $900* 
(ps), $810* (ps). 

57 Special 4-dr, Riviera, $800* (ps), 
$725* (ps); 2-dr., $670; 2-dr, Riviera, 
$635*, $35° (ps); 4-dr., $600* (ps). 

’656 Special 4-dr., $265*. 

'65 Century 2-dr. Riviera, $255*. 
CADILLAC—’61 (62) 4-dr., $4,775* (ps). 

‘60 (62) 2-dr, hardtop, $3,800* (ps). 

‘59 (62) 2-dr, hardtop, $2,910* (ps), $2,- 
880* (ps), $2,850* (ps), $2,810* (ps), 
$2,775* (ps), $2,735* (ps); 4-dr., $2,- 
750* (ps), $2,690* (ps); de Ville 2-dr. 
hardtop, $2,550* (ps). 

7 '58 (62) Coupe de Ville, $1,900* (ps); 
Sedan de Ville, $1,890* (ps). 

‘57 (62) Coupe de Ville, $1,500* (ps); 
4-dr., $1,125* (ps). 

’56 (62) Coupe de Ville, $780* (ps); 2- 
dr, hardtop, $705* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
105*; sport coupe, $2,025, $2,000* (ps); 
sport sedan, $1,800* (ps); 4-dr., $1,- 
705*; Impala (6) 4-dr., $1,875; conv., 
$1,875*; Parkwood (8) 4-dr., $1,955* 
(ps), $1,750*; Bel Air (8) 4-dr., $1,- 
690* (ps); Corvair (6) 4-dr., $1,305. 

"59 Nomad (6) 4-dr., $1,485* (ps); Im- 
pala (6) sport sedan, $1,475* (ps); 
Impala (8) conv., $1,455* (ps); 4-dr., 
$1,450*; sport sedan, $1,405* (ps), $1,- 
345° (ps); Parkwood (8) 4-dr., $1,285* 
>. $1,275* (ps); Brookwood (8) 4- 

, $1,200*; Bel Air (8) 4-Jr., $1,155", 
$1, 150°, $1, "115°; Biscayne (8) 4- dr., 
$1,125*° $1,055", $1,000*; 2-dr., $1,- 
105*, $1,045, 2 at $1,020*. 

"58 Impala (8) sport coupe, $1,265* (ps), 
$1,240* (ps); conv., $1,035*; Brook- 
wood (8) 4-dr., $1,130*, $1,080*, $1,- 
050*, $950*; Bel Air (8) sport sedan, 
$1,025* (ps), $895* (ps); sport coupe, 
$915* (ps); Biscayne (8) 2-dr., $935*; 


4-dr., $910*; Biscayne (6) 2-dr., 
$675*; Delray (8) 2-dr., $875. 

657 Bel Air (8) station wagon, $1,035* 
(ps); sport sedan, $910* (ps), $900* 
(ps); 4-dr., $830*, $690*; Two-ten (8) 
station wagon, $825; Two-ten (6) 2- 
dr,, $595. 


‘66 Two-ten (6) 4-dr., $525; Two-ten 
(8) 4-dr., $500, $455; Bel Air (8) 
4-dr., $550%, $540*%; Bel Air (6) 
sport coupe, $475*. 


‘65 Two-ten (8) station wagon, $340; 

Bel Air (8) 2-dr., $340*. 
OHRYSLER—’'58 Saratoga 2-dr. hardtop, 
$1,005* (ps). 

‘67 NY 4-dr., $755* (ps); Saratoga 4-dr, 
hardtop, $700* (ps); Windsor 2-dr. 
hardtop, $570* (ps), $550*; 4-dr, hard- 
top, $570*. 

‘55 Windsor 4-dr., $405*, 


DeSOTO—'59 Firesweep 2-dr, hardtop, $1,- 

200° (ps). 

‘ST Firesweep 4-dr,., $475* (ps). 

’56 Firedome 4-dr., $505*; 4-dr, hardtop, 
$475* (ps). 

DODGE—’59 Sierra (8) 4-dr., $1,305* (ps); 
Coronet ¢8) conv., $1, 290° (ps); Coro- 
met (6) 4-dr., '$1,075* (ps); 2-dr. 
hardtop, $1,025". 

‘58 Royal (8) 2-dr, hardtop, $925* (ps); 


Coronet (8) 4-dr, hardtop, §870. 
‘ST Coronet (6) 2-dr., $535* (ps); 4-dr., 
$505*, $400*. 
‘656 Coronet (8) 2-dr., $300* (ps). 
EDSEL —'58 Ranger 4-dr., $455* (ps), 
$420". 


FORD—’'61 Thunderbird (8) 2-dr. hardtop, 


$3,900* (ps), $3,800* (ps); conv., $3,- 
750* (ps). 

‘60 Thunderbird (8) 2-dr, hardtop, $2,- 
955* (ps); Galaxie (8) 4-dr, Victoria, 
2 at $1,675* (ps); 4-dr., $1,630* (ps); 
Fairlane 500 2-dr., $1,445*. 

‘69 Thunderbird (8) 2-dr, hardtop, $2,- 


235° (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $1,325* (ps); Fairlane 500 (6) 
4-dr., $1,110; Galaxie (8) conv., $1,- 
305* (ps); 4-dr., $1,300* (ps), $1,285* 
(ps); 2-dr., $1,300*, $1,200* (ps); Gal- 
axie (6) conv., $1,125* (ps), $1,100°, 
$1,000; Country Sedan (6) 4ir., $1,- 
230*, $1,210*; Fairlane (6) 4-dr., $1,- 
020*, $1,015*, $1,015* (ps); 2-dr., 
$1,010*, $995*, $940*; Custom 300 (6) 
2-dr., $900*. 

‘658 Fairlane 500 (6) conv., $870* (ps); 
Custom 300 (6) 4-dr., $640*°; 2-dr., 


Custom 300 (8) business coupe, 


$600; 
$525. 


$640*; Fairlane (8) 2-dr., 





Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960, Prices of ’60s added and ’52s dropped in December, 1959. Prices of 59s added and ’51s dropped in Vecember, 104, 
Figures alongside bars represent dollars. 
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'57 Ranch Wagon (6) 2-dr., $620*, $600*, 
$385*; Custom (6) 2-dr., $400*, $370; 
4-dr., $355; Custom 300 (6) 4-dr., 
$375*; Fairlane 500 (6) 2-dr, Victoria, 


$315". 

’56 Fairlane (6) 2-dr, Victoria, $395*, 
$390". 

‘55 Fairlane (6) 2-dr. Victoria, $345*; 
Ranch Wagon (6) 2-dr., $325. 

IMPERIAL—’57 Imperial 4-dr., $1,010*. 

"56 Imperial 4-dr., $645* (ps). 

LINCOLN—’61 Continental 4-dr., $5,700* 
(ps), $5,600* (ps). 

MERCURY—’60 Monterey conv., $1,545* 
(ps). 

'59 Commuter 4-dr., $1,465* (ps); Mon- 
terey 2-dr., $1,455*; 4-dr., $1,330*° 
(ps); Montclair 4-dr., $1,420* (ps). 

‘58 Commuter 4-dr., $1,155*; Monterey 
4-dr., $830* (ps). 

‘57 Monterey 2-dr, hardtop, $475*. 

‘56 Custom station wagon, $485*. 

OLDSMOBILE —'60 (88) 4-dr. Holiday, 
$2,355* (ps). 

’59 (98) 4-dr., $1,975* (ps), $1,840* (ps), 
$1,800* (ps); 4-dr. Holiday, $1,830* 
(ps), $1,745* (ps); (88) Super 4-dr., 
$1,790* (ps); (88) 4-dr, Holiday, $1,- 
755* (ps), $1,570* (ps); 4-dr., $1,640*, 
$1,495* (ps). 

"58 (88) Super conv., $1,275* (ps); 4-dr., 
$1,190* (ps), $455* (ps); (88) 2-dr,, 
$1,260* (ps), $1,195* (ps); 4-dr. Holli- 
day, $1,005* (ps); 4-dr., $505*. 


’57 (88) Super 4-dr., $745* (ps). 

'56 (88) 2-dr. Holiday, $445* (ps). 
PLYMOUTH—'59 Belvedere (6) 2-dr. hard- 
top, $930* (ps); Fury (8) 4-dr., $915. 
58 Savoy (6) 4-dr., $645, $510; 2-dr., 
$455; Plaza (6) 4-dr., $545, $495; Bel- 

vedere (8) 2-dr. hardtop, $490. 
'ST Belvedere (6) 2-dr, hardtop, $460*; 


corn’ $275; Plaza (6) 4-dr., $295, 

275. 

PONTIAC—’'61 Bonneville Safari, $2,690* 
(ps). 

‘60 Bonneville 4-dr, Vista, $2,455* (ps); 
Ventura 4-dr. Vista, $2,130* (ps). 
’59 Bonneville conv., $1,620* (ps); Cata- 
lina 4-dr. Vista, $1,570* (ps), §$1,- 
400*, $1,060, $985* (ps); Safari 4-dr., 

$1,565*; 2-dr., $970*. 


’58 Bonneville sport coupe, $1,315* (ps), 
$1,300* (ps); conv., $1,170* (ps), $1,- 
090* (ps); Super Chief 4-dr, Catalina, 
$1,060* (ps). 

’57 Chieftain 2-dr, Catalina, $770* (ps). 


—— American (6) 2-dr., $1,- 
"59 Super (8) Cross Country, $1,325, 
$1,250* (ps). 
STUDEBAKER—’60 Lark (6) station wag- 
on, $1,340*, 
DETROIT 
State Fair Auto Auction, Sale every 


Tuesday. Prices are for sale of Dec, 13. 
Prices are average, Sold 108 cars from 
218 consignments. 

BUICK—’60 Electra 4-dr., $2,225* (ps). 
’57 Super 2-dr. Riviera, $675*, $650°*. 
“56 Special 4-dr., $440*, $275; RM 2-dr. 

Riviera, $325. 
'55 Special 2-dr., $265. 

CADILLAC—’'60 de Ville 4-dr. 

$3,675* (ps). 
’58 (62) conv., $1,875* (ps). 
"56 (62) Coupe de Ville, $995* (ps). 


hardtop, 


CHEVROLET — ’'60 Parkwood (8) 4-dr., 
$1,800* (ps), $1,775* (ps), 3 at $1,- 
750* (ps), $1,725* (ps). 

‘59 Brookwood (6) 4-dr., $1,100*; Bel 
Air (6) 4-dr., $980. 

‘58 Nomad (8) 4-dr., $1,050* (ps); Bel 
Alr (6) 2-dr., $785*, $730; Delray (6) 
4-dr., $625°. 

‘S57 Bel Air (8) 2-dr., $700*, $630*, $525; 


Two-ten (8) station wagon, $665 


'56 Two-ten (8) 2-dr., $410*, $390, $365*, 
$230°. 

’55 Bel Air (8) sport coupe, $400, $400*; 
Bel Air (6) sport coupe, $250*, $220, 
$175". 

OHRYSLER—’57 Windsor 4-dr. hardtop, 
$630°. 

'56 NY 4-dr., $340*. 

DeSOTO—'59 Fireflite 2-dr. hardtop, §$1,- 
355* (ps). 

‘58 Firedome 4-dr., $650* (ps). 

‘57 Fireflite 4-dr., $495*, $470*, $420*, 
$410", $385°*, 

‘56 Fireflite 2-dr, hardtop, $225*. 

DODGE—’58 Coronet (8) 2-dr. hardtop, 
$475*, $395*. 

FORD—’'60 Fairlane 500 (8) 2-dr. Vic- 
toria, $1,685; Falcon (6) 2-dr., $1,335. 

‘59 Fairlane 500 (8) 2-dr. Victoria, 


Custom 300 (8) 2- 
Custom 300 (6) 2- 


$1,260*, $1,030°; 
dr., $925*, $835°*; 
dr., $910. 

‘58 Fairlane 500.(8) 2-dr., $835*; 2-dr. 
Victoria, $770*; Ranch Wagon (8) 4- 
dr., $695*. 

’57 Fairlane 500 (8) 2-dr., $560*, 
$405; Ranch Wagon (8) 2-dr., 
$490*, $425*; Custom (8) 2-dr., $385*. 

’56 Fairlane (8) 2-dr., $370*, §$285*, 
$275*, $265*; Ranch Wagon. (8) 2-dr., 
$300*, $240. 

IMPERIAL —'53 Crown 4-dr., $265*. 
MERCURY—'59 Monterey 2-dr., $1,095". 
‘57 Turnpike Cruiser 4-dr, hardtop, $525* 


$410*, 
$520", 
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(ps); Monterey 4-dr., $495*, $415*. 
*56 Custom conv., $305*. 
’55 Monterey 2-dr, hardtop, $235*, $175*. 


OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 


685° (ps). 
"58 (88) 4-dr, Holiday, $875*. 
’55 (88) 4-dr., $225*, $200*. 


’54 (98) 2-dr. Holiday, $300*. 


PACKARD —'58 Clipper 2-dr. hardtop, 
$685* (ps). 

PLYMOUTH—'59 Fury (8) 4-dr., $1,025*; 
2-dr, hardtop, $935, $825*; Belvedere 
(8) 2-dr., $795*. 

‘58 Savoy (8) 4-dr., $560*, $500*; Bel- 
vedere (8) 2-dr., $450*. 

"57 Savoy (8) 4-dr., $480, $350*, $340*; 
Belvedere (8) 2-dr, hardtop, $440*; 
Plaza (6) 2-dr., $270*. 

*56 Belvedere (8) 4-dr., $370*, $325, 


$300*. 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 








COLORADO 


Celorado Aute Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 

SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Menager 


Dealers Only 
Write for FREE Market Reports. 











CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 


Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 











FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


Crossroads 


- . . where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 
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(Copyright, 1960, by Automotive News) 


PONTIAC—’60 Chieftain Safari 4-dr., $2,- 
000* 


’59 Bonneville conv., $1,860*, 
’58 Chieftain 2-dr., $900*, $800*. 
"57 Chieftain 4-dr, Catalina, $735, $680*. 
RAMBLER—’59 Custom (6) Cross Coun- 
try, $1,265* (ps). 
’58 Custom (6) 4-dr., $600. 
MISCELLANEOUS — ’61 Willys pickup, 
$2,000. 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday. Prices are for sale of Dec. 15. 
Due to the previous bad weather and re- 
maining snows, the action was a little bet- 
ter than we expected. Sold 45 cars from 
83 consignments. 

BUICK—’58 Super 4-dr., $880* (ps). 


DING USED-CAR AUC 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars up- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Nyce) 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Deelers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 














Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
aad, RING" 2 lines running simultane- 
ously, 
Conveniently’ located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M, D. McColium, Vice-President and Manage: 
3711 Western Road Phone CEdar 2-318! 





NEW JERSEY 


N-A-D-E 


Every WEDNESDAY 11 A.M 


OVER 


Re Ley 


EVERY WEEK 


3 


AUCTION 
LANES 













’57 Century 2-dr. Riviera, $560* (ps). 
CADILLAC—’'57 (62) 4-dr., $1,625* (ps). 
"56 (60) Special 4-dr., $1,040* (ps). 
CHEVROLET—’60 Impala (8) 4-dr., $1,- 


850* (ps). 

"59 Impala (8) sport sedan, $1,685*; 
sport coupe, $1,440; Parkwood (6) 
4-dr., $1,345*, $1,300*; Bel Air (8) 
2-dr., $1,175* (ps); Bel Air (6) 4-dr., 
$1,040. 

"58 Biscayne (6) 4-dr., $825*. 

'57 Two-ten (8) 4-dr., $625*. 

’55 Bel Air (6) 4-dr., $375. 

CHRYSLER—’57 NY 4-dr., $550*. 

‘55 Windsor 2-dr. hardtop, $390*. 


DODGE—’57 Royal (8) 2-dr. hardtop, $650* 
(ps). 
’56 Coronet (8) 4-dr., $300*. 
‘55 Coronet (8) 2-dr. hardtop, $195*. 
FORD—’59 Ranch Wagon (8) 2-dr., $900. 
‘58 Thunderbird (8) 2-dr. hardtop, §$1,- 
850* (ps). 


’57 Country Sedan (8) 4-dr., $550*; Cus- 
tom (6) 2-dr., $440*. 
’56 Custom (6) 2-dr. Victoria, $320*; 
Fairlane (8) 2-dr., $245*. 
’55 Fairlane (8) 2-dr. Victoria, $260*; 
4-dr., $230. 
MEROURY—’58 Standard 4-dr., $750*. 


’56 Monterey 4-dr. hardtop, $445*. 
NASH—’55 Statesman (6) 4-dr., $165. 
PACKARD—’55 Clipper 4-dr., $150. 
PLYMOUTH—’59 Belvedere (8) 4-dr., $925. 
PONTIAC — '56 Chieftain Safari 4-dr., 

$375*; 2-dr. Catalina, $375*, $270*. 

’655 Chieftain 4-dr., $215*. 
RAMBLER—’56 Super 4-dr., $360. 
MISCELLANEOUS — '57 Chevrolet (6) 

Panel, $360: 
’56 Ford (8) truck, $315. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Dec. 14. 
Sharp units very strong and bringing top 
dollar—bidding surprisingly active and '59s 
and '€0s showing strength. Sold 72 percent 
of 176 consignments. 

BUICK—’59 Invicta 4-dr. hardtop, $1,775* 
(ps); LeSabre 2-dr. hardtop, $1,585*; 
4-dr., $1,325*. 

’58 Special 4-dr. Riviera, $965*. 

’57 Special 2-dr. Riviera, $750* (ps). 

’56 Super 4-dr. Riviera; $525* (ps). 
CADILLAC—’60 (62) 4-dr., $3,625* (ps). 

*59 (62) 2-dr. hardtop, $2,950* (ps). 

*57 (62) conv., $1,785* (ps). 

’56 (62) Sedan de Ville, $1,125* (ps). 
CHEVROLET—'61 Corvair (700) (6) 4-dr., 

$1,840. 

*60 Corvair (700) (6) 4-dr., $1,300*. 

"59 Impala (8) 4-dr., $1,600* (ps), 

230* (ps); Brookwood (8) 4-dr., 


(Continued on Page 19, Col, 1) 


DIRECTORY © 


$1,- 
$1,- 


tht clea dys ent Wea 


ie 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND. 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 


NEW YORK 


NEW. YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y.. 
ts | Monday — !!1 O'Clock 
car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles. & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





L U CA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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(Continued from Page 18) 


350* (ps); Bel Air (8) 4-dr., $1,230*; 
Bel Air (6) 4-dr., $1,175*. 

’58 Impala (8) conv., $1,140*; Biscayne 
(8) 4-dr., $1,010*; Delray (6) 4-dr., 
$890. 

’57 Bel Air (8) sport coupe, $1,025*; 


conv., $915* (ps); 
$935* (ps). 
'56 Bel Air (8) sport sedan, $650*. 


’'55 Bel Air (8) 4-dr., $435*. 


CHRYSLER—’56 NY 2-dr. hardtop, $760* 


(ps). 
’55 NY 4-dr., $580* (ps). 


DeSOTO—’57 Firedome 4-dr., $750* (ps), 
$725* (ps). 
°56 Firedome 2-dr. hardtop, $580* (ps); 


Firesweep 4-dr., $560* (ps). 


DODGE — ’60 Matador (8) 4-dr. hardtop, 


$1,950* (ps). 


FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- 
$1,430; 
$1,- 


$2,350* (ps); 
4-dr. 
Fairlane (8) 4-dr., 
Ranch Wagon (8) 4-dr., $1,- 
4-dr. (9 


775* (ps); Falcon (6) 4-dr., 
2-dr., $1,315; Fairlane (8) 4-dr., 
400*; Fairlane (6) 2-dr., $1,160*. 

‘59 Thunderbird (8) conv., 
Galaxie (8) conv., $1,545* (ps); 
Victoria, $1,470*; 
$1,120*; 
145*; Country Sedan (6) 
pass.), $1,020. 

’58 Thunderbird (8) 2-dr, hardtop, 
130* (ps); Country Squire 
(9 pass.), $1,000* (ps); 


$800; 2-dr., $750 

"57 Country Sedan (8) 4-dr., $665*; 
tom (8) 2-dr., $550. 

’56 Fairlane (8) 2-dr., $550*; 
Wagon (8) 2-dr., $450*; 
4-dr., $400. 


’55 Country Sedan (8) 4-dr., $515*. 


IMPERIAL — ’57 Imperial 2-dr. hardtop, 


$1,240* (ps); Crown Imperial 4-dr., 
$1,230* (ps). 
MERCURY—’60 Commuter 4-dr., $2,125* 
(ps). 
59 Monterey 4-dr., $1, 605° (ps). 
’57 Monterey 4-dr., $535 
OLDSMOBILE — ’61 (88) 4-dr., $1,850* 
(ps). 


'B9 (88) 4-dr., $1,400*. 
’58 (88) 4-dr. Holiday, $1,180* (ps). 


"57 (98) 4-dr. Holiday, $1,000* (ps); 
(88) Super Fiesta 4-dr., $950° (ps). 
’56 (88) 2-dr., $550*. 


PLYMOUTH—’58 Belvedere (8) 4-dr. hard- 
Savoy (8) 4-dr., $750*; 


top, $825* (ps); 
Plaza (8) 4-dr., $650. 


57 Fury (8) 2-dr, hardtop, $805* (ps); 


Suburban (8) 4-dr., $675* (ps); Bel- 
vedere (8) 4-dr., $545*; Plaza (8) 
4-dr., $400. 

’56 Suburban (8) 4-dr., $400*. 


'55 Belvedere (8) 4-dr., $290. 


PONTIAC—’60 Star Chief 4-dr. Vista, $2,- 
350* (ps). 

*59 Bonneville conv., $2,160* (ps); 4-dr. 
Vista, $1,865* (ps); Catalina 4-dr. 
Vista, $1,700* (ps); 4-dr., $1,500*° 
(ps); 2-dr., $1,270*. 


’57 Chieftain 4-dr. Catalina, $650* (ps). 
RAMBLER—’59 Super (6) Cross Country 


4-dr., 
’57 Super (6) Cross Country 4-dr., 


$1,360; Super (6) 4-dr., $1,175. 


$500. 
56 Commander (6) 2-dr., 


DETROIT 


$560. 


Aptco Auto Auction. Sale every Wednes- 


day. Prices are for sale of Dec. 14 


BUICK—’59 Electra 4-dr. hardtop, $1,670* 


(ps). 
’57 Super 4-dr. Riviera, 
CADILLAC—’59 (62) conv., 
’56 (62) Sedan de Ville, $990* (ps). 
CHEVROLET—’60 Monza (8) 2-dr., 
615°. 

59 Corvette (8) conv., $2,250; 
(8) conv., $1,400*; 
360* (ps); 
Air (8) 2-dr., 
4-dr., $1,025, 

58S Brookwood (8) 4-dr., $975", 
Biscayne (8) 4-dr., $800* (ps); 
$635*. 

'57 Two-ten (6) 2-dr., $870; 4-dr., 
Two-ten (8) station wagon 
$695* (ps); 4-dr., $665". 

’56 Two-ten (8) 
$610. 

’5S Two-ten (8) 2-dr., 

CHRYSLER—’57 NY 4-dr. 


$450* (ps). 


$1,120*; Bel 


$380*. 


(ps). 

DeSOTO—’57 Firedome 2-dr. hardtop, $700* 
(ps). 

DODGE — ’'59 Coronet (8) 2-dr., $1,400* 
(ps); 4-dr., $980* (ps). 


*57 Royal (8) 4-dr., $600*. 
"56 Coronet (8) 4-dr., $305*. 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
680* (ps); Fairlane 500 (8) 4-dr., $1,- 
560*; Fairlane 500 (6) 2-dr., $1,400; 
Falcon (6) 4-dr., $1,430; 2-dr., $1,400. 


59 Fairlane 500 (8) 2-dr. Victoria, $1,- 


125*; Custom 300 (8) 4-dr., $995, 
$975*; 2-dr., $880, $875, $850; Custom 
300 (6) 4-dr., $900, 

’65S Fairlane (8) 2-dr., $625*. 

'57 Ranch Wagon (8) 2-dr., $435; Ranch 
Wagon (6) 2-dr., $400; Fairlane (8) 
2-dr. Victoria, $400*. 

*56 Country Sedan (8) 4-dr., 
Fairlane (8) 4-dr., $350*; 
(ps). 

MERCURY—’60 Monterey 2-dr. 
$1,650*. 

’58 Commuter 2-dr., $700*. 


"oT Monterey 2-dr. _hardtop, ge0o* (ps), 


$525* (ps); 
2-dr., $345* 


hardvop, 
















YOUR KEY TO 
CALIFORNIA MOTORIST 
You specify prospects. We 
process, address, mail 
your promotion pieces. 
Up-to-date lists. One small fee. 
Dept. C, Motor Registration 
News of California, 523 E. 
14th St., Oakland 6, 
California. 












Bel Air (6) 2-dr., 
$825; Two-ten (8) station wagon 4-dr., 


PONTIAC — '58 Chieftain 2-dr. 


RAMBLER—’59 Super (8) 


CHEVROLET—’60 Bel Air (8) 


$2,- 
(8) 4-dr. 
Ranch Wagon 
(8) 2-dr., $850; Custom 300 (8) 4-dr., 


Cus- 
Ranch 


Custom (8) 
CHRYSLER—’55 NY 4-dr., 


FORD—’60 Falcon (6) 4-dr., 


PLYMOUTH—’58 Belvedere (8) 4-dr., 
PONTIAC—’57 Chieftain 2-dr., 


$820. 
STUDEBAKER—’57 Commander (8) 4-dr., 


$2,720* (ps). 
$1,- 


Impala 
4-dr. hardtop, $1,- 
2-dr. hardtop, $1,300*; Bel 
Air (6) 
$985; 2-dr., $1,020, $915*. 
$810*; 
2-dr., 


$625*; 
4-dr., 


station wagon 4-dr., 


hardtop, $665* 





$560; Montclair 2-dr. hardtop, 


(ps). 


PACKARD—’56 Clipper 4-dr., $170*. 
PLYMOUTH—’59 Belvedere (8) 4-dr. hard- 


top, $1,020*; 4-dr., $910*; conv., $975* 
(ps); 2-dr. hardtop, $850*; Savoy (6) 
2-dr., $800. 


'57 Suburban (8) 4-dr., $565* (ps). 
$825* (ps). 

’57 Chieftain 4-dr., 

55 Chieftain 4-dr., 


$765* (ps). 
$260* (ps). 


4-dr., $1,080. 


’58 Super (6) 4-dr., $600. 


STUDEBAKER — '56 Champion (8) 4-dr., 


$2303. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Dec. 16. 
An extra good sale today, good percentage 
sold. Sold 80 percent of 200 consignments. 
BUICK—’59 Invicta 4-dr., 


$1,650* (ps). 
’53 Special 4-dr., $450. 


565*; Corvair (500) (6) 4-dr., $900*. 


"59 +% Air (8) 2-dr., $1,215; 4-dr., $1,- 
14 

"56 Fiscins (6) 2-dr., $540. 

55 Bel Air (8) 4-dr., $425*; Two-ten 
(6) 4-dr., 3 at $350. 

"54 Two-ten (6) 4-dr., $310. 

‘53 Bel Air 4-dr., $250; 2-dr., $215; 


Two-ten 4-dr., $210. 
"52 Deluxe 2-dr., $220°. 
$310* (ps). 


’53 Windsor 4-dr., $140*. 


DeSOTO—’56 Firedome 2-dr. hardtop, $490. 


’55 Firedome 4-dr., $320* (ps). 

$1,300*. 

’59 Thunderbird (8) conv., 

’57 Thunderbird (8) conv., $$1,250* (ps). 

’56 Fairlane (8) 4-dr., $400; 2-dr., $400, 
$375; Country Sedan (8) 4-dr., 
$320 

'55 Custom (8) 2-dr., $335. 

*54 Custom (8) 4-dr., $250; 2-dr., $215; 
Main (6) 2-dr., $140. 

’53 Custom (8) Country Sedan 4-dr., 
$320; Custom (8) 2-dr., $150. 

’52 Custom (8) 2-dr., $315; $120. 

$435. 

$750. 

’54 Chieftain 2-dr., $240*. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 


day. Prices are for sale of Dec. 15. Good 
activity on all sharp cars through 1960s. 
Sold 267 cars from 428 consignments, 


BUICK—’59 Invicta 4-dr., $1,640* (ps); 
LeSabre 4-dr., $1,565* (ps), $1,520* 
(ps). 

‘56S Super 2-dr. Riviera, $1,040* (ps); 


Special 4-dr. Riviera, $915* (ps), 2-dr., 

$885*; 4-dr., $805*. 
‘57 Super 2-dr. Riviera, $840*, $765*; 
Century 2-dr. Riviera, ea te 
, $645*, 


2- dr. Riviera, $720* (ps); 
Riviera, $605*, $500*; 


$600 
$540* (ps); 4-dr., 


"56 nan 4-dr. 
2-dr. Riviera, $545*, 
$410* (ps); Special 2-dr. Riviera, 


$420*, 


$480*; 4-dr. Riviera, $395*. 

"55 Special 4-dr., $400*; 4-dr. Riviera, 
$300*; conv., $300*: 2-ar. Riviera, 2 at 
$295*. 

CADILLAC—’59 (62) 4-dr., $2,700* (ps). 

"58 (62) Coupe de Ville, $2,045* (ps); 
4-dr., $1,845*; (60) Special 4-dr., $1,- 
775* (ps). 

°S7 (62) 4-dr., $1,585* (ps); (60) Special 
4-dr., $1,560*. 

56 (62) Coupe de Ville, $1,080* (ps); 
4-dr., $945* (ps), $775* (ps). 

’BS (62) 4-dr., $845* (ps), $615* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,105*; conv., $1,890*% (ps); sport 
sedan, $1,830. 


‘59 Impala (8) conv., $1,510* (ps); sport 
coupe, $1,500*, $1,495", $1,485*; sport 
sedan, $1,485* (ps); 4-dr., $1,460* (ps), 
$1,355*; Brookwood (8) 4-dr., $1,465*; 
Bel Air (8) sport coupe, $1,440*; 2-dr., 
$1,330 (ps), $1,130*; 4-dr., $1,320*, 
$1,260*, $1,240*, $1,140; Bel Air (6) 
2-dr., $1,110; Nomad (8) 4-dr., $1,- 
240*; Biscayne (6) 4-dr., $1,140*; 4-dr., 
$925*; Biscayne (8) 4-dr., $$1,060; 
2-dr., $1,050, $900. 

"58 Nomad (8) 4-dr., $1,170* (ps); Bel 
Air (8) conv., $1,095* (ps); 4-dr., 
$965* (ps), $925*, $900*; Bel Air (6) 
sport sedan, $890; Biscayne (8) 4-dr., 
$860*, $840*; 2-dr., $765*; Biscayne 
(6) 2-dr., $855, $840*, $770*; One-fifty 
(6) 2-dr., $800*. 

'57 Bel Air (8) 4-dr., $975* (ps), $795*, 
$780*, $750* (ps); conv., $825*; sport 
coupe, $820* (ps), $815*; Bel Air (6) 
4-dr., $720*; Two-ten (8) 4-dr., $740*, 
$650*; 2-dr., $690*; Two-ten (6) 2-dr., 
$645; One-fifty (6) 2-dr., $615. 


‘56 Bel Air (8) sport sedan, $685*, $415; 
2-dr., $655*; 4-dr., $580, $570*, $530* 
(ps), $445*, $440*; Bel Air (6) 2-dr., 
$325*; Two-ten (8) 4-dr., $540*, $485*, 
$385; Two-ten (6) 4-dr., $485. 

'55 Bel Air (8) sport coupe, $560*; 4-dr., 
$545*, $525*, $445*; 2-dr., $470", 
$410; Bel Air (6) 2-dr., $390*; Two-ten 
(8) station wagon 4-dr., $540, §475*, 


$365; 2-dr., $295*; Two-ten (6) 4-dr., 
$390*. 

’54 Two-ten 4-dr., $405; 2-dr., $400; Bel 
Air (6) 4-dr., $355*; 2-dr., $310*. 

EDSEL—’58 Ranger 4-dr., $680*. 

FORD — ’'60 Fairlane (8) 2-dr., $1,410*; 
Falcon (6) 4-dr., $1,385; Custom 300 
(8) 4-dr., $1,275* (ps). 

‘59 Country Sedan (8) 4-dr., $1,420*, 
$1,320* (ps), $1,300*; Fairlane 500 (8) 
4-dr., $1,285*; Fairlane (8) 4-dr., $1,- 
165, $860; Custom (6) 2-dr., $1,130, 


$820; 4-dr.. $1,010"; Custom (6) 2-dr., 
$755. 

’68 Fairlane 500 (8) 4-dr., $800*, $660*; 
Custom (8) 4-dr., $680*, $630*. 


’57 Thunderbird (8) 2-dr, hardtop, $1,665* 
(ps); Country Sedan (8) 4-dr., $790, 
$675, $645; Fairlane 500 (8) 4-dr., 
$760*, $490*; 2-dr., $690*; Fairlane 
(8) 4-dr., $600*, $570*; 2-dr. Victoria, 
$500*; Custom (6) 4-dr., $560, $510; 
2-dr., $490, $470; Custom (8) 4-dr., 
$525*; Custom 300 (8) 2-dr., $555*; 
Ranch Wagon (8) 2-dr., $545*. 

‘56 Fairlane (8) 2-dr., $560*, $425*; 
conv., $395*; 4-dr., $395*, $350; 2-dr. 
Victoria, $350*%; Custom (8) 2-dr., 
$500*, $420*; 4-dr., $310*; Country 





$590* 
(ps). 
OLDSMOBILE—’57 (88) Super 4-dr., $540* 


Catalina, 


Cross Country 


4-dr., $1,- 


$2,050* (ps). 
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Model Breakdown 
Of Auction Averages 





























Dec., Nov., Oct., 
1960 1960 1960 
$2815 $2,329 
1,961 2,021 $2,239 
1,423 1,519 1,614 
983 1,016 1,113 
676 703 761 
a oe Sa We can no longer fill requests for the 
2420228289 1960 AUTOMOTIVE NEWS ALMANAC. 
A 1,114 1,082 * one ‘ 
sino ade : eo This edition is completely sold out! 
Sedan (8) 4-dr., $475*, $420, $395°, : 
18 paiana'te) Cake seloes Tat We ven Ca We 
ee ri ie Cae ae extra copies, we under-estimated the in- 





(8) 4-dr., $340. 
LINCOLN—’57 Premiere 2-dr., $965* (ps). 
"56 Premiere 4-dr., $680* (ps). 
MERCURY—’58 Monterey 4-dr., $845* (ps), 
$760*, $525*. 

'5S7 Montclair 4- dr. hardtop, $825* (ps); 
2-dr., $750*; Monterey 2-dr., $560*. 
"56 Monterey conv., $485*; 2- dr. hardtop, 
$390*; Custom 2- dr. hardtop, $435°* ; 

Medalist 4-dr., $245°, 

’55 Monterey station wagon 4-dr., $425* 
(ps); 4-dr., $340*; Montclair 2-dr. 
nee $295*; Custom 4-dr., $285*, 


OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $1,845* (ps); (98) 4-dr., $1,735* 





creasing demand for this great yearbook. 


Our 1961 Almanac will be published 
April 24, 1961. 


If you are one of our 44,000 subscribers, 
you get an Almanac automatically . .. but 
if you need an extra copy or you are not 
















"388 Super 4-dr., $1,305* (pe), $1,- a subscriber to AUTOMOTIVE NEWS. ... 
* (ps). : 
BT (98) ‘conv, $820 (pe), $885* (pe): we suggest you order copies now. 
’56 (88) 2-dr, Holiday, $500*; 4-dr., 
$495", $450*, $425* (ps), 





’55 (88) 2-dr, Holiday, $485, $425* (ps), 
$395* (ps), $310*, $280*:; 2-ar., $380*; 
4-dr., $370*; (98) 2-dr. Holiday, $345* 


$935*; 






$2..50 each 


The Newspaper of the Industry yey 







(ps). 
PLYMOUTH—’'59 Savoy (6) 4-dr., 
Belvedere (8) 4-dr., $775. 

’658 Savoy (8) 4-dr. hardtop, $750*. 

"57 Belvedere (8) 4-dr., $690* 
$580* (ps); conv., $630* (ps); 
hardtop, $550*, $480*; Suburban (8) 
Custom 4-dr., $470*. 

’56 Suburban (8) Custom 4-dr., $380*; 
Savoy (6) 4-dr., $350. 

PONTIAC—'60 Catalina sport coupe, §$1,- 
945* (ps). 

‘58 Chieftain Safari 4-dr., $1.095*; 4-dr., 
$1,095* (ps); 2-dr.. $970* (ps); conv., 
$960*; 2-dr. Catalina, $705*; Star Chief 
conv., $985* (ps). 

'57 Star Chief 4-dr. Catalina, $730* (ps). 

*56 Star Chief 4-dr. Catalina, $600*, 

(Continued on Page 22, Col. 2) 





















965 E. Jefferson Ave. Detroit 7, Mich. 
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PUSHNUT FASTENERS 


to speed up and cut costs of Assembly 


© SIMPLY PUSH ON plain rods, axles, studs or pins. 

¢ Eliminate Tapped Nuts, Threaded Parts, Cotter Pins, 
Drilling Holes, Annular Grooving. 

¢ Easy, fast assembly with manual tools or high speed air 
hammers. 








Qe 





Style PS. Low-cost, space-saving spring 
steel retainers push on plain rod or axle, 
Style PW. Covers rod ends with smooth, providing strong, firm retention of parts, 
rugged cap. Made of one-piece, heavy seated or unseated. Eliminate notching, 
gauge spring steel with powerful gripping ooving, drilling and cotter pins. Sizes 
action. Always align perfectly. Various for A", 1%”, 4", %”, KK", e”, 1” 
designs and finishes in Sizes for +4", K", and 4%” ‘dia. rod. 

5 FP *'¢ “%" 

A”, %", 1%” and %” dia. unthreaded Style PV. Light dean 


rod, wire and studs. , . 
; retainer with flexible 


spring gripping teeth 
for easy assembly with 
fingers. For rod dia. 4", §%”, %” and 14". 


' WASHER CAP TYPE 






ARCHED 
Win piven Pit RECTANGULAR TYPE 
ACORN TYPE Style PH. Push on unthreaded studs to 
Pleasing, decorative appearance and assure tight, vibration-proof assembly of 


ornaments, medallions, nameplates and 
other parts. Grip tight on hard chrome 
studs. Sizes for 14”, %%”", *%4”, %” and 
1%” dia. studs. 


strong spring grip for fastening or covering 

ends of rods, studs, pins, etc. Closed and 

open end styles. Sizes from .120” to 
12” dia. 


Write for Free Samples and Data, stating type, size and application. 


THE PALNUT COMPANY 


DIVISION OF UNITED-CARR FASTENER CORPORATION 
47 Glen Road, Mountainside, N. J. 


District Office: 730 W. Eight Mile Rd., Detroit 20, Mich. 
LOCK NUTS FASTENERS 
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A Fleet Deal— 





AUTOMOTIVE NEWS, DECEMBER 26, 1960 


Miami International Airport, where a plane takes off or arrives every two minutes 
during the winter season, is getting ready for a record tourist trade. Red Top Sedan 
Service, which has the limousine concession, has purchased a fleet of 10 Greenbrier 
Corvairs from Don Allen Chevrolet for mass transportation to and from the beach 


hotels. From left are Norton Segal, 


Red Top vice-president; Frank LaPointe, general 


manager, and Bruce King, fleet manager, both of Don Allen Chevrolet; John McKenna, 
general manager, and Stanley Segal, vice-president of Red Top. 


A Look at Leasing .. . 


Insurance Firms Seen 
Missing a Good Bet 


By John E. Walsh 
Staff Writer 

eee companies’ reluct- 

ance to take the business of 
commercial fleets and leasing firms 
is unwarranted, according to Fleet 
News, publication of Lee Associates. 

One notable exception, said Sam 
Lee, t, is Allstate, the 
Sears, Roebuck subsidiary, Last 
year this firm reported earned 
profits of some $27 million, he 
added. 


Lee claims insurance companies 
get the “jitters” when the title of 
a vehicle switches from the sales- 
man to the company or the leasing 
firm. 

“One answer invariably given by 
insurance people is that they lose 
selectivity when insuring a com- 
pany-owned or a leased fleet,” Lee 
continued, 

“The leased fleet, especially, has 
been charged with becoming a 
haven for drivers who may have 
had trouble with insurance carriers 
because of bad accident records.” 

Such an objection, however, is 
easily overcome, Lee said, if the in- 
surance firms really are interested 
in handling fleet business. 

* + 


Greater Selectivity Seen 


Bo the fleet manager and the 
leasing company can easily 
give them an even greater degree 
of selectivity than they obtain nor- 
mally,” he continued. 

“Certainly the company-owned 
fleet imianer will, in the interest 
of economy and safety, cooperate 
by getting rid of any drivers the 
insurance companies object to. 

“And the leasing-company execu- 
tive, because he is naturally anxi- 
ous to avoid having any drivers 
whose accident record may easily 
push his insurance rates up, can 
be counted on to do the same,” Lee 
said. 

a * + 
Avis Called No. 1 
F C. DUMAINE JR., president 

* of Avis Rent-A-Car System, re- 
cently reported that Avis now has 
the world’s largest car-rental cov- 
erage. 

He said the firm has more than 
1,800 rental locations in 657 cities 
in the United States and 502 com- 
munities in foreign countries. 
More than 800 stations have been 
added since 1956, he added. 

Avis recently hag extended serv- 
ice to Belgium, Greece, Guam, 
Israel, Jamaica, British West Indies, 
Malaya, Okinawa, Sweden, Portu- 
gal, Spain, Tahiti and the Virgin 
Islands, Dumaine said. 

~ + 


Dealers Warned on Rates 


A “DANGEROUS” trend is de- 
veloping in the dealer-leasing 


business, it was indicated at a re- 
cent leasing seminar conducted by 
the National Automobile Dealers 
Assn. 

NADA leasing authorities said 
they have found that some deal- 
ers are basing their lease rates 





on the retail sale of the vehicle 
at the end of the lease period, in 
the hopes of getting every poten- 
tial dollar profit out of leasing. 

But such a practice can be dis- 
astrous, they warned in pointing 
out the following: 

1. Basing a lease rate on the sale 
of a used leased vehicle needs a 
cushion, a cushion which can be 
provided by a wholesale estimate. 

2. Rate-cutting is a dangerous 
basis for obtaining business. One 
major transportation company tried 
it and lost millions of dollars. Leas- 
ing is a good business, but operates 
on a small margin. 

3. Studies show that the smaller 
dealer-lessor (less than several hun- 
dred units) had either no operating 
profit or an operating loss. In such 
cases, a bad used-car market can 
mean financial disaster. 

* cd * 


PHH Supplier Reports 

N WINSTON-SALEM, N. C., 

R. E. L. Morefield jr., secretary- 
treasurer of Modern Chevrolet Co., 
said the firm has sold more than $1 
million worth of Chevrolets in five 
years to Peterson, Howell & Hea- 
ther, Inc., Baltimore leasing and 
fleet-management company. 

He said Modern Chevrolet is 
PHH’s exclusive supplier of Chev- 
rolets in North Carolina, and that 
some of the vehicles also are placed 


in service in South Carolina. 
+ ” * 


Leasing Firms Move 


| 2As= Plan International Corp. | 


has moved its headquarters 
from New York City to a new 


building in suburban Great Neck, | 


N. Y. Since the first of the year 
LPI’s fleet of trucks and cars has 
grown from 10,500 to about 25,000 
units, according to H. L, Meckler, 
president. 

National Car Rental System has 
moved its executive offices from 
1209 Washington Ave., St. Louis, to 
new and larger facilities at 1015 
Locust St. 

” ot 


NTLS Reelects Max 


pean J. MAX JR., president of 
Truck Rental Co., Inc., has been 
reelected president of the National 
Truck Leasing System. Barry S. Sil- 
verman has been named manager 
of U. S. Fleet Management Corp., 
Chicago, a division of Emkay, Inc., 
a nationwide fleet-leasing system. 
+ + a 


2 Purchases Announced 

IKE ALBERT LEASING COoO.,, 

Cincinnati, has announced the 
purchase of Tri-State Auto Rental 
Co., also of Cincinnati, for more 
than $500,000. Tri-State was set up 
four years ago by Queen City Chev- 
rolet. 

Purchase of National B. A. Leas- 
ing Co., Pittsburgh, by Lease Motor 
Vehicle Co., also of Pittsburgh, has 
been announced by W. I. Newstet- 
ter, Lease Motor general manager. 
National will operate as a wholly 
owned subsidiary, he said, 
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1961 MO) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 


4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623; 4-dr. 3-seat stat. wag., 


$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
Electra— 


hardtop, Or ae conv., $3,620. 


4-dr. sed., $3,825; 4-dr. hardtop, nan 


.|2-dr. hardtop, $3,818. Electra 


hardtop, $4,350; conv., 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 
CADILLAC—Series 62 —4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr. hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 
CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201. Greenbrier—Sport Wagon, $2,651. 
(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 


$2,992. Corvette—Conv, (V-8 std.), $3,934. 
CHRYSLER—Newport—4-dr. sed., $2,- 
McAllister ns 


Outlet for Comet, 
Mercury in Dallas 


DALLAS.—The city’s newest auto 
dealer — McAllister Mercury-Comet, 
Inc.—marked its grand opening 
with a weeklong celebration at 
sales and service facilities at 118 
E. Commerce and Industria] Blvd., 
a five-acre site on one of the busi- 
est intersections in Dallas. 

Dealership headquarters, a ma- 
sonry and steel building, covers 
three-quarters of an acre and is 
topped by a four-color, 30-foot-high 
sign that flashes Comet and Mer- 
cury in bright blue. A large park- 
ing lot fronts the building. 

E. C. McAllister, president and 
general manager, has spent 28 of 
his 44 years in the retail automo- 
tive business, 

Nearly 3,000 square feet of glass 
encase a showroom that is big even 
by Texas standards, Longer than 
a football field, it can easily display 
up to 40 new cars, McAllister said. 

“This large show area has some 
extra advantages for customers,” 
he explained. “It enables us to dis- 
play every model in the Mercury 
and Comet line, show a wide range 
of color combinations and make 
immediate delivery from the floor.” 

A highlight of the display on 
opening day was the 190,000th 
Comet produced by Lincoln-Mer- 
cury Division, 

Many of the sales staff are for- 
mer dealership executives, McAllis- 
ter said, have a combined experi- 
ence of nearly 125 years in assisting 
customers. D, Mylo Beam, sales 
manager, has been in the auto busi- 
ness 23 years, he added. 

Particular attention was paid to 
the planning of the service depart- 
ment, McAllister said, to assure 
meeting customer needs quickly, ef- 
ficiently and at low cost. 












4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr. 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat. wag., $3,- 
622. Windsor — 4-ar. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303, New 
Yorker—4-dr. sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., “$4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. 
Flite, power steering, power 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 
dr. 2-seat stat. wag., $2,353, 

DeSOTO—4-dr. hardtop, $3,167; 2-dr. 
hardtop, $3,102. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., $2,- 
154; 2-dr. hardtop, $2,181; 4-dr. 
stat. wag., $2,466 Y 


964; 


Dart— (Prices are for six-cylinder mod- 


els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. ‘Pioneer —4- dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 


4-dr. 3-seat stat. wag., $2,892. Phoenix— 


$2,595; 4-dr. hardtop, $2,677; 


4-dr. 
$2,618; conv. (V-8 std.), 


2-dr. 
$2,988. 

Polara V-8—4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr, 2-seat stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 

FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat, wag., $2,- 
225; 4-dr. 2-seat stat, wag., $2,268 


sed., 
hardtop, 


(The following prices are for six-cylinder 
Fatrlane— 
Fair- 


models. For V-8s, add $116.) 

4-dr. sed., $2,315; 2-dr. sed., $2,261. 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 


$2,536; 4-dr, hardtop, $2,662; 2-dr. hard- 


$2,597; starliner 2-dr, hardtop, §$2,- 


top, 
$2,847, Station Wagons—2-dr. 


597; conv., 
2-seat Ranch Wagon, 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 
Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 
IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 


$6,426. (TorqueFlite, power steering, power 


brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr. sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr. hardtop, $2,876; 
conv., $3,126, Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., ei 
deluxe 4-dr, 2-seat stat, wag., $2,816 

Dynamic 88—4-dr. sed., $2,900: 2-ar. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2*seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, §2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat' Custom, 


$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167; 
4-dr. 2-seat stat. wag., $2,438. 
Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 


stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr, hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr, hardtop, $3,331; 2-dr. hardtop, §3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 


$4,- 


2-seat stat. wag., $2,310; 4- 


2-seat 


$2,586; 4-dr. 2-seat 


Meteor 300 — 





stat. wag., $2,080; 4-dr, 2-seat stat. wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr 
sed., $1,930; 2-dr. 2-seat ‘stat, wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Ous- 
tom—4-dr, » $2,109; 2-dr. sed., $2,060; 
conv., si.se0,” 2-dr, '2-seat stat. wag., 
$2,295; 4-dr. 2-seat stat. wag., $2,344. 

Olassie—Deluxe Six—4-dr. sed., $2,098; 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 5S-dr. 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr. 2- 
seat stat. wag., $2,717; 5-dr, 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr, sed., $2,512; 4-dr. 2-seat stat, wag., 
$2,816; 5-dr. 3-seat stat. wag., "3 941, 

V-8—4-dr, bs $2,° 

537; 4-dr. 2-seat stat. wag., $2, sai, 5-dr. 
3-seat stat. wag., $2, ‘Custom T4— 
4-dr, sed., $2,682; 4-dr. 2-seat stat. wag., 
$2, 986; 5-dr. 3-seat stat, wag., $3,111. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat, wag., $2,290; 4-dr. 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr. sed., $2,070; 
2-dr, 2-seat stat. wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
$2,689; 4-dr. 2-seat stat wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 

WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models.) 


Wartburg Buyer 
Claims Defects, 
Collects $3,556 


ROCHESTER, N. Y.—A motorist 
was awarded $3,556.64 by a Monroe 
County Court jury ause he 
wasn’t satisfied with a car he pur- 
chased from a dealer here. 

The judgment was against Corey 
Motors, Inc., of suburban Webster. 
The motorist, Geoffrey Blore, 
bought a 1959 Wartburg in Decem- 
ber, 1958. Blore said the car, made 
in East Germany, had mechanical 
defects and he had to wait three 
months for parts. 

Blore said he was told that parts 
were readily available, He also said 
he didn’t know the car was made 
behind the Iron Curtain. 

Corey Motors denied the allega- 
tions and contended that defects 
were caused by Blore sideswiping 
another car on his way home after 
purchasing the Wartburg. 

The $3,556.64 that Blore was 
awarded included the tradein al- 
lowance for his 1953 car and the 
amount he paid for the new Wart- 
burg. Blore returned the Wartburg 
to Corey Motors in August, 1959. 








Gray Retires 


As Fuller Chief 


KALAMAZOO, Mich.—J. Seton 
Gray, chairman of Fuller Mfg. Co. 
here and a director of Fuller's 
parent, Eaton Mfg. Co., has re- 
signed from these posts to devote 
his time to personal affairs, family 
and travel. 

During his 29 years as president 
of Fuller, he saw the company 
rise to one of the top suppliers of 
transmissions to such truck cus- 
tomers as Internationa] Harvester, 
Ford, General Motors, Dodge, 
White, Mack and Reo. 

Gray entered the Fuller picture 
in 1932 as receiver of a company 
then known as the Unit Corp. of 
America, which had acquired Fuller 
in 1928. He helped convert Fuller 
from a company with $120,000 in 
annual sales and 25 employes dur- 
ing the depression of the 1930s, to 
one with nearly $40 million of sales 
and 2,000 employes in the late 1950s. 
Fuller was acquired by Eaton in 
1958. 


New Commercial-Car Registrations, 
Three States for November, 1960-1959 
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Motorola was dedicated to the 
advancement of car radio back when 
back seats were built for bundling 


Everybody liked the looks of this invitation 
to solid comfort. 

Remember? Passengers huddled behind the 
fold-away cowl and windscreen as you hit 
the road to the tune of a new Motorola. 


MOTOROLA AUTOMOTIVE PRODUCTS INC., A SUBSIDIARY OF MOTOROLA INC., 9401 W. GRAND AVE., FRANKLIN PARK, ILLINOIS 


This was living. And no doubt about it. 

But times change. Today one back seat is 
pretty much like another. Car radios aren't, 
though. Motorola’s thirty years’ experience 


sure sees to that. 


OMOTOROLA 
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PORTABLE .. . PERMANENT 
Key Controi for 
24/36/48 Cars 































































$440*; 4-dr., $590*; Chieftain 4-dr., 
390* 


’55 Chieftain 4-dr., $305*, 
’59 American (6) station wag- 

on 2-dr., $880*; Rebel (8) 2-dr., $935*. 

’58 Super (8) 4-dr., $725*. 

’S7 American ~ Cross ae 4-dr., 
$585, $550*; 4-dr., $550* (ps). 

’56 Super (6) Cross Country 4-dr., $440, 
$325; Super (8) 4-dr., $400. 

’55 Custom (8) Cross Country 4-dr., 
$325; Custom (6) Cross Country 4-dr., 


$300, $270. 
MISCELLANEOUS—'59 Ford %-ton, $1,- 
080; Chevrolet %-ton pickup, $1,050. 































write for prices. 





Hangs up—tocks in desk—goes with you!) +57 Gmc %-ton pickup, $700. 
fen oodles keys safe—can't fall off. 56 International %-ton pickup, $375. 


Large number on key tag matches same 
on pane! and car sticker. 

Pat. lock—release holder for easy removal 
and replacement of keys. 

Pilfer-proof—no mix-up or tangle of keys. 
Glance tells what keys are out. 

Pat. clip-board back for writing notes/ 


$s. 
Order Direct from 


A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 


LOS ANGELES 


Los Angeles Dealer Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Dec. 13. 

BUICK—’59 Invicta 4-dr. hardtop, $1,860* 
(ps); LeSabre 2-dr. hardtop, $1,675* 
(ps); 4-dr. hardtop, $1,630* (ps). 

'57 Special 2-dr. Riviera, $675* (ps). 

'56 Special 4-dr. Riviera, $535*; RM 4- 

dr. Riviera, $450* (ps). 

'55 Century 4-dr. Riviera, $445* (ps); 














48 Keys—Silver or Gold .. . . $15.00 Super 4-dr., $410*. 
36 Keys—Silver or Gold . . . . . 11.50 53 Super 2-dr. Riviera, $115*. 
24 Keys—Silver or Gold . . . . . 7.75 || CADILLAC—’'60 (60) Special 4-dr., $4,- 


600* (ps); Eldorado Seville, $4,285* 
(ps); (62) 4-dr., $3,970* (ps). 

'59 (62) 2-dr. hardtop, $3,550* (ps); 4- 
dr. hardtop, $3,410* (ps); 4-dr., $3,- 
185* (ps). 

’5S (62) 4-dr., $1,985* (ps). 

’57 (60) Special 4-dr., $1,990* (ps); (62) 


Add $6.75 for Cabinet with padlock. 









































































AGE RACKS Sedan de Ville, $1,800* (ps); conv., 
$1,600* (ps), $1,000* (ps). 
‘ ’56 (60) Special 4-dr., $1,275* (ps); 
FOR ALL STATION WAGONS (62) Sedan de Ville, $1,185" (ps); 
FOREIGN CARS AND COMPACTS Coupe de Ville, $1,135* (ps); conv., 
$1,040* (ps), $885* (ps). 
’5S (62) Coupe de Ville, $1,170* (ps); 
conv., $960* (ps), $925* (ps). 


’54 (60) Special 4-dr., $700* (ps); (62) 
4-dr., $485* (ps). 

"63 (62) conv., $300*. 

"52 (62) 4-dr., $260* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
260* (ps), $2,150* (ps), $2,125* (ps), 
$2,045* (ps); Bel Air (6) 4-dr., $1,- 
695* (ps); Corvair (700) (6) 4-dr., 
$1,555". 

'59 Corvette (8) conv., $2,435; Impala 
(8) conv., $1,825* (ps), $1,820* (ps), 
$1,175* (ps), $1,695* (ps). $1,500*; Bel 
Air (8) sport sedan, $1,485* (ps); 
2-dr., $1,295; Bel Air (6) 2-dr., $1,- 
200; Biscayne (6) 2-dr., $1,130*. 

’58 Corvette (8) conv., $1,905; Biscayne 
(8) 2-dr., $950; Impala (8) conv., 
$910*. 

’5S7 Bel Air (8) station wagon 4-dr., 
$1,085* (ps); Two-ten (8) 4-dr., $900* 
(ps); Two-ten (6) 4-dr., $830, 

‘56 Bel Air (8) 2-dr., $735; 4-dr., $725* 
(ps); Two-ten (8) 2-dr., $590*; One- 
fifty (6) utility sedan, $395. 

’55 Bel Air (8) 4-dr., $655* (ps), $655*; 
sport coupe, $650*; Two-ten (8) Del- 














































Cars 


CHICAGO 

Simea—'59 4-dr., $460. 
Volkswagen—’60 Karmann-Ghia 2-dr., $1,- 
760; 2-dr., $1,300. 

COLUMBUS, O. 
Simea—’59 Deluxe 4-dr., $550. 
Vauxhall—’59. Super Victor 4-dr., $615. 
Volkswagen—’60 2-dr., $1,240. 
‘59 2-dr., $1,025. 


DAYTONA BEACH, FLA. 
Mercedes-Benz—’'58 4-dr., $1,200. 


DETROIT 
Rekord—’'58 2-dr., $515. 
Vauxhall—’'57 Victor 4-dr., $485. 


DYER, IND. 
Simea—’'58, $300. 
Skoda—’'59, $315. 
Volkswagen—’'56 2-dr., $500. 


FLINT 
Metropolitan—'58 2-dr., $645. 


FONTANA, WIS. 
Hillman—'59 Minx 4-dr., $760. 


LOS ANGELES 
Fiat—'60 2100 4-dr., $1,485. 
MG—'54 TF roadster, $600. 
Volkswagen—'59 2-dr., $1,075. 
Volvo—'59 2-dr., $1,085. 


MANHEIM, PA. 

Alfa Romeo—'59 Super, $$1,525. 
Borgward—’'58 station wagon, $675. 
Goliath—'60 2-dr., $300. 
MG—'59 2-dr., $660. 
Peugeot—'59 4-dr., $600. 
Renauit-——'60 Dauphine, $735. 

'59 suhroof 4-dr., $450. 
Simea—’'59 4-dr., $445. 
Volkswagen—’'59, $1,010. 

58, $910, 


MASON CITY, IA. 
Opel-——'56 4-dr., $360. 
Renault—'57 Dauphine, $420. 


SALT LAKE CITY 
Fiat—'60 600 2-dr., $520. 
Triumph—’59 4-dr., $275. 


WEST PALM BEACH, FLA. 
MG—’58 roadster, $840. 
Metropolitan — '59 2-dr. 

$630. 

Opel—'60 station wagon 2-dr., $1,000. 
Renault—’60 Dauphine 4-dr., $600. 
'59 Dauphine 4-dr., 2 at $600, $595, $585, 
$580, $575, $530. 
'58 Dauphine 4-dr., $460. 
Triumph—'60 conv., $1,450, 
'59 station wagon, $610. 
Volkswagen-——'59 2-dr., $1,030. 
‘6S? Karmann-Ghia 2-dr. hardtop, $905, 
$835; 2-dr., $575. 


























The LAS-STIK Mfg. Co. 


HAMILTON, OHIO 














DEFIANCE: OHIO 


TYPED ON YOUR LETTERHEAD 


MRN’s Automatic Typing personal- 
izes your sales proposition with let- 
ters typed on your own stationery! 
Matched salutation, address. Tell us 
what to say, who to reach. We do the 


rest. Motor Registration News of 
California, Dept. T, 523 East 14th 
Street, Oakland 6, California. 


hardtop, $660*, 















Used-Car Auction Prices 


(Continued from Page 19) 













































AUTOMOTIVE NEWS, DECEMBER 26, 1960 












VALIANT—’60 V-100 (6) 2-dr., $1,665*. 


MISCELLANEOUS—’59 Ford F-100 %-ton 

pickup, $935. 

*58 Chevrolet %-ton pickup, $875. 

’57 Ford F-100 pickup, $725. 

’56 Chevrolet %-ton pickup, $575. 

‘55 Ford \%-ton, $505; Chevrolet cab & 
chassis, $410. 

’54 Ford %-ton pickup, $455. 

’51 Chevrolet %-ton, $215. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Inc. 
Sale every Monday. Prices are for sale of 
Dec, 12. Not only did the blizzard cripple 
our auction here today, but all business 
in the East. Only 55 cars managed to 
mush the storm, but, strange to 
believe, we sold all but 14 of them. Prices 
held steady with last week’s quotations. 
Sold 74.5 percent of 41 consignments. 
BUICK—’59 Invicta 4-dr., $1,650* (ps). 

‘56 Special 2-dr. Riviera, $350* (ps). 
CADILLAC—’60 (62) Sedan de Ville, $3,- 

950* (ps). 

’58 (75) 4-dr., $1,900* (ps). 

"55 (62) 2-dr., $600* (ps). 
CHEVROLET—’59 Parkwood 

$1,410*. 

"58 Biscayne (6) 2-dr., $730*, 

"57 Two-ten (6) station wagon 4-dr. (9 

pass.), $880*; 2-dr., $550; Bel Air (8) 





$1,365; Fairlane (8) 2-dr., $1,360; Fal- 
con (6) “4-dr., $1,280; 2-dr., $1,275. 

"59 Country Sedan (8) 4-dr., $1,255*, 
$1,125; Fairlane 500 (8) 2-dr., $1,125; 
Fairlane 500 (6) 2-dr., $950; 4-dr., 
$860; Galaxie (8) 4-dr., $1,050* (ps); 
Custom 300 (6) 2-dr., $885. 

*58 Thunderbird (8) conv., $1,850°; Fair- 
lane 500 (8) 2-dr., $815* (ps), $700; 
conv., $745*; Custom 300 (8) 2-dr., 


‘57 Country Squire (8) 4-dr., $910* (ps); 
Country Sedan (8) 4-dr., $780* (ps); 
Fairlane 500. (8) 4-dr., $375; Custom 
(6) 4-dr., $375, $240*. 

$375°*; 


"56 Fairlane (8) 4-dr., 
(8) 2-dr., $280. 
IMPERIAL—’57 Crown Imperial 4-dr. 
hardtop, $1,100* (ps). 
LINCOLN—’59 Premiere 2-dr., $2,250. 
MERCURY—’58 Monterey 2-dr., $535*. 
*55 Monterey 4-dr., $250. 
°54 Monterey 2-dr., $100. 
OLDSMOBILE—’60 (88) Super Fiesta 4- 
dr., $2,480* (ps); conv., $2,160* (ps); 
4-dr, Holiday, $2,270* (ps). 
"58 (98) 2-dr. Holiday, $1,350*; (88) 
2-dr., $1,000*. 
’56 (88) 2-dr. Holiday, $535* (ps); 4-dr., 
$300*; (98) 2-dr. Holiday, $165*. 
"BS (88) 4-dr., $175*. 
PLYMOUTH — '58 Suburban (8) 4-dr., 
$830*; Savoy (8) 4-dr., $540*. 
’6T Savoy (8) 4-dr., $520*, $495*, $365*, 


























ray, $625; 4-dr., $550*, $475*; 
ten (6) 2-dr., $510. 
’54 One-fifty 4-dr., $180*. 
’53 Bel Air 4-dr., $185. 
"52 Bel Air 4-dr., $250*, $155*. 
DeSOTO—’58 Firedome conv., $905* (ps); 
"57 Firedome 2-dr, hardtop, $860* (ps); 
Firesweep (8) 4-dr., $685* (ps). 
DODGE—’60 Dart (8) Pioneer 2-dr. hard- 
top, $1,675* (ps). 
"59 Coronet (8) 4-dr., $1,430* (ps). 
*57 Royal (8) 2-dr. hardtop, $585*. 
"5G Royal (8) 4-dr., $405*. 
"53 Meadowbrook )4-dr., $226. 
FORD—’'61 Thunderbird (8) conv., $4,700* 
(ps), $4,650* (ps), $4,640* (ps), $4,- 
310* (ps), $4,300* (ps), $4,170* (ps), 
$4,160* (ps); Falcon (6) 2-dr., $2,005*. 
"60 Thunderbird (8) conv., $3,275* (ps), 
$3,055* (ps); Galaxie (8) conv., $2,- 
050* (ps); Fairlane 500 (8) 4-dr., $1,- 
550* (ps); Falcon (6) 2-dr., $1,550. 


Two- 















Custom 




























(8) 4-dr., 

























































’59 Thunderbird (8) conv., $2,690* (ps), 4-dr., $710*, $700*. $320*; Iveder 8) 2-dr. hardtop, 
$2,635* (ps), $2,575* (ps); Galaxie (8) "56 Bel Air (8) 4-dr., $560* (ps); 4-dr. $365*: ‘nae ss05*. , . 
4-dr. Victoria, $1,555* (ps), $1,490* hardtop, $200*; Two-ten (8) 4-dr.,| PONTIAC—’60 Bonneville conv., $2,510* 
(ps); 2-dr. Victoria, $1,535* (ps); (ps); Star Chief 4-dr., $2,425* (ps); 


$460*; Two-ten (6) 4-dr., $425*; 2-dr., 
400°. 


$ 
’55 Bel Air (6) 2-dr. hardtop, $400*; 
Two-ten (6) 2-dr., $380*; 4-dr., $310. 

'54 Bel Air 2-dr, hardtop, $250*; conv., 

$190; Two-ten 2-dr., $250. 

’53 Two-ten 2-dr., $185, 

DODGE—’57 Sierra (8) 4-dr., $700* (ps). 

FORD—’59 Thunderbird (8) conv., §$2,- 
160* (ps); Fairlane (8) 4-dr., $1,275*; 
Custom 300 (6) 2-dr., $865. 

'57 Fairlane 500 (8) conv., $830* (ps). 
’56 Fairlane (6) 4-dr. Victoria, $830* 
(ps); Custom (8) 2-dr., $395, $350. 

’55 Country Squire (8) 4-dr., $300*. 

*53 Custom (8) 4-dr., $180. 
ae Monterey 2-dr. hardtop, 
OLDSMOBILE — ’56 (88) 2-dr. Holiday, 

$450* (ps). 
PLYMOUTH—’56 Plaza (6) 2-dr., $265. 

‘55 Plaza (6) 2-dr., $210. 
PONTIAC—’55 Chieftain 2-dr., $250. 
RAMBLER—’58 Super (6) 4-dr., $750. 
ae Scotsman (6) 2-dr., 


Fairlane 500 (8) 2-dr. Victoria, $1,- 
385* (ps); 4-dr. Victoria, $1,185* (ps); 
Country Sedan (8) 4-dr., $1,375, $1,- 
375* (ps); Ranch Wagon (6) 2-dr., 
$1,180; Ranch Wagon (8) 4-dr., $1,- 
085*; Custom 300 (8) 2-dr., $950; 4- 
dr., $875, $850, $835. 

’58 Thunderbird (8) conv., $2,185* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,065* (ps); Fairlane (8) 2-dr. Vic- 
toria, $875* (ps); 4-dr., $760. 

"57 Country Sedan (8) 4-dr., $950*; 
Fairlane 500 (8) 2-dr. Victoria, $850*, 
$835* (ps), $825* (ps); conv., $800* 
(ps); 4-dr. Victoria, $800* (ps); Fair- 
lane (8) 2-dr. Victoria, $725*; Custom 
300 (8) 2-dr., $575*, $450*. 

’56 Fairlane (8) 4-dr., $510* (ps); Main 
(8) 4-dr., $485*; Country Sedan (8) 4- 
dr., $285*. 

°55 Ranch Wagon (8) 2-dr., $400*; 
Ranch Wagon (6) 2-dr., $225*; Coun- 
try Sedan (8) 4-dr., $395; Fairlane 
(8) 4-dr., $285*; Custom (8) 4-dr., 
$225*, $215; Main (6) 2-dr., $200. 

’54 Crest (8) 2-dr. Victoria, $455; Main 
(8) 2-dr., $195; Custom (8) 4-dr., 
$140. 

’52 Ranch Wagon (8) 2-dr., $145*. 

IMPERIAL—’59 Imperial 2-dr. hardtop, 
$2,830* (ps). 

’57 Imperial 4-dr. hardtop, $1,150* (ps). 


Catalina 4-dr., $1,700* (ps). 

*59 Bonneville 4-dr., $1,750* (ps); Cata- 
lina 4-dr., $1,145* (ps), $1,300*. 

’57 Chieftain 2-dr. Catalina, $630*. 

‘56 Chieftain 4-dr, Catalina, $335. 

RAMBLER—’60 Custom (6) 4-dr., $1,710*; 

Super (6) 4-dr., $1,470. 

"59 Custom (6) Cross Country 4-dr., 
$1,250*; Super (6) Cross Country 4-dr., 













$1,110. 
STUDEBAKER—’57 Champion (6) 2-dr., 


$325. 
MISCELLANEOUS—’56 GMC Dump, $520; 
International %-ton pickup, $425. 
’55 Ford Express, $315; Chevrolet (6) 


%-ton stake, $300. 
* * * 


— Auctions in Brief — 
COLUMBUS, O. 


Capital Auto Auction, Inc, Sale every 
Thursday (Dec, 15). Weather on the cold, 
rainy and snowy side, Market high and 
getting higher on all makes of '59, ’60 
and ’61s. Sold 141 cars from 292 consign- 
ments. 





























* * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Friday 
(Dec. 16). Weather: Clear. Sold 71 percent 
of 324 consignments. 


FLINT 


Flint Auto Auction. Sale every Thursday. 
Prices are for sale of Dec, 14. Market was 
better, at least percentagewise. Sold 151 
cars from 251 consignments. 












LINCOLN—’59 Continental Mark IV 4-dr.| BUICK—’60 Electra conv., $2,700* (ps); ee ae 
hardtop, $3,275, $3,245* (ps). LeSabre conv., $2,350* (ps); 4-dr. WEST PALM BEACH ,FLA. 
’58 Continental Mark III 2-dr. hardtop, hardtop, $2,300* (ps), $2,265* (ps), West Palm Beach Auto Auction. Sale 
$2,250* (ps), $2,225* (ps); Premiere $2,160*; 2-dr. hardtop, $2,230* (ps);|every Thursday (Dec, 15). Retail continues 


Invicta 2-dr. hardtop, $2,305* (ps). 


2-dr. hardtop, $1,685* (ps). 
*59 Invicta conv., $1,530* (ps); 4-dr., 


tty, bu ket firm on clean units. 
56 Premiere 2-dr. hardtop, $885* (ps). ony: ? - = 


Heavy and light models in all years were 

























’54 Capri 2-dr., $175* (ps). $1,515* (ps); 2-dr., $1,500* (ps); Le-| selling well, 
MERCURY—’58 Monterey 2-dr., $1,060* Sabre 4-dr. hardtop, $1,505* (ps); lt ii nella, 
57 Montelair 2-dr., $725* (ps) $1,280°; ieee Dar. hardtop,’ g1.476* 
" ontclair 2-dr., ps), . ; Blectra 4-dr. hardtop, $1,475* C da’ P b 
‘56 Monterey 4-dr., $590* (ps), $425* (ps). ana s§ fF rover, 
(ps), $250*; Montclair 2-dr., $540* *58 Super 4-dr. Riviera, $970* (ps); Spe- 


(ps); Custom 4-dr, hardtop, $360°*. cial 4-dr., $865*. 


S-P Chiefs Air 















55 Monterey 2-dr., $460*; 4-dr., $350* ’57 Super 4-dr. Riviera, $790* (ps), 
esta od ga75° Soe ae ae oo ae 4- ° 
F ‘ustom 2-dr., ° * ps); 2-dr., $550*, 20*, O 
OLDSMOBILE — 59 (88) 2-dr., $1,830* $510*; RM 4-dr., $645* (ps). utput Pooling 
’56 Special 2-dr., $405; 2-dr, Riviera, 


HAMILTON, Ont. — Studebaker- 
Packard executives in Canada and 
the United States are aiding Prof. 
Vincent Bladen in a study of the 





$400*; 2-dr., $315; Super 2-dr, Riviera, 
$400*; Century 4-dr., $225*,. 

’54 Super 2-dr., $165*; Century 2-dr., 
$180* (ps). 


(ps). 
’58 (88) 2-dr. Holiday, $780* (ps). 
’S7 (88) 2-dr. Holiday, $775* (ps). 
’56 (88) Super 4-dr. Holiday, $735* (ps); 
$315* (ps); (98) conv., $335* 



















(ps). CADILLAC—’59 de Ville 4-dr. hardtop, 
4 = es: eames. se. ™~). aes a ld ati al de al feasibility of integrating the pro- 
7 -dr. ay, 5* (ps); —’ mpala -dr. rd- 

2-dr., $240° (ps). top, $1,935" (ps), $1,930°, $1,870; | duction of automobiles in the two 


countries. 
Gordon E, Grundy, president of 













4-dr. hardtop, $1,910* (ps); Brookwood 
(8) 4-dr., $1,730*; Biscayne (6) 4-dr., 


PLYMOUTH—’60 Suburban (8) 4-dr., $2,- 
095* (ps). 


















’59 Fury (8) 4-dr. hardtop, £1,385* (ps); $1,410*; Corvair (700) 4-dr., $1,370*. 
Savoy (6) 4-dr., $885*, $880", 59 Impala (8) conv., $1,415*; 4-dr., S-P in Canada, told members of 
‘58 Suburban (8) 4-dr., $900* (ps); $1,300*; 4-dr. hardtop, $1,290; Broox.|the Hamilton Chamber of Com- 
Savoy (8) 4-dr., $670*. wood (8) 4-dr., $1,300*; Brookwood| merce that he would join with of- 
’57 Savoy (8) 2-dr. hardtop, $700* (ps); (6) 4-dr., $1,080; Bel Air (8) 4-dr.,| ficials of the parent company from 









$1,105*; 2-dr., $1,100*, $1,000; Bel Air 
(6) 2-dr., $1,005; Biscayne (6) 4-dr., 
$1,040, $890; 2-dr., $800. 

*58 Impala (8) 2-dr. hardtop, $950* (ps); 
Brookwood (6) 4-dr., $925*; Biscayne 
(6) 4-dr., $790*%; Two-ten (6) 2-dr., 
$690; Delray (6) 2-dr., $685, $675, 


$645. 
‘57 Two-ten (6) 4-dr., $625*; Two-ten 
(8) 2-dr., $575. 
"56 Two-ten (8) 2-dr., 
(6) 2-dr., $250. 
55 Bel Air (8) 
(8) 2-dr., $240*. 
DeSOTO —'58 Firesweep 4-dr. hardtop, 
* 


Fury (8) 2-dr. hardtop, $635*; Belve- 


dere (8) 4-dr., $465*; Plaza (6) 4-dr., South Bend in a conference with 
260°. 


Prof. Bladen at Detroit. Bladen is 
the Royal Commissioner investi- 
gating Canada’s auto industry. 

Prof. Bladen, Grundy said, has 
visited S-P’s Hamilton plant and 
the two basic steel industries here 
to get first-hand information on 
the role this city’s industries are 
playing and can play in Canadian 
auto production, 

Grundy made the statement in 







’55 Belvedere (8) 4-dr., $260. 

’54 Belvedere 2-dr., $235. 

PONTIAC—’59 Bonneville 2-dr. Vista, $2,- 
290* (ps). 

"58 Star Chief 2-dr. Catalina, $1,135* 
(ps); Super Chief 2-dr. Catalina, $1,- 
085* (ps). 

'56 Chieftain 2-dr. Catalina, $560* (ps); 
Star Chief conv., $380* (ps). 

‘55 Star Chief 4-dr., $400*; 2-dr. Cata- 
lina, $350* (ps). 

’54 Star Chief 2-dr. Catalina, $150*. 

RAMBLER—’59 Super (8) Cross Country 


















$340; Two-ten 


4-dr., $260; Two-ten 

















4-dr., $1,345* (ps); Super (6) Cross *57 Firedome 4-dr., $450*. 4 
Country 4-dr., $1,295*, $1,260, DODGE—’57 Coronet (6) 4-dr., $325. reply to a question whether he had 
Cross Country 4-dr., | EDSEL—'58 Corsair (8) 4-dr., $455* (ps).| not been too optimistic in his esti- 


57 Super (6) 
. 


$665°*. 
STU DEBAKER—’59 Lark (6) 4-dr., $915. 
‘56 Golden Hawk (8) 4-dr., $665* (ps). 





FORD—’60 Thunderbird (8) conv., $2,- 
500* (ps); Galaxie (8) Starliner, $1,- 
775*, $1,700; Custom 300 (6) 2-dr., 


mate of what benefits would accrue 
in terms of increased employment 
and the supplying of materials if 
imported cars’ share of the Cana- 
dian market could be held down 
to 15 percent. 

“Wouldn’t you settle for 30 per- 
cent?” Grundy was asked. 

The S-P chief executive said he 
was hopeful that Prof. Bladen’s 
report on his study as a commis- 
sioner would result in some “prac- 
tical measures” that would benefit 
the industry. 


Plymouth Shifts 


Two in Sales 


DETROIT. — Plymouth has ap- 
pointed J. E, Murphy Central area 
Sales manager and F. H, Eustis 
dealer placement manager. 

Murphy, former Eastern area 
sales director, joined Chrysler 
Corp. in 1947 as a Dodge district 
manager in Pittsburgh. Since that 
time he hag had sales responsibil- 
ities in New York, Boston and Chi- 
cago. 

Eustis, whom Murphy succeeds as 
Central area sales manager, has 
been with Chrysler Corp. since 1956, 
serving in Cincinnati. 



























Showroom for Ramblers— 


American Motors Corp., shortly to open its new plant in Brampton, Ont., has this 
2,600-square-foot showroom as a handy showcase for its 1961 Ramblers. H. E. Simpson 
Motors, Ltd., is located on one of the main routes to and from this fast-growing com- 
munity on the outskirts of Toronto. The firm is headed by H. E. Simpson. 








Heading West to the big NADA Show... 


OVER 2,000 BONUS COPIES OF AUTOMOTIVE NEWS! 


True... and your advertisement can take advantage of this show-goers. (4) Re-sell your product or service to dealers 
added circulation when you appear in the 1961 AUTOMO- and executives whether or not they attend the Show. 
TIVE NEWS NADA Show Issue. In addition, of course, you 


will also reach over 43,000 regular dealer-subscribers and 


industry executives whether or not they attend the 15th An- __ this issue to put your story directly before the eyes of this 
nual National Automobile Dealers Association Convention. receptive audience. Contact your AUTOMOTIVE NEWS 


This outstanding issue of AUTOMOTIVE NEWS places _ Tepresentative today. He’ll give you full details! 
your sales message right in front of this large, influential 
group... a group interested, able and ready to do business 


Even if you are not attending the Show, you’ll want to use 


with you! 

It’s a big issue that did a big selling job for over 140 AUTO- RESE RVE S a AC E NOW i 
MOTIVE NEWS adverti last ‘ae ll t d 

accessories, Ete and Aisa ce Stake orodatk ‘isthe he A D A S H © Ww I S S U E 
BIG new-car and truck dealer market, you’ll want to use the Closing date: January 19, 1961 


NADA Show Issue to: (1) Inform dealers of your product 
story during this time of high interest. (2) Invite dealers to 
your show booth. (3) Pre-sell your products or service to 


Published: January 30, 1961 
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WINCH—The model Cl (for Constant 
Load) winch, developed by Braden Winch 
Division, Motor Products Corp., Broken 
Arrow, Okla., is a hydraulic winch that 
combines constant load, constant speed, 
constant horsepower with one-man opera- 
tion. One-man operation is said to be 
made possible by the winch's remote con- 
trol system with only two control levers. 
One lever operates the hydraulic valve, 
while the other operates the three-speed 
winch transmission. These levers can be 
located at any desired point to enable 
the operator to maintain close supervision 
over the entire job. Reversing is done 
under power, with unspooling at any speed 
up to the speed of the drum. The basic 
model CL is designed to handle either 2 
or 7/16-inch diameter cable, but it can 
be adapted to handle cable of other sizes. 
The drum holds 1,000 feet of ‘'%-inch 
cable, but the winch can be altered to hold 
on almost unlimited quantity of cable. The 
winch has a 15,000 pound rating, it is 


said. 
* ae og 


Gould-National Filters 


A line of oil, air and fuel-filter 
elements has been announced by 
Gould-National Batteries, Inc., St. 
Paul. The filters will be marketed 
under the Gould-National brand 
name and will include a complete 
line of filters for automobile, diesel 
and tractor requirements. 


% * * 





HEADLIGHT PANEL—Schofield Mfg. Co., 
1140-11 E. 222nd St., Cleveland 17, O., has 
announced a headlight replacement panel 
for 1955 Chevrolets. Sco-Pan P-753-L (left) 
and P-753-R (right) are said to be the 
exact duplicates of the Chevrolet panels 
on all ‘55 Chevrolet models. The manufac- 
turer states that Sco-Pan body replacement 
panels are exact, precision die-formed 
facsimiles of the parts they replace, and 


produce a perfect repair. 
en '# 





TOOL CABINET—Open storage space at 
the bottom of two models of Huot mobile 
tool cabinets can now be converted to ad- 
ditional drawer space by insertion of Huot 
“Add-A-Drawer” units. The ‘Add-A- 
Drawer” units are installed merely by slid- 
ing them into place, where they become 
firmly seated between the oversize full- 
length corner posts that have been a basic 
feature of Huot’s girder construction since 
1956, it is said. Huot Mfg. Co., 500 N. 
Wheeler Ave., St. Paul 4,.Minn. 

a). 8 8 


Easy Mirror Replacement 


Is Claimed by Supersite 


A mounting plate with each of 
three automotive mirrors makes 
possible instantaneous replacement 
of body and fender-mounted mir- 
rors without boring new holes in 
fenders or body, according to 
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NEW PRODUCTS 


Supersite Corp., 302 Seymour Ave., 
Derby, Conn. 

Adapta-plate is a flexible mount- 
ing bracket with a humpback mid- 
section and two elongated, slotted 
sides containing sliding screws 
with wide variance for mounting 
replacement mirrors without fender 
or body holeboring, the firm said. 
The sliding screws adapt readily 
to existing screw holes for secure 
mounting of the replacement mir- 
ror, the firm added, and the only 
tdbl needed igs a screwdriver. 


* * * 


AIR CONDITIONER—An air conditioner 
said to be “small enough to fit the com- 
pact cars, yet powerful enough to cool the 
Jargest model station wagon,” has been 
introduced by Frigiquip Corp., 3724 N. 
May Ave., Oklahoma City, Okla. The 1961 
model, called the Silver Dawn, is said to 
be 63/16 inches high. Frigette’s Silver 
Dawn combines a satin-finished, anodized 
aluminum face plate with a vinyl covering, 


laminated to a steel cabinet. 
Ss * * ® 





OIL, AMP GAUGES—A twin-pack illu- 
minated oil pressure gauge and ammeter 
has been announced by Eelco Mfg. & Sup- 
ply Co., P. O. Box 4095, Inglewood, Calif. 
The Eelco 100-pound oil gauge—mounted 
in a chrome panel—may be installed on 
any automotive engine. The 120 ammeter 
gauge is adaptable to either six or 12-volt 


systems. 
* * * 


‘Magic Buff’ for Rubber 


Monkey Grip Sales Co., P. O. Box 
6170, Dallas 22, Tex., has introduced 
liquid “Magic Buff” for repairing 
tubes, tires and other rubber ar- 
ticles. The product is said to clean 
away silicon and soapstone and 
eliminate the necessity of mechan- 
ical or hand buffiing to prepare the 
surface for application of patches. 

* x ae 


THERMOSTAT—A line of original-equip- 
ment-design thermostats has been intro- 
duced by Sterling Automotive Mfg. Co., 
Centex Industrial Park, Elk Grove, Ill. The 
pellet-type line is said to give complete 
coverage of all cars with five thermostats. 
Stamco thermostats are said to be calibrat- 
ed for accurate temperature control and 
are not affected by higher- cooling-system 
pressures found in late model engines. 
Product features include full-flow butterfly 
valve, recessed design which places the 
thermostat's pellet entirely on the engine 
side of the thermostat, and dual stainless 
steel tension springs to balance the valve- 
opening force of the pellet, it is claimed. 














matic choke cleaner to its line. 
The cleaner is packaged in aerosol 
cans with a special valve so a 
solid “jet stream” of cleaning fluid 
can be directed precisely to the 
various choke parts that need 
cleaning, the firm said. 

a ed 7 

























WHEEL CHOCK—A wheel chock with 
positive holding power, has been announc- 
ed by Bustin Steel Products, Inc., Dover, 
N. J. It grips the road because its bottom 
is made with Busfin “Protecto" safety grat- 
ing, it is claimed. The chock is designed 
for large trucks and is available with a 
wheel size adaptor for holding small trucks. 














* + * 





BRAKE SHOE GRINDER—The brake shoe 


grinder, modei 850, introduced by Star 


Machine & Tool Co., 201 Southeast Sixth 
St., Minneapolis, Minn., is said to assure 
precision-fit brake shoes to exact drum 
diameters. The patented linear motion 
bearings is said to make carriage and shoe 
holder adjustments effortless . . . requires 
no lubrication . . . assures precision align- 
ment. Carriage and shoe holder assemblies 
travel on hardened and ground ways and 
the design lever action shoe holder pro- 
vides instant clamping and removal of 


brake shoes. 
a 





OIL DRAIN PLUG—A remote control oil 
drain plug has been introduced by Cos- 
mopolitan Research Corp., Box 4702, De- 
troit 19, Mich. The accessory, consisting of 
a cable-actuated drain valve, with control 
knob under the hood, replaces the regular 
crankcase drain plug. There is no need to 
hoist the car or crawl under it to drain 
the crankcase. A push of the knob opens 
the valve. When crankcase is empty, a pull 
closes it, it is said.’ 





SPARK PLUG AIR PUMP—Imperial Spark 
Plug Tire Pump Co., P. O. Box 271, Blue 
Island, Ill., has announced a spark plug 
air pump for tractors, trucks, and cars, and 
all pneumatic sports equipment. This pump 
comes equipped with four different spark 
plug thread sizes. It will pump up to 130 
pounds of air without harm to the engine, 
it is claimed, It comes with builtin 100 
pound pressure gauge, .16 feet of rubber 
tubing and adapters to fit 18 and 10 mm., 
and %-inch spark plug openings. 

a. er ae 


Automatic Choke Cleaner 


Gumout Division, Pennsylvania 
Refining Co., 2686 Lisbon Rd., 
Cleveland 4, O., has added an auto- 

































AUTO COMPASS—A battery-illuminated 
auto compass has been marketed by Hull 
Mfg. Co., Warren, O. The compass, called 
the model No. 810 Battery-Lite, can be 
removed and used as an emergency flash- 
light. The Battery-Lite does not have to be 
wired since illumination is provided by a 
self-contained, trigger-switch flashlight, it 
is said. The flashlight of the compass uses 
an AAA size penlight battery and a tubu- 
lar lens end bulb for a focused spot of 
light. 


ENGINE TESTER—This Master Analyzer 
is said to combine five precision testing 
components in cast aluminum and sheet 
steel console. Units included in this outfit 
are MT-615A Anal-O-Scope, MT-430 igni- 
tion analyzer, MT-401B generator-regulator 
tester, MT-415B tach-dwell meter, and 
MT-425 vacuum and fuel pump pressure 
gauge. This combination of engine testing 
equipment is designed to provide faster, 
more efficient and more accurate work, 
resulting in greater customer satisfaction, 
states the manufacturer. Snap-On Tools 


Corp., 8082 28th Ave., Kenosha, Wis. 
e £272 








PTO ASSEMBLY—The Chelsea split-shaft 
Power-take-off assembly, announced by 
Chelsea Products, Inc., Chelsea, Mich., is 
of a simplified design making it possible 
to eliminate 50 percent of the parts re- 
quired on previous assemblies. It is small- 
er, lighter, more versatile, according to the 
manufacturer. Its shorter length makes it 
possible to. mount the compact assembly 
on shorter wheelbase trucks. Unit can be 
installed anywhere between transmission 
and differential, it is said. It can be used 
as top mount, right or lefthand side mount 
with no change of parts: Hanger bearing 
is not required as the oversize tapered 
roller bearings on PTO shaft permit mount- 
ing pulley or sprocket directly on ‘shoft, 
it is said. PTO ovtput ratio is 100 per- 
cent of transmission output speed. All 
transmission speeds are available through 
PTO including reverse, it is said. 






































CONVERSION HOIST An outside 
mount, two-stage duo-scopic conversion 
hoist package, announced by Galion All- 
steel Body Co., Galion, O., is mounted by 
the user directly on the truck frame. No 
subframe is needed. The lightweight hoist 
is adaptable to any wood, steel platform 
or stake body, it is said. Body platform 
lengths of 11 to 134% feet, and cab-to-axle 
dimensions of 84 to 102 inches are recom- 
mended. The duo-scopic units have a 45- 
inch stroke providing a 45-degree dump 
angle—svufficient for clean dumping of all 
grains and materials normally handled by 
conversion units, it is claimed. The GVW 
range is 10,000 to 19,500 pounds, and 
payload rating is to 14 tons depending 
on body length and pivot. 

on ee 


Universal Coil Package 


Electric Autolite Co., Toledo 1, 
O., has marketed a universal coil 
package that is said to cover more 
than 1,500 different applications on 
cars, trucks, farm tractors, com- 
bines, marine and industrial appli- 
cations. The package contains three 
non-ballast-type coils (two six and 
one 12-volt) and one 12-volt ballast- 


type coil. 


Barrett 


PORTABLE BRAKE SHOP—The 
B-6A portable brake service shop is said 
to be designed to expand service depart- 
ment facilities with up-to-date equipment 


without tieing up valuable shop space 
needed for other services. It is equipped 
with the Drum-Dokter brake drum lathe 


and B-75BD True-Arc brake shoe grinder 
for precision drum machining and shoe 
fitting . .. plus equipment and tools neces- 
sary for car and light truck service. Cus- 
tomer Service Department, Barrett Equip- 
Cass Ave., 


ment Co., 2101 St. Louis 6, 


Mo, 





HOIST PACKAGE—A conversion hoist 
package for single or tandem-axle appli- 
cation has been introduced by Galion 
Allsteel Body Co., Galion, O. The outside 
mount, three-stage, duo-scopic hoist is 
recommended for body lengths of 14 to 
18 feet. Recommended GVW range for the 
hoist applied to a single axle chassis is 
16,000 to 21,000 pounds; for tandem axle, 
16,000 to 28,000 pounds. Cab-to-axle 
dimension of 102 to 120 inches are recom- 
mended. Payloads to 18 tons may be 
carried, depending on chassis and appili- 
cation factors. 
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shape. Falcons were going well but 
standards were sticky, so Ford deal- 
ers began concentrating on the big 
cars. 

Chevrolet dealers, on the other 
hand, found they had a hot item 
in their full-sized car, so they ap- 
plied extra effort to the less-popu- 
lar Corvair. 

+’ * * 
Rae on barely missed 
600,000 in March, then zoomed 
to 647,000 in April and May. Many 
observers felt that the thinning 
price gap between compacts and 
standards contributed to the surge. 

Prices of the full-sized models 
dropped progressively during this 
period. There were plenty of under- 
$2,000 cars around during the 
spring boom, and they weren’t all 
compacts. A Southwest retailer ad- 
vertised a Chevrolet Biscayne at 
$1,792.50, although the standards 
generally were at least $100 higher. 

By the end of June, the cleanup 
was under way. Many dealers 
prophesied that it would be a 
rough one as they surveyed their 
acres of floor-planned cars and 
read factory reports of booming 
production. 

Early in August, according to the 
ads, the cleanup had become a 
“come, steal our cars” proposition 
as prices and grosses continued to 
dip for many retailers, 

Buildout bonuses began to play a 
major role in the advertising pic- 
ture. Dealers who were not getting 
bonuses bemoaned the difficulty of 
competing with those who were. 

OK o* +* 
Co make except Cadillac, 
Lincoln and Comet paid a 
buildout bonus on all or some mod- 
els in 1960, and many of them were 
the no-quota type that many deal- 


Nashville Dealers 
Clarify Position 


On Warranties 


NASHVILLE.—E. P. Boyte, presi- 
dent of the Nashville Automobile 
Trades Assn., has issued a state- 
ment designed to clarify a report 
out of Detroit that Nashville deal- 
ers “at last” will give customers a 
12-month warranty which manufac- 
turers have given all along. 

Boyte said: 

“This quotation needs clarifica- 
tion. Prior to the introduction of the 
1961 models, dealers extended to 
customers the same warranty the 
dealer received from the manufac- 
turer (i.e. three months or 4,000 
miles). 

“With the introduction of 1961 
models, the manufacturers extended 
their warranty to dealers to 12 
months or 12,000 miles, whichever 
occurs first. Nashville dealers in 
turn extended this warranty to their 
customers. m 

“Historically, local dealers in many 
instances extended car owners’ war- 
ranty beyond the 90-day, 4,000-mile 
limit in the interest of customer 
satisfaction. This extended protec- 
tion was at no cost to either custo- 
mers or manufacturers, but was 
paid for solely by the local dealers.” 


Court Won't Veto 
Suit by Chrysler 


DETROIT.—A motion to dismiss 
the Chrysler Corp. suit against Ben 
Stone, the Detroit industrialist who 
teamed up with William C. New- 
berg to operate two Chrysler sup- 
plier firms, has been denied in cir- 
cuit court here. 

Newberg was ousted as Chrysler 
president last summer in a dis- 
agreement over his interests in the 
companies and agreed to give to 
Chrysler the profits he made in the 
companies. Chrysler then sued Stone 
for his share in the profits. 

Stone’s lawyers asked for dismis- 
sal of the suit, claiming that Chrys- 
ler had not shown a cause for action 
against Stone. With the motion to 
dismiss denied, the long preparation 
for trial is under way. 


Tone Elevated in 1960. . 


NADA Spurs Drive 
For Clean Ads 


(Continued from Page 2) 


























AMC Dealers 
Are Pleased by 
Rebate Program 


(Continued from Page 2) 


plan. After all, they’re not asking 
the customer to buy two cars be- 
fore he is entitled to a bond. 

“I think the plan should be mod- 
elled after the recent Buick pay- 
ment. AMC doesn’t have to pay us 
$50. They could reduce it to $5 or 
$10, but they should pay us after 
the first car sold.” 

Ed Kossman, NADA director and 
a Rambler-Buick dealer in Cleve- 
land, Miss., said, “I feel that dealer 
and public reaction would be better 
if prices of the cars would have 
been reduced. 

“The general idea may be a far- 
reaching step toward solution of 
the effect of imports on American 
industry in general.” 

Kossman said there appears to 
be a feeling of dissatisfaction 
among persons who bought ’61 
Ramblers prior to Dec. 1. 

Another dealer, asking that his 


plan is too 
persons. Some skeptical custom- 
ers feel they are paying for the 
potential bonds in hidden 
charges.” 


ers say they prefer. Rebates ranged 
from $50 to $250. 

The ’60 cleanup was not an un- 
qualified success—dealers had more 
than 400,000 '60s in stock on Oct. 1. 

Buildout bonuses died and were 
replaced by carryover rebates (5 
percent of factory list price, in 
most cases), and dealers contin- 
ued to struggle with brand new 
cars that suddenly had become a 
year old. 

In former years, the new-car in- 
troduction period had signalled a 
different type of dealer advertising. 
Blockbuster ads were forgotten for 
a while as dealers invited one and 
all to view their new models. 

The air of suspense and wild- 
eyed wonder seemed to be missing 
this year. Some dealers blamed the 
factories. They charged that over- 
production of ’60s and too much ad- 
vance publicity of '61s had robbed 
announcement day of its punch. 

* af * 


CCORDING to the Missouri Au- 
tomobile Dealers Assn., this 
year’s new-car showings in dealer- 
Ships “had about as much flash and 
surprise as a wet firecracker.” 

In many areas, the introduction 
period found dealer advertising still 
accenting the leftover ’60s. An Ore- 
gon Ford dealer staged a “sealed- 
bid” sale to move them. “Our cost 
is on the windshield,” he said. “The 
highest bid over cost takes the car.” 

In mid-November, GM dealers 
received a letter from their divi- 
sional general sales managers 
urging them to review their ad- 
vertising and to forego distress- 
merchandise ads. 

Many dealers felt the advice ap- 
plied only to ’61 models. “The ’60s 
are distress merchandise, and 
everyone knows it,” declared one 
GM retailer. 

Around Thanksgiving, Detroit- 
area Ford dealers combined to ad- 
vertise a “final clearance” sale of 
1,577 new ’60s, Every model and 
body style was included, from Fal- 
con to Thunderbird. 

* * 








New York State Dealers Cite Teen-Agers— 


James J, Clarkeson (Lincoln-Mercury-Rolls Royce), right, president, New York State 
Automobile Dealers Assn., and John J. Evers jr., executive vice-president present cash 
awards to the two Hi-Y members whose highway safety legislative bills were selected as 
the best by their fellow members of the annual “mock session" of the New State Legisla- 
ture. More than 500 students, representing Young Men's Christian Association and Young 
Women's Christian Association groups throughout the state, took part in the three-day 
session in Albany. The young ladies who tied for first place are from left, Renita 
Carosello, Jamaica, N. Y., whose bill proposed reduced auto liability insurance rates 
for safe drivers, and Virginia Porter, Brooklyn, whose bill proposed that barriers be 
placed between opposing lanes of traffic on all state toll highways. 


Good-Faith Case Is Won 
By Chrysler on Coast 


By Steve Still and “popularity” of that year’s 
Staff Correspondent cars, and that Chrysler filled its 
SAN FRANCISCO. — Chrysler| orders from McLaren as best it 
Corp. is the winner in the second | could. 
good-faith case to go to trial in Judge Wollenberg said he didn’t 
United States District Court here. | believe there was sufficient evi- 
Judge Albert C. Wollenberg di-| dence for the jury to infer that 
rected the jury to return a verdict| Chrysler was guilty of failing to 
in favor of Chrysler after hearing | Show good faith in complying with 
testimony in behalf of McLaren the terms of the dealer’s franchise. 
Motors, Inc. (Dodge-Plymouth), of He pointed out that the fran- 
San Leandro, Calif. chise had been renewed in 1957 
Melville McLaren, president of and had neither been terminated 


the firm, had sought $480,000 dam- nor cancelled when McLaren 
ages. The McLaren firm, which — ~ a business in on é 
sold out in 1959, claimed losses of e said there “was a serious lac 
$160,000 and sought treble dam- |°f Showing to prove damages 


against Chrysler” and that the evi- 
ages under the Clayton antitrust | once shows “a great deal of con- 


act. 
Judge Wollenberg directed the peer Gia coment of ie 


verdict after the plaintiff had com- 
pleted his case and before Chrysler | ie eee that under = 
began its defense, ican _ ecient cock ore weil 
The plaintiff contended Chrysler a eee inal an yg ‘with 
exhibited bad faith in failure to| »04¢-Plymouth in tina was sania. 
deliver cars in a reasonable time, sented ar Clifton Hil Ashean 4 of 
in cancelling orders and delivering by Ri h 
some undesirable models Oakland, and Chrysler by Richard 
It also was contended that Chrys- sige,“ cwember, Boderal Distelet 
ler delivered $400,000 worth of autos . 

Judge William T. Sweigert threw 
to the dealership in 1957, which was out in mid-trial a $4,834,500 “bad- 
described as “far in excess of what faith” suit against For a Motor Co 
eould be handled.” As a result, the Judge Sweige ot dectated that the pleased with the whole program.” 
dealer By caren to a . plaintiff, Oakland ex-dealer Raleigh ate nage for a es then 
some of the cars at a great 108s, It' Teach, had shown no evidence |™used, “I'm never surpr by 













On the other hand, he said, some 
customers have already expressed 
pleasure in the possibility of draw- 
ing “dividends” on their Rambler 
purchases. 

Overall, he said, it should stim- 
ulate business and help the dealer 
profit picture, although, he added, 
the dealer portion “could be more 
liberal.” 

“The plan has created much pub- 
lic discussion and has helped to 
close some sales,” said Morris Lip- 
man, president of Lipman Motors, 
Hartford. 

“The dealers’ bonus plan is 
good incentive,” Lipman added, 
“however, it will be more diffi- 
cult for dealers who have been 
doing an outstanding job as their 
margin for increase is not as 
great as it is for dealers who 
have had low penetration. 

“T feel the plan needs a handicap 
system.” 

Lipman added, “In general, both 
plans will be of great help to 
American Motors and its dealers.” 

Said Mike Husak, Husak Broth- 
ers, Detroit, “It’s a good program 
but a lot depends on the economic 
situation. If that doesn’t hold us 
back, we should make out all right.” 

Bill Hermann, Rambler make 
representative on the NADA In- 
dustry Relations Committee and 
a Detroit dealer, said, “Both deal- 
ers and customers think the plan 
is quite something. People on the 
showroom floor and the service 
customers, too, are all talking 
about it. The dealers are very 
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VEN in December, some dealers 

were offering '60s and ’61s in 
the same ad, A Midwest merchant 
summed up the situation in these 
words: “All reasonable offers ac- 
cepted; all unreasonable offers con- 
sidered.” 

The end of the year brought 
the usual Christmas promotions 
plus extra campaigns by dealers 
in cities or states that impose an 
inventory tax. “We don’t want to 
count ’em, we want to sell ’em,” 
declared one auto merchant. 
an Michigan, the State Legis- 
lature provided dealers with an 

end-of-year incentive. The lawmak- 
ers met in special session this 
month to increase the state sales 
tax from 3 percent to 4 percent, 
effective Jan. 1. Newspaper ads 
and showroom windows currently 
are advising Michigan residents to 
“Buy now—beat the sales tax hike.” 


Cadillac Breaks 
Yearly Sales High, 
Topping 150,000 


DETROIT.—Delivery of every 
Cadillac car in the remaining days 
of 1960 is establishing new sales 
records for Cadillac Motor Car Di- 
vision. : 

Last week a Cadillac was deliv- 
ered somewhere in the United 
States which surpassed the divi- 
sion’s former alltime domestic sales 
record of 143,611 in 1955, 

Harold G. Warner, Cadillac gen- 
eral manager, anticipates during 
the final days of December that 
Cadillac dealers and distributors 
will establish the new record of 
approximately 151,000—more than a 
five percent increase over 1955. 

Cadillac sales first reached 100,000 
in 1950, Warner pointed out. During 
the last decade more than 1,249,000 
automobiles were sold, contrasted 
to 1,000,694 for the entire 48 years 
from 1902 to 1950, he added, 

“We look for 1961 to be every bit 
as good for Cadillac as 1960,” said 
Warner. 










































was argued. of coercion or bad faith on Ford’s | Romney.” 
It was further claimed that rt in dealings before termination| Joseph Gentile, South Side Ram- 
pa gs 
Chrysler delayed certain pay- | of franchise. bler, Philadelphia, said, “I think it 
ments due the dealership. Me- | Dealership bad-faith suits against |is the greatest thing any factory 
i ” Oe aoe om General Motors and American Mo-| ever did for a dealer organization.” 
ruined and his pal tors have been dismissed in Texas; Ford dealers reported a number 
He blamed Chrysler because his and New Jerse respectively. | of i iri to their “rebate 
flooring arrangement was can- y, or -| 0S inquiries 25 to ie e 
lled in 1957 by a loan firm Chrysler Corp. settled out of court] plan” because of tiein publicity 
“Aith . a Michigan suit in which a Federal| which Henry Ford’s 1915 scheme 
ough Chrysler did not pre- i 
judge found that the good-faith law | received. 
sent a defense, it did present argu- was “not unconstitutional.” eds Se 
ments in pre-trial eee See C ‘ M fle 
These attempted to show that # r u r 
Chrysler did not compel McLaren Pre-Trial Next Week eramic 
to take a certain number of cars,| J» N, J. Pontiac Suit Now on Rambler 
but had forecasts of the number he cf 5 
was likely to sell; that a shortage NEWARK, N. J.—P cow Late R la t Li t 
. ceedings in the Sheldon Pontiac 
existed in 1957 because of a strike cohmeltney aul eghiaat 10 Pantiac ep cemen is 
dealers in northern New Jersey are} DETROIT.—Rambler’s ceramic- 
Olds Tops 99 P ct. scheduled to get under way Jan. 3| coated mufflers and tailpipes are 
before Federa] District Judge Wil-| now available as replacement items 
liam F. Smith. 
On Accel-A-Rotor The 18 defendants and their Pon- | £0" Past-year Ramblers, Roy Aber- 
LANSING.—Customers are order-| tiac Dealers Assn, of Northern New |"ethy, executive vice-president = 
ing a record high percentage of| Jersey are accused by plaintiff American Motors, has announced. 
Oldsmobile Dynamic 88s, Super 88s| Sheldon Schiffman of having Like the original-equipment muf- 
and 98s equipped with the division’s| threatened to surrender their fran-| flers and tailpipes installed on all 
newly designed Hydra-Matic trans-| chises in mid-1956 in a successful |’g1 Ramblers, the replacement parts 
mission with Accel-A-Rotor action,| plan to reduce car allotments to| wi) carry a lifetime warranty 
it is announced by Jack F. Wol-| Sheldon Pontiac in New Brunswick, | i. the car is owned by the per- 
fram, general ‘manager. N. J. son who had the new muffler or 
“The exact percentage of full-size} General Motors hag not been 1 sostetie id 
'61 Oldsmobiles equipped with Hy-| named as a co-defendant, although | t#ilpipe installed, Abernethy said. 
dra-Matic since the beginning of| various officials have been sub- If a replacement is ever needed 
production in early September,”| penaed for the case. Counsel for|it will be replaced free of charge, 
Wolfram said, “is 99.54. This means| Sheldon Pontiac, which has main-|including both parts and labor, 
that our customers are ordering|tained its Pontiac franchise, is| Abernethy said. The ceramic-coat- 
the transmission option on 199 out} Danzansky & Dickey, of Washing- | ed mufflers are available for '56 and 
of every 200 Oldsmobiles we build.” | ton, newer Ramblers. 
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Veteran Dodge Dealers Honored— 


H. R. Petrie, left, Dodge Charlotte (N.: C.) regional manager, presents a Silver Anni- 
versary Plaque to W. G. Collins, South Hill, Va., while A. L. Lawrence, Richmond, Ya., 
receives the same award from Byron Jennings, (right) Dodge Richmond district manager. 
Lawrence and Collins were both honored for 25 years service at a Dodge dealer 


and salesman meeting in Richmond. 


Colorado Independents Get 
Tips on Profitable Selling 


DEN VER—Sound buying is a 
key to sound profits in the used-car 
business, George Staples, Securities 
Credit Corp. vice-president, told a 
special meeting of the Independent 
Automobile Dealers Assn. of Col- 
orado. 

He reviewed some familiar ideas 
in a talk entitled “What's Wrong 
with the Used-Car Business?” 


“When appraising a car for pur- 
chase,” Staples continued, “jot down 
the things you know will have to 
be done to make it salable, make 
your bid accordingly, then do these 
necessary things if your bid buys 
the car.” 

He urged the dealers to build a 
close contact with two or three 
dealers and financing institutions so 
that they “can be assured of a rea- 
sonably ready source of supply for 
used cars.” 

In discussing time sales. Staples 
said a close relationship between 
dealer and financing organizations 
will help assure a profitable opera- 
tion for both. 

“Just as a financing institution 


must have respect for your knowl- 
edge and experience and judgment 
in the merchandising of used cars, 
so you must have respect for your 
finance organization’s knowledge, 
experience and judgment in the ex- 
tending of credit to your retail cus- 
tomers,” he added. 

An adequate bookkeeping sys- 
tem and good records of pur- 
chases and sales are vital in a 
profitable operation, he said. 

He posed several questions in con- 
nection with operations: 

1, Do you know how much profit 
you have to make on a car—how 
much you have to sell it for to 
come up with a reasonable return 
on your investment? 

2. Do you prepare an operating 
statement and balance sheet at the 
end of every month to see where 
you stand or do you wait till the 
end of the year to have your auditor 
tell you what you did or didn’t do? 

3. Are you analyzing your ex- 
penses regularly to see where you 
can cut costs without impairing 
your sales volume? 

4. Are you analyzing your losses 
to see where you made your mis- 
takes, so you can avoid them in the 
future? 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 
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Jan. 28-Feb. 1 in San Francisco. . . 


Convention Program 


|\Completed 


WASHINGTON. — The program 
for the 44th annual convention and 
exhibition: of the National Auto- 
mobile Dealers Assn. in San Fran- 
cisco Jan. 28-Feb. 1 was announced 
last week. 


Convention sessions will be held 
in the Civic Auditorium, and the 
equipment exhibition will be in 
the adjacent Brooks Hall. 

The program follows: 


Saturday, Jan. 28 


Registration for the convention 
and exhibition will take place in 
the Civic Auditorium Lobby at 8:45 
a.m. 

The National Automobile Dealers 
Equipment Exhibition will open at 
the same time in Brooks Hall. The 
exhibition will feature Service Con- 
sultation Hall and Used-Car Con- 
sultation Hall. 

The opening convention session 
is scheduled for 2:30 to 4:30 p.m. 
in Civic Auditorium. 

The opening address will be 
made by Sam F. Pearce, assist- 
ant counsel, Lockheed. Aircraft 
Corp. Missiles and Space Division, 
Sunnyvale, Calif. 

His topic will be: “Who’s Going 
to Organize Your Sales and Clerical 
Employes—You or the Union?” 

The talk will be followed by a 
panel discussion, “A Formula for 
Profit Through Service.” The par- 
ticipants will be: 

Vern Richards, moderator, gen- 
eral manager of Val Strough Chev- 
rolet Co., Oakland, Calif.; Larry 
Swim, general service and parts 
manager, Korick Buick, Erb Mo- 
tors (Plymouth) and Carmichael 
Studebaker, Sacramento, Calif., and 
Jack Sullivan, vice-president and 
service manager, Oakmont Motors, 
Oakland, Calif. 


Sunday, Jan. 29 


Following convention and exhibi- 
tion registrations at 8:45 a.m. in 
the Civic Auditorium Lobby, there 
will be a nonsectarian, laymen-led 
worship service in Civic Audi- 
torium. 

Frank Yarnall, Chicago, for- 
mer NADA president, will be 
master of ceremonies, and the 
speaker will be Dr. George K. 
Schweitzer, University of Tennes- 
see, Knoxville, Tenn. 

The soloist will be Bill Carle, San 
Diego, Calif., and the artist, Dr. 
Karl Steele) Wheaton College, 
Wheaton, Il. 

A panel presentation, “The Im- 
pact of Compacts on Dealership 
Profits,” will feature the afternoon 
session from 2:30 to 4:30 p.m. in 
Civic Auditorium. , 

The moderator will be Arthur 
Kenny, Vallejo, Calif., chairman of 
the 1961 NADA Convention Com- 
mittee. The participants will be: 

Tom Costello, Costello-Kunze 
Ford, Jennings, Mo.; Henry Billion, 


president, Billion Motors (Oldsmo- | 
bile-Rambler), and Pat Hyndman, | 


U.S. Steel Pi 


Musical Show 
At NADA Parley 


PITTSBURGH. — A Broadway- 
type musical show highlighting the 
role steel plays in creating the mod- 
ern automobile will be presented 
by United States Steel Feb. 1 at 
the National Automobile Dealers 
Assn. annual convention in San 
Francisco. 

Presentation of the U. S. Steel 
show marks the first time NADA 
has invited a materials producer to 
participate in its annual meeting. 

U. S. Steel has engaged Max 
Richards, veteran Broadway pro- 
ducer, to stage its production. A 
new stage process, Phenom-A- 
Rama, will be used for the first 
time in U. S. Steel’s production. The 
process involves a special lighting 
feature on stage that makes pos- 
sible a complete change of scene 
almost instantaneously, U. S. Steel 
said. 

The show, titled, “Deai Me In,” 
is a 45-minute musical comedy 
carrying the theme, “Sell steel, it 
sells for you.” 





by NADA 


vice-president and general man- 
ager, San Diego Auto Lease, San 
Diego. 

The Lawrence Welk Show, pre- 
sented through the courtesy of 
Dodge, will feature the Sunday 
Evening Musicale at 8:40 p.m. in 
the Civic Auditorium. 


Monday, Jan. 30 


Organ music from 9 to 9:25 a.m. 
in the Civic Auditorium will pre- 
cede a five-minute newscast. 

Rabbi Meyer Heller, Congrega- 
tion Emmanu-El, San Francisco; 
will give the invocation at the 
morning convention session which 
opens at 9:30. 

After the presentation of colors 
and the National Anthem, Kenny 
will welcome the convention visi- 
tors. Birkett L. Williams, Cleve- 
land, NADA president, then will 
introduce 1960 NADA committee 
chairmen and deliver the presi- 
dent’s report to the members. 

An address on “Why Things Look 
Good—in 1961 and 1971” will be de- 
livered by Arthur Upgren, director, 
Bureau of Economic Studies, Mac- 
alester College; St. Paul, and vice- 
president, Federal Reserve Bank of 
Minnesota. 

Another program of organ music 
is scheduled for 2 to 2:25 p.m., fol- 
lowed by a five-minute newscast. 

John Nevin Bauman, president, 
White Motor Co., will lead off the 
two-hour afternoon session with a 
talk on “Why Trucks Are Money 
Makers.” 

Logan A. Boggs, manager of auto- 
mobile dealer sales, Burroughs 
Corp., Detroit, then will discuss 


“Daily Data—Its Importance to} © 


Knowledge and Profits.” 
Starting at 5:30 p.m., there will 
be open houses “all over town.” 


Tuesday, Jan. 31 


The day will open with the NADA 
30-Year Club Breakfast at 7:45 a.m. 
in the Whitcomb Hotel’s Main Ball- 
room. The speakers will be Dr. Carl 
S. Winters, First Baptist Church, 
Oak Park, Ill, and Tom Frost, 
treasurer, Automotive Old Timers, 
and Warrenton (Va.) Ford dealer. 

In Civic Auditorium, there will 
be organ music from 9:15 to 9:40 
a.m., followed by five minutes of 
news. The two-hour morning con- 
vention session will start at 9:45. 


The first address will be given 
by Raoul Permeke, president, In- 
ternational Office of Motor Trades 
and Repair, Antwerp, Belgium. His 
topic will be “The World’s Auto- 
motive Market.” 

“You and Wage-Hour Legislation” 
will be discussed by two congress- 
men—Rep. William Ayres, Ohio Re- 
publican, and Rep. A. Paul Kitchin, 
North Carolina Democrat. 

The two-hour afternoon session, 
which opens at 2:30 p.m., again will 
be preceded by an interlude of 
organ music and five minutes of 
news. 

The leadoff talk will be given 
by Robert W. Sarnoff, chairman of 
National Broadcasting Co., followed 
by an address on “The Golden Age 
of Touch Football” by Whit Hobbs, 
vice-president, Batten, Barton, Dur- 
stine & Osborn, Inc. 

The annual convention dance will 





27-Year Dealer Quits 


After DeSoto Folds 


LOUISVILLE. — C. F. Smith 
Motor Co., 2210 W. Broadway, 
after 27 years with Chrysler has 
resigned its dealership, effective 
around the first of the year, The 
company had featured the de- 
funct DeSoto, along with Plym- 
outh and Valiant. 

Smith, a former blacksmith ap- 
prentice at Upton, Ky., has spent 
39 years in the automotive busi- 
ness. He handled Willys Knight 
and Overland, prior to taking on 
Chrysler. 

Decision of Chrysler to abandon 
DeSoto caused Smith to discon- 
tinue the dealership. The com- 
pany plans to continue service 
and gradually dispose of its: used 
cars. It does not plan to take on 
any other line. 











begin at 9 p.m. in the Garden 
Court, Sheraton-Palace Hotel. 


Wednesday, Feb. 1 


There will be organ music from 
9 to 9:25 a.m., followed by a five- 
minute newscast. 

Jess M. Johns, partner, Eisaman, 
Johns & Laws, Hollywood, Calif., 
will be the first speaker at the two- 
hour morning session starting at 
9:30. His topic will be “NBC-NADA 
Auto Radio Network—How It 
Works—What It Can Mean to 
Franchised New-Car and Truck 
Dealers.” 

At 10:30 a.m. there will be a 
dramatic presentation, “Deal Me 
In,” with a cast of professional 
actors. 


Following organ music from 2 
to 2:25 p.m, and a five-minute news- 
cast, the closing convention session 
gets under way. 

The newly elected NADA officers 
for 1961 will be introduced hy re- 
tiring President Williams. An ad- 
a by the new president will fol- 
ow. 

The session will conclude with a 
talk by Arthur H. Motley, presi- 
dent and publisher, Parade Pub- 
lications, Inc., and president, United 
States Chamber of Commerce. His 
subject will be, “Are Businessmen 
Second-Class Citizens?” 

The NADA Revue—1961 Edition 
will be the convention’s concluding 
event at 8:40 p.m. in Civic Audi- 
torium. It will star Bob Hope, pre- 
sented through the courtesy of 
Buick. 


7 

Simons, Pollard 
* 

Opening VW Deal 

PORTSMOUTH, N. H.—Bert 
Simons, who had been national 
sales training director for Volks- 
wagen of America, Inc., hag be- 
come a VW deal- 
er in Portsmouth. 

Simons and 
Harry F. Pollard 
jr. are partners 
in Seacoast Mo- 
tors, which will 
occupy a new 
building expected 
to be ready late 
in January. The 
building will have 
8,000 square feet 
of showroom and 





service space. 

Simons said he will direct sales 
and administration of the dealer- 
ship, while Pollard will be in 


|charge of service and parts. 


Panhard Outlet Opens 
BRUNSWICK, Me. — Brunswick 
Car Center (Panhard) has been 
opened in the former Ward & 

Wallace Building on Bath Rd. 
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changes between GM and AMC 
nearly overshadowed the new AMC 
program to give U. S. savings bonds 
to Rambler buyers if sales attain 
predetermined sncrenses. 


Rebates on Cars 
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Squabble Flares on Overseas Spending . . . 
Romney Again Levels Attacks on GM and Ford 


home market their market, not our| spotlight on some of the principal 


By Robert M. Lienert long-time importer of the British- 


Associate Editor 


-MERICAN MOTORS President 
George Romney last week re- 
iterated charges that General Mo- 
tors and Ford Motor Co. are engag- 
ing in “economic imperialism.” 

However, some of the edge had 
been taken off the charges which 
Romney had hurled earlier in New 
York in announcing a customer re- 
bate plan and which had led to a 
strongly worded defense from GM. 
Ford has maintained a firm silence. 

Explaining the new Rambler 
“progress sharing” program last 
week to 500 persons representing 
AMC suppliers, Romney admitted 
that his original broadside volley 
against GM and Ford had stirred 
up “rather a.strong reaction.” 

“We anticipated a mixed reac- 
tion,” Romney said. “That’s true of 
any new approach.” 

Speaking with the air of a man 
who is trying to coax some of the 
hornets back into the nest, Romney 
added: “I have the greatest admira- 
tion for our major competitors and 
their unprecedented accomplish- 
ments and I admire the great men 
of capacity directing their affairs.” 

* * ae 


MAJOR charges as originally de- 
livered by Romney in New 
York were: 

1. That automotive employment 
had declined in Michigan from 64 
percent of the total in 1939 to 39 
percent currently. 

2. That Ford and GM are expand- 
ing operations abroad in order to 
purchase or manufacture supplies 
and products in foreign countries 
for import into the U. S. 

GM replied angrily to these 
charges and certain segments of 
the press also criticized Romney, 
pointing out that AMC had moved 
some of its operations out of 
Michigan and that it was a 


Failure to Sell 
Service Blamed 
In Renault Slump 


PORTLAND, Ore.—The practice 
of “selling the car and not the 
service” is to blame chiefly for the 
big slump in Renault sales this 
year, according to a research spe- 
cialist with a Renault survey team. 

Bernard Hanon, one of six mem- 
bers of the management team from 
Renault of America, Inc., said reg- 
istrations this year likely would to- 
tal about 60,000 units, compared 
with 92,000 in 1959. 

The management group- visited 
Portland to assess the public’s in- 
tentions about future imported-car 
purchases. The United States is 
Renault’s top foreign market, ab- 
sorbing about 20 percent of the 
French firm’s total production, it 
Was explained. 

Discussing the sales slump and 
what Renault plans to do about it, 
Hanon said “time caught up with 
us while we were rebuilding our 
dealer organization. 

“Now we are going to do much 
more because we now have a very 
strong dealer organization,” he con- 
tinued. “We formerly had a dealer 
organization that operated for the 
quick gain and neglected the long- 
haul business and the establishment 
of service and customer relations.” 

Under a new marketing policy, 
Hanon continued, “hard selling, 
pressure and lousy advertising” are 
out, He added that the firm now 
has “a direct control over its deal- 
ers and will do more to educate 
them and help them in solving their 
problems.” 

During the visit here, the survey 
team talked with dealers, Renault 
owners, random passersby and op- 
position dealers, Hanon said. 


Area Meetings 


o 
Open in Georgia 
ATLANTA.—The Georgia Auto- 
mobile Dealers Assn. hag inaugu- 
rated a series of area meetings. 
The first was held Dec. 15 at Albany. 
L. L. Austin, executive vice-presi- 
dent, reported that Georgia’s pro- 
auto title law was among 
the topics. 


built Metropolitan. 

In the matter of employment, a 
GM spokesman said its Michigan 
payroll rose from 186,000 in 1950 to 
206,000 currently. It added that it 
has been a heavy exporter, rather 
than an importer, and that its future 
planning is in the same direction. 

Expansion plans abroad, GM said, 
have been based upon projections 
“justified by the overseas markets 
in which these cars are now being 
sold.” 

* * * 
ho used the supplier meet- 
ing last week to do some ex- 
plaining. When he discussed Michi- 
gan employment, he said, he was 
talking of the overall picture and 
had not singled out any firm. 

In reply to other charges that 
AMC had moved operations out of 
Michigan, Romney said, “We moved 
some auto operations to Wisconsin 
to salvage some remnants of a 
hopeless situation.” 

Harking back to 1953, Rom- 
ney said that when George Mason, 
then president of Nash-Kelvin- 
ator, started merger negotiations 
with Hudson, he had hoped to 
strengthen both operations. 

But in the year that it took to 
iron out merger details, Romney 
said, a deterioration set in. He 
quoted Mason as saying just before 
the merger was consummated: “I 
now find this is an oxygen-tent 
situation which can’t continue too 
long.” 

In the last stages of the merger 
negotiations, Romney said, Mason 
met with Walter P. Reuther, UAW 
president, and with heads of the 
Hudson locals. Mason told them 
that because of wage rates and 
union practices at Hudson, the only 
chance Hudson would have to sur- 
vive would be to move to Wisconsin. 

Said Romney, “Then Reuther, in 
an act of industrial statesmanship 
and without talking to Hudson local 
heads, said, ‘Mason is right, This 
operation cannot continue on any 
other basis.’” 


* * * 


Traces Met History 


THE other hand, Romney said, 

AMC has moved some “appli- 
ance business” to Michigan from 
Illinois in the past three years. 


Turning to the Metropolitan, 
Romney said it had been developed 
11 years ago and was introduced 
into the U. S. at a time when Volks- 
wagen sold only two cars in this 
country in a full year. The Metro- 
politan, he explained, was developed 
at a time when the Rambler was 
still being tooled. 

“We took the NXI (Met proto- 
type) around the country and we 
got indications that Americans 
wanted such a car. But it would 
have cost us $30 million to build 
some to find out for sure and we’d 
have been crazy to spend $30 
million on a ‘research program.’ 

“So we made arrangements with 
British Motor Corp. to produce the 
car. Over there, we spent only $1 
million on the body dies and we 
still own them, 

“We've never pushed it particu- 
larly. We’re working on a program 
to continue the Met. We'd like to 
build it in the U. S., but with econ- 
omic trends continuing, we can’t 
continue the Met on a domestic 
basis.” 

oe * * 

HE EMPHASIZED that Met pro- 

duction was on a partnership 
basis with a foreign firm. The con- 
ventional U. S. approach to business 
abroad—that is, full U. S. control 
of foreign-based operations—is 
wrong, Romney insisted. 


“Foreign nations consider the 


market,” he said. 

With AMC now preparing to 
begin auto production in Canada, 
Romney said, “As soon as we reach 
the point where Canadians want to 
invest in AMC of Canada, we'll let 
them. If they want to control it, 
we'll let them. 


In speaking of industrial expan- 
sion abroad, Romney said Ford Mo- 
tor Co. has “permitted it to be indi- 
cated that the Cardinal will be 
based on a combination of foreign 
and domestic components for cost 
reasons. 

“Are we costing and pricing our- 
selves not only out of the world 
market but out of the domestic 
market?” he asked. 

* + * 
Investment Concern 


OTING that U. S. business in- 
vestments abroad had risen 
from $11.7 billion in 1950 to $29.8 
billion in 1959, Romney said: 
“Excessive investment abroad for 
the purpose of sales in this country 


is something we should be con- . 


cerned about.” 


Most of Romney’s remarks at the : 


AMC supplier meeting repeated 
points he made in his earlier com- 
ment on GM’s reply to his New 
York charges. 

GM, in earlier stating “the facts 
about our business,” said: 

“General Motors has substan- 
tially expanded its operations in 
Michigan over the past decade. In 
1950 our physical facilities located 
in Michigan covered 54 million 
square feet of floor area. Today 
they cover more than 82 million 
square feet. . . 

“A comparable increase in floor 
space has taken place in our U. S. 
facilities outside Michigan. 

“General Motors hag materially 
added to its employment in Michi- 
gan since 1950, which was the year 
of highest employment in the post- 
war era up to that time. 
* + ca 


“q)UR total employment in Michi- 
gan in 1950 was 186,000, of which 
56,000 were in the Detroit area. 
Today we have 206,000 men and 
women on our payrolls in Michigan 
and 72,000 in the Detroit area... 

“General Motors has consistently 
been a heavy exporter of American 
products, rather than an importer 
of foreign products, and our future 
planning is in the same direction. 

“In 1960 we will export goods 
overseas worth more than $350 mil- 
lion, amounting to about 15 times 
the value of our imports... 

“Our plants abroad have been 
established for many years to pro- 
duce cars, trucks and other prod- 
ucts specifically designed for and 
sold in overseas markets ,. . Our 
expansion plans abroad have been 
based upon projections justified 
by the overseas markets in which 
these cars are now being sold. 

“General Motors has not been im- 
porting components from abroad 
and has no intention of embarking 
upon such a program. 

“Far from bringing parts in from 
abroad, the facts are that General 
Motors is now shipping U. S.-built 
automotive components such as 
automatic transmissions to Eng- 
land, Germany and Australia for 
use on General Motors cars manu- 
factured in those countries. Also, 
our English subsidiary last year ob- 
tained 10 percent of its sheet steel 
requirements in this country.” 

od + * 


Spotlight on Causes 


| HIS comment on this GM reply, 
Romney summed up: 

“My purpose was to call forceful 
attention to these industry, national 
and world trends and to put the 


Sales Needed for Rambler Rebate 








causes, 

“The biggest single cause igs the 
gobbling up in recent years of 
America’s economic progress by 
well-organized minority groups, 
rather than the sharing of such 
progress by ALL consumers—and 
that is why we announced our Ram- 
bler customer progress-sharing pro- 
gram.” 

Within the 


industry, the ex- 


Olds Appoints 


Sales Officials 
To New Posts 


LANSING.—_James G, Ellis, 41, 
former assistant zone manager of 
Oldsmobile’s Chicago zone, has been 
promoted to Dallas zone manager. 

Ellis replaces R. R, Neville, who 

has been appoint- 


assistant to Em- 
mett P. Feely, 
Oldsmobile gen- 
eral sales man- 


office here. 
Other Oldsmo- 


include the fol- 


James G. Ellis 
Houston, was transferred to Chi- 
cago to replace Ellis, 

John Reeves, Portland zone man- 
ager, was named Minneapolis zone 
manager succeeding J. F. Mattox 





Daniel Stehle 





J. T. Kolencic R. E, Aldred 
jr., now director of advertising for 
the division. John T. Kolencic now 
heads the Portland zone. He for- 
merly was assistant manager in 
Omaha. 

Russell E. Aldred, a 25-year em- 
ploye, was named to the newly cre- 
ated post of director of territory 
surveys. The surveys involved in his 
job are those “designed to main- 
tain the proper number of dealers 
strategically and logically located.” 
Aldred formerly was administrative 
assistant to the general sales man- 
ager. 


Eggert, Brown 
Move at Ford 


DEARBORN.—Ford Division has 
traded marketing research man- 
agers with the Ford corporate staff. 

Robert J. Eggert, formerly on the 
staff of outgoing President Robert 
S. McNamara, has moved to Ford 
Division to direct marketing re- 
search, He joined Ford in 1951 after 
serving with the American Meat 
Institute. At one time, he taught at 
Kansas State College. 

Dr. George H. Brown, formerly 
with Ford Division, hag taken 
charge of marketing research for 
the central staff. He joined Ford in 
1954 after 17 years as professor of 
marketing at the University of 
Chicago. 


Henson Motors Bankrupt 

UTICA, N, Y. — Liabilities of 
$76,808 and assets of $50,264 are 
listed in a petition in bankruptcy 
filed in United States District Court 
here by Henson Motors, Inc., 825 
E. Genesee St., Syracuse. 





ed administrative 


ager at the home 


bile appointments 


lowing: Daniel 
Stehle, assistant 
zone manager in 











Got Started 
At Ford in 1914 


DEARBORN.—F ord Motor Co. 
was silent last week on whether. it 
will offer a rebate plan in competi- 
tion with that announced by Ameri- 
can Motors Corp. as the auto in- 
dustry recalled that Ford is the 
grandfather of rebates. 

More than 46 years ago, Henry 
Ford announced that his company 
was offering buyers a rebate plan. 
That plan is credited by some with 
providing the outlet of mass con- 
sumption fo: tne mass-production 
methods that Ford had developed. 

Ford’s plan was relatively simple. 
If the company sold 300,000 Model 
Ts between Aug. 14, 1914 and Aug. 
1, 1915, the buyers would receive 
rebates of $50 apiece. 

The company did sell 308,213 cars 
in the period. The buyers were 
given “profit sharing riders.” They 
filled out the coupons and sent them 
to the Ford office in Highland 
Park. 

The rebates were paid in check 
in a plan which cost the company 
$15,410,650. The checks were sent 
out in lots of 10,000 a day. 

In the following year, Ford halted 
the bonus and reduced prices by $50. 
Because the bonuses had cut profits, 
stockholders filed suit to force a 
halt in the bonus plan and a court 
ruled against Ford, saying, in effect, 
that stockholders, not customers, 
were entitled to a company’s profits. 

Henry Ford settled the issue even- 
tually by buying out the stock- 
holders, but he never again offered 
a bonus to buyers. 

In July, August and September 
this year, Studebaker-Packard of- 
fered a $100 discount to stockhold- 
ers who bought Larks. 


Bass Deal Shuts 
In Miami Beach 


MIAMI.—Bassg Chrysler, Inc., one 
of only two auto dealerships on 
Miami Beach, has closed operation 
and gone out of business. Chrysler 
is building three new dealerships 
in Miami, it was explained. 

Originally the Bass brothers were 
scheduled to operate a new Plym- 
outh-Chrysler deal, but this has 
now been cancelled. 

Vic Potamkin Chevrolet now is 
the sole auto dealer on the Beach. 
Potamkin, who also operates a 
Chevrolet dea] in Philadelphia, pur- 
chased the Beach franchise several 
years ago from Leo Adeeb, For 
some time, there have been rumors 
that Potamkin Chevrolet would 
move to new quarters in South 
Miami. 


Horrobin Buys Ford Deal 


PASCO, Wash.—Central Ford has 
been purchased by Jerry Horrobin, 
formerly with Ford in Seattle. The 
dealership had been owned by Bill 
Simonds and Newell Fait. 


oS AN SN 


Early Arrival— 


Santa Claus arrived early this year at 
Plymouth, delivering the 500,000th Plym- 
outh to Harry E. Chesebrough, Plymouth 
general manager, on Dec. 20, five days 
before Christmas. In the calendar year 
1960, Plymouth will build 505,785 cars in 
the United States and Canada—its best 
production year since 1957. The half- 
millionth car is a Plymouth Belvedere two- 
door hardtop. 


| 
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Car, Truck Output Estimates 
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Dee. 24, Wwe . 
1960 1959 


Car Output Declines 
To 114,000 in Week 


(Continued from Page 1) 
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**Totais for 1959 include Edsel production. 





bie 3,351 


i 


11,19 861 

118,615 1,717,778 1,861,162 

1,504,705 1,485,288 
795 498,219 

901,497 


iF ee oe 
1,610 4,269 


130,829 433,011 5,489,430 6,611,582 


151,137 105,003 








COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 











Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 

Dee, 24, Week, Dee. 17, December Dee. 26, Dee. 24, 

1960 1959* 1960 To Date 1959* 1960 
ocr lickntdis 6,400 5,523 7,138 24,892 319,969 389,544 
20 42 18 69 5,326 2,444 
60 64 18 233 3,472 3,464 
1,200 1,217 1,493 4,169 70,155 10,062 
haisiohlbAdedensivcdccseshoe 6,407 3,771 8,098 27,219 327,567 333,305 
1,092 1,190 1,344 5,524 75,084 100,585 
2,370 1,501 1,818 6,464 141,260 118,311 
200 179 173 683 16,887 14,242 
MAY: agscckcns 62 314 10,695 12,312 
245 295 308 918 19,726 15,564 
1,325 2,050 1,759 5,346 110,982 122,005 
80 40 80 263 4,283 4,555 
. «-- 19,471 15,872 22,369 76,094 1,105,406 1,186,393 
133,765 119,285 153,198 509,105 6,594,836 7,797,975 
71,336 4,966 8,064 26,747 360,321 388,013 





Trucks, 
U. S. and Canada....141,101 124,251 161,262 535,852 6,955,157 8,185,988 


Memphis Dealers Act... 


Blitz Sales Crackdown 





MEMPHIS.—A number of famil- 
iar blitz sales techniques have been 
banned or restricted by the Mem- 
phis Automobile Dealers Assn., ac- 
cording to Joe H. Schaeffer, associ- 
ation president and head of Bluff 
City Buick. 

The new rules are in a code of 
ethics adopted by the association. 
Changes in advertising rules had 
the backing of the Better Busi- 
ness Bureau and local advertising 
media. 


The code bans the use of “would- 
you-takes” and says that dealer ad- 
vertising cannot use such claims 
as: “We will not be undersold.” 


U. S. Rubber Cuts Prices 


Of Some Truck Tires 


NEW YORK.—United States 
Rubber Co. hag reduced the list 
prices of some of its truck-tire lines 
by 7% percent. 

The reductions are intended to 
bring prices in line with prevail- 
ing market prices, the company 
said. The tire sizes affected, 8.25 
through 11.00 inches in cross sec- 
tion, constitute a small segment of 
the truck-tire market. 





Use of such terms ag “repossessed,” 
“cost,” and “no money down” is also 
regulated. 

The action on the code came just 
after the dealer license plates used 
by Schaeffer’s dealership were re- 
voked for failure to comply with 
ne financial responsibility 
aw. 


State officials said that a part- 
time salesman for Schaeffer was in- 
volved in a minor accident. When 
the dealership failed to respond to 
requests for proof of financial re- 
sponsibility, the state moved to re- 
voke the dealer tags. 

Schaeffer said he has more 
than $1 million in liability insur- 
ance, The state officials admitted 
that the dealership had shown 
proof of financial responsibility in 
past accidents and the present 
case was probably an oversight, 

The Memphis dealer group voted 
to ask the state to simplify the ad- 
ministration of the responsibility 
law. Schaeffer, who is a member of 
the Tennessee Motor Vehicle Com- 
mission, said he would meet with 
state cials soon to see what the 
upcoming session of the Legislature 
can do to improve the law. 





6,886 | Plants closed down last Thursday 


until Jan.. 9, with the exception of 
the Detroit Jefferson Ave, opera- 
tion, which will reopen tomorrow 
(Dec. 27), and Dodge Truck, which 
resumes Jan, 3. 

Other makers will resume as- 


‘ollowing 
over the New Year’s holidays. 

Compact cars took 31.7 percent 
of last week’s production on a total 
of 36,163 units. This was 13.5 per- 
cent under the previous week’s fig- 
ure of 42,270. 

In the comparable week in 1959, 
when there were only five com- 
pacts, the industry turned out 
21,083 of the small cars. 

The five General Motors divisions 
produced an estimated 61,064 cars 
during the week, accounting for 
53.2 percent of the industrywide 
total. Ford Motor Co. plants turn- 
ed out 30,788 units, which repre- 
sented 27 percent of the total. 

Chevrolet was the top individual 
make, producing 27,600 cars for a 
percentage of 24.1 of the total. Ford 
Division’s 25,603 represented 22.3 
percent. 


~*~ * * 
ALTHOUGH last week’s total 
production fell below the pre- 
vious seven-day period, it was up 
10.5 percent higher than the 103,422 
units turned out in the like week 
a@ year ago. 

The estimated truck production 
for the week ended Friday ran 22.7 
percent higher than the 15,872 units 
assembled in the comparable pe- 
riod in 1959, 

Estimated total production of 
cars and trucks built in the 
United States last week wag 133,- 
765 units, a drop of 12.7 percent 
under the previous week’s 153,198, 
but a gain of 12.1 percent over 
the 119,285 in the like period last 


year. 

The Canadian industry, with all 
firms but General Motors on a five- 
day week, turned out an estimated 





Five Managers 
Of Zone Sales 
Named by S-P 


SOUTH BEND.—Five zone sales 
appointments have been announced 
by L. E, Minkel, Studebaker-Pack- 
ard marketing vice-president. 

L. G. Carne has been reappointed 
zone sales Manager in San Fran- 
cisco. Formerly western regional 
manager, Carne will assume direct 
charge of Studebaker sales in the 
Bay Area. 

Carl Waltzer has been named 
zone sales Manager in Los Angeles. 
Waltzer, who was Los Angeles zone 
Sales manager from 1955 through 
1958, has held that position for 
Studebaker in Portland, Ore., for 
the last two years, In Los Angeles, 


he replaces M. M. Scovill, who has s 


resigned. 

A. J. Daigle succeeds Waltzer as 
zone sales manager in Portland. 
Daigle, who has been San Francis- 
co zone sales Manager in recent 
months, was formerly assistant 
zone sales Manager in Portland. 

Glenn 8S. Finney hag been ap- 
pointed zone sales manager in 
South Bend. Finney, who has been 
central regional sales manager 
since Sept. 1, 1959, replaces R. M. 
Hendrixson, who has resigned. 

E. J. Platfoot has been appointed 
zone sales manager in New York. 
Platfoot, who hag been eastern re- 
gional sales manager since Sept. 1, 
1959, replaces John R. Wallace, who 
has been named assistant sales 
manager of New York zone. 





Sale of Mailing List 
Leads to Arrest 
MEMPHIS.—Sale to an auto 
dealer of a mailing list led to the 
arrest of Allen Cole Springer, 
president of Ernest Cole Co, 
Police said the list contained 








7,336 cars and trucks, compared 
with 8,064 in the previous week and 
4,966 in the corresponding week last 
year. 

* * * 
STIMATED total cars and 
trucks built by both the U. S. 

and Canadian industries during the 
week was 141,101, down 12.6 percent 
under the previous week’s 161,262. 
But the figure was 13.6 percent 
higher than the 124,251 units as- 
sembled in the like week in 1959. 
For the calendar year through 
Friday, U, S. makers have pro- 
duced an estimated 6,611,582 
autos, compared with 5,498,430 in 
the similar period a year ago. 
Truck production in the like pe- 
riod of 1960 totalled an estimated 
1,186,393 units, up more than 80,000 
over the 1,105,406 turned out a year 


ago. 

Combined U. S. and Canadian car 
and truck production through Fri- 
day totalled 8,155,988, an increase 
of 1,230,831 over last year’s figure 
for the comparable period. 

The Canadian industry produced 
an estimated 388,013 units through 
Friday, compared with 360,321 in 
the like period last year. 


pens the past week, Harry E. 
Chesebrough, Plymouth general 


manager, announced that the divi- 
sion had produced its 500,000th 
Plymouth of the year, a Belvedere 
two-door hardtop. 

In the ’60 calendar year, he esti- 
mated, Plymouth will build 505,785 
cars in the U.S. and Canada for its 
best production year since 1957. 


would be 
terminated Jan. 13 at the St. 
Louis assembly Starting 


F, E. Wilde, plant manager, said 
the first Fords are expected to be 
assembled on Feb. 8, with a volume 
of 265 cars a day anticipated. 

Ford Division reported that it 
has begun production of the Falcon 
in its Atlanta plant, It is expected 
that Falcon production will be 
stepped up to 200 units a day soon, 
equalling the standard car’s daily 
output. 

Officials said assembly of the 
Falcon in Atlanta should speed de- 
liveries to Southern outlets by as 
much as eight to 10 days. 

Chevrolet announced that it has 
started limited production in the 
former aviation-engine plant in the 
Town of Tonawanda, N. Y., which 
was recently acquired from the fed- 
eral government. 

In the plant which adjoins the 
division’s other engine facilities, 
Chevrolet is turning out crankcase 
and camshaft gears for both Cor- 
vair and V-8 engines, a spokesman 
said. 

Chevrolet’s Tonawanda plant is 
the sole supplier of Corvair engines, 
and builds two types of V-8 en- 
gines. 


Gordon Will Address SAE 
At International Meeting 


DETROIT. — John F. Gordon, 
president of General Motors and a 
longtime member of the Society of 
Automotive Engineers will be the 
principal speaker 
at the interna- 
tional banquet to 
be held in connec- 


First Internation- 
al Congress and 


Automotive Engi- 
neering in Detroit 
Jan. 9-13. 

Toastmas- 
ter will be Harry 
Andrew A. Kucher FE. Chesebrough, 
1960 SAE president and Plymouth 
general manager. He will introduce 
Andrew A. Kucher, 1961 SAE presi- 
dent and Ford Motor Co. engineer- 
ing and research vice-president. 

The exposition, an expanded ver- 
sion of SAE’s regular January 
meeting, is expected to attract the 
largest collection of engineers in 
history. More than 100,000 engineers 
from all parts of the world have 
been invited. 

The exposition will utilize 200,000 
square feet of floor space, all on one 
floor of Cobo Hall, the scene of the 
highly successful National Auto 


how. 

Highlighting the affair will be 
the Science Pavilion, a 20,000- 
square-foot noncommercial display 
that will feature examples of the 
latest technical developments in 
automotive engineering. 

Primary purpose of the Science 
Pavilion is to help engineers vis- 
ualize how their colleagues are 
applying advances in physics, 
chemistry and other branches of 
science to improve ground ve- 
hicles and aeros aft. 

There will be 70 technical ses- 
sions at which more than 180 papers 
will be presented. The papers will 
cover a wide range of subjects, in- 
cluding the Wankel rotating com- 
bustion engine and vehicles for 
carrying explorers to the moon. 
Twenty sessions will feature papers 
by authors from outside the United 
States. 

An important part of the Con- 
gress will be the exhibits by more 
than 200 automotive suppliers and 
other companies, showing the latest 
in engines, materials, mechanical 
components, hydraulic and pneu- 
matic devices and production equip- 
ment. ” 

On Jan, 10 there will be the inter- 
national luncheon, honoring repre- 
sentatives of engineering societies 

















tion with the 


Exposition of 








outside the U. S. Paul G. Hoffman, 
former chairman of Studebaker- 
Packard and now managing direc- 
tor of the United Nations Special 
Fund, will speak on “World Trans- 
portation—Key to Economic Devel- 
opment.” 

Paul Ackerman, chairman of the 
operations committee for the Ex- 
position and engineering vice-presi- 
dent for Chrysler Corp., said the 
“pringing together under one roof 
engineers and scientists of this kind 
should promote as never before the 
opportunity for cross-fertilization 
of engineering minds.” 


Kindl to Retire 
From GM Post 


DETROIT.—Carl H. Kindl, 65, 
vice-president and director of Gen- 
eral Motors and group executive 
in charge of overseas and Canadian 
operations, will 
retire next Satur- 
day (Dec, 31). 

Divisions under 
his supervision 
since he was 
named to his 
present post in 
1949 include Gen- 
eral Motors of 
Canada, Ltd; 
McKinnon Indus- 
tries, Ltd, and 
General Motors 
Overseas Operations. GMOO has 
assembly, manufacturing and ware- 
housing facilities in 19 countries. 


Kindl joined GM in 1925 and be- 
came Delco Products general man- 
ager in 1936. From 1940 to 1948, he 
was a vice-president of National 
Cash Register Co. and Aviation 
Corp. Returning to GM, he became 
a vice-president in 1949 and a di- 
rector in 1951, He is a member of 
the administration and executive 
committees. 


3M, Warner-Lambert 


Suspend Merger Talks 


MINNEAPOLIS, — Officials of 
Minnesota Mining & Mfg. Co., and 
Warner-Lambert Pharmaceutical 
Co. have suspended action aimed at 
combining the two companies. 

In a join statement, William L. 
McKnight, 3M board chairman, and 
Elmer H, Bobst, Warner-Lambert 
chairman, have requested the De- 
partment of Justice to investigate 
the proposed combination before 
the firms take further action. 





Cari H. Kind! 
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Inventories Cited in Bearish 1961 Forecast .. . 


U. S. Sees 900,000 Fewer Cars 


(Continued from Page 1) 


the highest rate since the record 
year of 1955. 

“On Dec. 31, 1960, dealer inven- 
tories may be near one million 
units, or about the normal 40-45 
days’ supply. Therefore, the pro- 
duction rate in the first quarter 
of 1961 will not include any in- 
ventory buildup.” 

(This inventory picture can be 
compared with the status report 
given to the United States Chamber 
of Commerce early in December by 
Paul E. Herzog, research director 
of the National Automobile Dealers 
Assn. He called the inventory situa- 
tion “precedent-shattering” and es- 
timated that there were in dealer 
hands 971,000 units with about 137,- 
000 of these new ’60 carryovers. 
NADA’s projection is for sales, not 
production, but the two are closely 
related. 

(Herzog anticipated a decline in 
total sales from the 1960-expected 
6.7 million units to 6.5 million next 
year. 

(“Of the sales of domestic units, 
about 35 percent will be compacts 
of all descriptions,” he said. “Im- 
ports will continue to decline to 
around 375,000-400,000 units from 
an estimated 500,000 in 1960. This 
would mean that conventional do- 
mestics would account for about 
four million units.”) 

* * + 

[= government’s review of 1960, 

made before final year-end fig- 
ures are available, says auto pro- 
duction is expected to be 19.8 per- 
cent greater in 1960 than in 1959. 
It gives total 1960 auto production 
as about 6.7 million units—the same 
figure that NADA estimates for 
sales—and it notes that 1960 will be 
the highest production year since 
1955 when 7.9 million units were 
produced. 

In assessing trends in 1960, the 
government points out the strong 
influence that auto sales have on 
gross national product. It also uses 
statistics for the first nine months 
of the year to show that “though 
soft spots appeared in some areas 
of durable goods sales in 1960, the 
increase in automobile sales helped 
to offset the effect of these weak- 
nesses on total sales of durable 
goods.” 

In estimating 1960 car produc- 
tion as exceeding 1959 production 
by 1.1 million units, the govern- 
ment takes into account a num- 
ber of factors. Some are “a great- 
er variety of compact cars, and 
the economy versions of stand- 
ard-size cars, and the replenish- 
ing of inventories lowered by the 
1959 steel strike.” 

“The auto industry’s basic mar- 
ket is largely controlled by general 
economic conditions, replacement 
demand and scrappage,” the report 
states. “Scrappage of 2.7 million 
cars in 1959 was the lowest since 
1953. 

Factors’ also affecting the market 
are employment, disposable per- 
sonal income, credit conditions, 
population growth and the trend 
toward second cars because of the 
movement of families from urban 
to suburban areas. 

- * « 

* INIMUM labor unrest in the 

automobile and supplier in- 
dustries in 1960, unusually low 
dealer inventories at the beginning 
of the year, and public acceptance 
of the new makes and models, re- 
sulted in the highest production 
rate since the peak year of 1955. 

“Dealers’ inventories stayed near 
the one million mark most of the 
year, resulting largely from the in- 
creased number of name brands 
and models. 

“If dealer volume sales are to 
be maintained, a good selection 
of body styles, optional equipment 
items, colors and engine types 
must be available for immediate 
delivery to the customer, There- 
fore, dealers’ inventories are ex- 
pected to continue at a higher 
level than was considered normal 
in the past. 

“The industry is continually ex- 
panding its use of aluminum and 
even greater uses of aluminum are 
forthcoming in the 1960s, particu- 
larly with respect to engines. 

“With the introduction of the ’61 
models, aluminum engines will be 
offered by three manufacturers on 
eight makes, but some of these 





































engines will be available in limited 
quantities only. The ’61 models also 
use increased amounts of aluminum 
in grilles, transmission housings 
and components. 

“Aluminum usage in 1955 aver- 
aged 29.6 pounds for each car and 
has continued to increase. The 1961 
average for each car is expected 
to be around 62 pounds. 

“Aluminum bumpers are still un- 
dergoing extensive tests and will 
probably be used on some 1962 au- 
tomobiles. 

* + * 

“TFUEwe the period 1955-1960, 

air conditioning, once consid- 
ered a luxury option, substantially 
increased in sales, particularly in 
the low- and medium-priced car 
classes, and the increase is expected 
to continue. 

“Some progress has been made 
in developing antismog devices, a 
number of which are now under- 
going extensive tests. Because of 
the enactment of California’s law 
requiring antismog devices, new 
cars now being sold in California 
are being equipped with a “blowby” 
device. 

“Commencing with the 1961 
models, manufacturers’ warran- 
ties have been extended to 12,000 
miles or 12 months, whichever 
occurs first, in contrast to the 
traditional warranty of 4,000 miles 
or 90 days, Exceptional quality 
control in automobile manufac- 
turing techniques was largely re- 
sponsible for extending the war- 
ranty periods, according to indus- 
try sources.” 

The government is fully aware 
of the new era brought about by 
the advent of the compact car, It 
notes that because of public accept- 
ance, production of compacts rose 
steadily until it reached about 30 
percent of total auto production. 


The report adds: 


“Although demand for these new 
low-priced cars was greater than 
anticipated, the sales impetus was 
not entirely at the expense of the 
low- and medium-priced standard 
size cars. Most sales came from 
the steadily growing number of 
families requiring more than one 
car and from those families nor- 
mally purchasing a late-model do- 
mestic used car or import. 

“In 1961, the industry is offering 
additional compacts in a greater 
variety of makes and models. Com- 
pact cars are expected to account 
for 35-40 percent of the total 1961 
automobile production. 

* ” - 

“pus demand for economy 

cars brought about a revival 
of the six-cylinder engine, which 
will account for approximately 45 
percent of total unit production in 
1960, and the introduction of a new 
four-cylinder engine for the 1961 
model year, the first in the indus- 
try since 1953. 

“The manual transmission also 

oe we 
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Although many United States consumers 
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gained in popularity, The compacts 
hurt power option sales, such as 
power brakes and power steering, 
but the decline was somewhat offset 
by increased purchases of these 
items in the standard-size cars. 

“Compact cars reduce automotive 
demand for steel, ‘rubber, textiles 
and other materials. They take 
about 35 percent less steel than the 
average conventional model. Total 
1960 steel consumption in the man- 
ufacture of passenger cars is ex- 
pected to amount to 1.4 million tons 
less than if all production had been 
conventional cars. 

“Less upholstery and interior 
trim materials are used and 
smaller tires require about 10 
percent less rayon than conven- 
tional tires, Each year the auto- 
mobile manufacturers spend 
many millions in designing, engi- 
neering and tooling for its new 
models, as well as on plant equip- 
ment and improvement.” 

The impact of compact cars upon 
both imports and exports in the in- 
dustry was also recognized by the 
government economists. 

Figures filed with the govern- 
ment show that Michigan, with 30.9 
percent of 1960 production, is still 
the center of the industry. More 
cars were built there in 1960 than 
in any year since 1957, when over 
2.1 million cars were produced. 

Missouri and Wisconsin — each 
with 10.8 percent of 1960 production 
—tied for second place, (Of 1959 
production, Michigan had 28.3 per- 
cent, Missouri, 7.9 percent, and 
Wisconsin, 10.3 percent.) 

of * 


(rae figures filed by auto- 
makers with the government 
for the first ten months of the year, 
plus preliminary figures for No- 
vember, would make 1960 produc- 
tion 20.2 percent higher than in 
1959 and 68.5 percent higher than 
in 1958. 

The difference between 20.2 per- 
cent and the 19.8 percent mentioned 
earlier is accounted for as follows 
by the automotive experts in the 
Business and Defense Services Ad- 
ministration. 

The higher figure is arrived at 
by using actual production fig- 
ures given by industry. The gov- 
ernment’s lower calculation takes 
into account an expected dropoff 
in December production. 

The government says that dealer 
inventories were the largest ever 
recorded at the beginning of a 
model year and were divided equal- 
ly between ’61 and ‘60 models. 
(NADA’s division of inventory be- 
tween old and new models as of 
the beginning of December showed 
a greatly improved proportion.) 

a * + 


Romney Rips Pessimism 
Of Commerce Department 

DETROIT. — George Romney, 
president of American Motors, last 
week criticized the Department of 
Commerce for its prediction that 
new-car sales would decline in 1961. 

“It is surprising,” said Romney, 
“that the Department of Commerce 
should join the negative voices of 
recession, 

“Most of the economic factors are 
still positive, although we have en- 
tered a ‘convercession’—or an eco- 
nomic slowdown brought on largely 
by negative talk.” 

Romney continued: “The automo- 
tive facts are still positive and 
American Motors is determined to 
do its part in preventing ‘conver- 
cession’ from becoming a serious 
recession, through its customer 
progress sharing plan and other ef- 
forts.” 


U. S. COMPACTS OUTSOLD RIVALS 4 TO 1 IN 1960. 
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U. S$. Compacts Outsell Imports— 


As the new United States compacts met the demands of consumers for greater economy 


and new-size in car transportation, the compacts also halted the rise in sales of imports. 
In fact, the U. S. compacts outsold their foreign rivals by a four-to-one margin in 
1960, according to Ford Division. The Ford Falcon alone in its first full year on the 
market came close to selling as many cars as all foreign makes combined, Ford said. 
Foreign cars reached their peak in 1959 with sales of some 600,000 units. In 1960, 








have changing tastes in automobiles, as 
indicated by the upsurge in compact-car 
sales in 1960, the majority of U. S. car 
buyers still prefer a standard-size automo- 
bile, according to Ford Division. Seven 
out of 10 new cars sold were standard- 
size. Sales of compacts, however, did prove 
how well the U. S. car industry geared 
to meet these changing tastes. From the 
fall of 1959 to the end of 1960, nine new 
compacts made their bow in the market 
place. As a result, compact cars increased 
their share of the market from 18 percent 
in 1959 to an estimated 31 percent in 
1960, Ford said. 


Clarke Enters Guilty Plea 
To Tax-Evasion Charge 

INDIANAPOLIS.—Edward A. 
Clarke, onetime “used-car king” 
here, has pleaded guilty to a 
charge of evading the corporate 
tax on $10,652.60 of 1955 income. 

Clarke was accused of under- 
stating taxable income of Clarke 
Auto Co., Inc. He faces a maxi- 
mum penalty of five years in prison 
and a $10,000 fine. 





this figure fell off by an estimated 100,000 units. 
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Capital Dealers Back 
Tighter Car-Ad Curbs 


By William Ullman 
Washington Bureau Chief 
Bypedan ser of car dealers in general, and those in the nation’s 
capital in particular, were thoroughly squelched last 
week when the local auto industry went on record as “hearti- 


ly in favor” of tighter con- 


trols on car advertising here. 

At a hearing held by the three 
commissioners who run Washing- 
ton, a representa- 
tive of the Auto- 
motive Trade 
Assn. — National 
Capita] Area— 
which counts as 
its members 118 
new-car dealers— 
said his group 
“heartily recom- 
mends” adoption 
of the proposed 
rules, which are 
William Uliman designed primari- 
ly to stamp out “bait” advertising 
and misleading downpayment and 
installment purchase offers. 

The rules, he said, would be of 
great benefit “both to the public 
and to the honest auto dealer.” 


Under the proposed regulations, 
published in preliminary form by 
the commissioners a few weeks ago 
as the last in a series of tighter 
controls on auto dealers here, deal- 
ers would be forbidden to use in 
their advertisements “any word, 
term or phrase which is deceptive, 
misleading, or which is bait adver- 
tising ...” 


quired, whenever mentioning a 
downpayment figure in any ad, to 
include-with it a “clear, conspicu- 
ous and nondeceptive statement 
of the cash-sale price of the vehi- 
cle,” and to mention, “with equal 
prominence and clarity,” both the 
amount and the number of in- 
stallment payments. 

Support for the regulations also 
came from the Better Business Bu- 
reau, Whose representative said 
during the hearings that he thought 
they would “help a great deal to 
eliminate objectionable advertis- 
ing.” He warned, however, that the 
rules should not be expected to 
work “miracles” or correct abuses 
overnight. 

Armed with these endorsements 
—and with a pledge from local 
radio, television and newspaper ex- 
ecutives that they will “screen” ad- 
vertising submitted by “immune” 
Virginia and Maryland dealers to 
insure conformance with the new 
rules—the commissioners are ex- 
pected to finalize the “bait advertis- 
ing” regulation and put it into 
effect before the new year. 

Since the other “tight” controls 


on dealers here are already in ef- 
fect, this will probably be the last 
such limitation to be placed on the 








local auto sales industry for many 


years. 


os battle between backers of 


“liberal” minimum-wage legisla- 
tion and their opponents grows 
hotter and heavier as January and 
a new Congress draws near. 


tee next session, will add a new 
argument to their list—one titled 
“antirecession.” 


Planners in the camp of Presi- 
dent-elect Kennedy, who used the 
“slump” theme to great advantage 
during his campaign, now are sug- 
gesting that he carry the idea a 
little further—to the floor of Con- 
gress, Kennedy strategists think 
that “liberal” legislation will have 
greatly increased chances of suc- 
cess if it goes under the catch-all 
label of “antirecession measures.” 

The present administration, on 
the other hand, insists that no re- 


‘cession is on us or in the offing, 


and that “antirecession” action 
therefore is unnecessary, Econom- 
ists in the President’s corner think 
“slump talk” ig only hurting the 
nation, especially since the cam- 
paigns are over. 

They hope to see restraint on the 
part of the lawmakers when rashly 
broadened proposals—including the 
one which would extend wage-hour 
coverage to dealers and their em- 
ployes—come up for discussion next 
month, 

” + + 

At THE working level, mean- 

while, opposition groups such 
as the National Automobile Dealers 
Assn. and the Chamber of Com- 
merce have doubled their efforts 
to stop wild action on wage-hour 
before it starts. 

Reminding its members that 
Rep. Powell has announced plans 
to introduce “immediately” a bill 
to increase minimum wage to 
$1.25, and broaden coverage to 10 
million more workers, NADA has 
asked dealers to act, by calling 
their senators and congressmen 
to explain the effects this would 
have on their businesses. 

“You can’t ‘let George do it.’ 
George might not be on your side,” 
NADA has warned its members in 
the group’s newsletter. “Your 
apathy can mean your downfall. 
Action—by you—now—igs the only 
answer!” 














Confident at Year’s End. . 
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Auto Makers Foresee 
Steady 1961 Sales 


(Continued from Page 1) 


tion. With most adjustments 
already well advanced, there is 
good reason for confidence in the 
outlook for 1961.” 
Donner continued: “As in past 
years, the demand for new cars 
and trucks will depend on the pace 
of business generally. With con- 
sumer incomes at alltime record 
levels and with continued consumer 
confidence, the industry’s and Gen- 
eral Motors’ 1960 sales could be 
matched or even exceeded in 1961.” 
* * * 


yeas prediction was a bit 
below his assessment at the GM 
Motorama in New York last month, 
At that time, he estimated 1961 
sales at 6% million to 6% million 
domestic cars, plus 400,000 to 450,000 
imports. 

The latest figure also was below 
the estimates made by the general 
managers of four GM divisions late 
last summer at the national] press 
previews of their ’61 models. The 
divisional chiefs thought ’61 sales 
might reach seven million. 

Ford declared that “by accepting 
the challenge of the marketplace 
with the intro- 
duction of its 
own compact 
cars, the Ameri- 
can auto industry 
was able to coun- 
ter its competi- 
tion from abroad 
and turn the sales 
tide in its own 
favor.” 

Looking ahead, 
Ford said: “De- 

Henry Ford I spite all. the 
change and all the imponderables 
in the market, the outlook for the 
auto industry is good. 

“There is still plenty of potential 
in our domestic market for growth 
—not spectacular, explosive growth, 
perhaps, but steady, solid growth 
to successively higher plateaus.” 

* a” * 

H= BELIEVES that the general 

business outlook does not sug- 
gest any drastic changes in the 
foreseeable future toward either a 
boom or a bust, and he feels the 
number of cars in the one-year to 
six-year age bracket—the range 
that provides the most new-car 
tradeins—promiseg to be as favor- 
able in 1961 as it was in 1960. 

“Accordingly,” Ford said, “I ex- 
pect new-car sales in 1961 will ap- 
proximate those of 1960.” 

Colbert sees an “exciting and 
successful year” in 1961. 

“We are entering the new year 
knowing that the nation’s business 
is sound, that na- 
tional production 
has been holding 
at a high level 
and that employ- 
ment, personal 
income and per- 
sonal savings are 
close to alltime 
h .” he said, 

Ibert did not 
predict how many 
cars will be sold : 
next year, but he L. L. Colbert 
did say that “there is an excellent 
chance that retail sales of automo- 
tive vehicles in 1961 will reach or 
exceed the level attained during the 
near-record year now closing.” 

+ + « 

PEAKING for American Motors, 
Roy Abernethy, executive vice- 
president, called 1960 a year of 
great progress for AMC, its em- 
ployes and shareholders. Sales and 
production records were estab- 
lished, he said, and volume exceed- 

ed $1 billion for the first time, 

“Despite the economic slowdown,” 
he said, “1961 should be another 
banner year.” Late last week, AMC 
executives had made no estimate of 
industry sales for 1961. 

L. E. Minkel, marketing vice- 
president, spoke of Studebaker’s 
plans for 1961. Like Abernethy, he 
did not estimate industry sales for 
the coming year. 

“In introducing our 1961 line,” 
Minkel said, “we predicted that this 
would be a year of considerable 
confusion in the automotive indus- 
try, and a year in which old auto- 
motive buying habits and allegiance 
















































to certain lines would be largely 
changed. 
+ 


+” * 
“A T STUDEBAKER - PACKARD, 
we feel that the answer to this 
problem lies in a return to profes- 
sional, grass-roots selling by a hard 
core of seasoned. and competent 

dealers and salesmen. 
“All of our programs for 1961,” 
Minkel added, “are targeted to- 





ward building a hard-hitting, ag- 
gressive and sound dealer organ- 
ization with well-trained profes- 
sional salesmen, backed by a fully 
integrated promotion program us- 
ing every possible effective type of 
advertising and promotion media.” 

He continued: “Under the di- 

rection of 8S, A. Skillman, our new 
dealer relations manager, a spe- 
cial task force is in the field to 
expand our dealer organization 
and obtain greater dealer repre- 
sentation in key markets. 

“At the same time we are imple- 
menting a full-scale dealer-aid 
program to assist our dealers in 
realizing a greater return on their 
investment. This will involve help 
in capital financing, obtaining ade- 
quate building facilities and in ar- 
ranging lines of credit financing.” 

Minkel concluded: “We _ believe 
there is a substantial portion of the 
automobile market available to an 
alert and aggressive manufacturer, 
small enough to adjust swiftly to 
changing conditions and strong 
enough financially to implement 
these programs.” 

* * am 
[pean for farm equipment is 
on the upgrade and industry 
sales in 1961 should be 15 percent 
higher than in 1960, Merritt D. Hill, 
general manager of Ford Motor 


Lloyd E. Thomasson 
EMPORIA, Va.—Lloyd E, Thomasson, 
an auto dealer, died Dec. 13 after suf- 
fering a heart attack at his dealership. 
He was 55. 
* * * 
Hal 
MORRIS, Ill.—Hal Osmanson, a Buick- 
Cadillac dealer, died Dec. 8. He was 89. 
Mr. Osmanson had been a farm-implement 
dealer since 1914 and an auto dealer since 
1928. He had handled Cadillac since 1931 
and Buick since 1932. 
* + * 
Edgar L. Howard 
SEATTLE.—Edgar L. Howard, 92, 
founder and chairman of Howard Motor 
Co, and the state’s dean of dealers, died 


Dec. 15. He formerly served in the State 
Legislature. 
* * * 
Elbert Ray Ford Sr. 


GREENSBORO, N, C.-—-Elbert Ray Ford 
sr., president-treasurer of Ford Body Co., 
Inc., which with the exception of the en- 
gine has rebuilt motor vehicles and has 
made automobile seat covers and commer- 
cial truck bodies, died Dec. 16 at Piedmont 
Memorial Hospital, He was 81. 

s * 


* 
Tracy A, Smith 
NEW ORLEANS.—tTracy A, Smith, 44, 
vice-president and general manager of Clay- 
Dutton, Inc., died Dec. 15 of a heart at- 
tack. Prior to his association with Clay- 
Dutton, Inc., Smith worked with Ford 
and Chevrolet. 
* 7 « 
Earl W. Eichorn 
BUFFALO.—Earl W. Eichorn, 58, for- 
mer Chevrolet zone manager here and a 
onetime auto dealer in Bath, N. Y., died 
Dec. 13 in Hollywood, Fila., where he had 
been in business the last two years. Mr. 
Eichorn served in various office positions 
and as zone manager for Chevrolet about 
25 years. He established a Chevrolet deal- 
ership in Bath in 1954. 
* . * 
James 8. Allan 
RACINE, Wis.—James 8, Allan, former 
president and chairman of Walker Mfg. 
Co., died Dec. 17 following an operation. 
Mr. Allan was president and general man- 
ager of Walker for 16 years. 
* * 


+ 
A. R, Leuenberger 
KANSAS CITY.— A, R. Leuenberger, 57, 
a partner in the Laner-Leuenberger Pca- 


Co.’s Tractor and Implement Divi- 
sion, said. 

“The year 1960 was a very dis- 
appointing one for most producers 
of farm equipment. The industry’s 
tractor production slumped 45 per- 
cent from the 1959 level. Ford trac- 
tor production declined correspond- 
ingly,” he reported. 

“We believe that 1961 will remain 
intensely competitive in the areas 
of price, quality and service on 
farm equipment. Every maker will 
continue battling the pressures of 
the cost-price squeeze, and will 
continue to concentrate on offering 
the farmer production ‘tools’ to 
help him reduce his cost inputs in 
relation to his crop outputs.” 

Arthur W. Steudel, chairman 

of Sherwin-Williams Co., said, 
“Like a good many other indus- 
tries, the paint industry experi- 
enced a slowdown in its rate of 
growth through 1960. Latest avail- 
able figures (still incomplete) in- 
dicate that total sales for the 
year will about equal or be only 
very slightly higher than the $1.7 
billion record established in 1959. 
This is in sharp contrast to the 
consistent yearly gains the paint 
industry has enjoyed for more 
than a decade. 

“Whether this slowdown will con- 
tinue well into 1961 is difficult to 
gauge, but there are some signs 
that the low point is now behind 


us.” 
* ok * 


1960 Chevrolet Sales 


Set Record, Cole Says 


BALTIMORE. — Chevrolet this 
year will break its sales record for 
automobiles, General Manager Ed- 
ward N. Cole said last week. 


Cole made the prediction to more 
than 800 employes of the local 
Chevrolet and Fisher Body assem- 
bly plants at a dinner celebrating 
the Silver Anniversary of the start 
of operations here in 1935. 

Cole said that Chevrolet pas- 
senger-car sales in November total- 
led 143,500, highest ever recorded 
by any auto maker for any Novem- 
ber in the history of the industry. 

“We also set a new industry rec- 
ord for the first 11 months of the 
year by selling 1,588,326 passenger 
ears,” he continued. “I am con- 
fident that our passenger car sales 
will top the 1,722,745 units sold dur- 
ing the 1955 year.” 

Cole said this would give Chev- 
rolet its best year while the auto- 
motive industry generally was ex- 
periencing its second best year in 
1960. He said the nation’s economy 
is riding on a level plateau, with 


tiac dealership here, died Dec. 7. He was 
a director of the Missouri State Automo- 
bile Dealers Assn. and a past director of 
the Kansas City Automobile Dealers Assn. 


* * * 


Laurence J, Gahan 
CLEVELAND.—Laurence J. Gahan, 60, 
died of cancer here Dec. 15. He served as 
a salesman for several Cleveland auto 
dealerships before becoming ill three years 
ago, At one time, he operated his own 
dealership at Lorain Ave. and W. 65th 8t. 
* * * 


John S, Davis Sr. 
DAYTON.—John 8. Davis sr., 85, treas- 
urer of Davis Buick Co., died Dec. 16 in a 
local hospital, He was also active in the 
oil and real estate businesses. 
* * + 


Englebert Michel 


PRINCETON, Ind.—Englebert Michel, 
54, was killed Dec, 13 when a shotgun he 
was cleaning in his auto dealership dis- 
charged. 

* * + 


Frank L. Hausman Sr. 

LOUISVILLE.—Frank L, Hausman sr., 
72, who operated Hausman Motor Sales in 
Shively, Ky., from 1914 to 1939, died Dec. 
17 at his home here. After closing his deal- 
ership, he became active in real estate 
development. 

+ * * 


James W. Tiscornia 

ST, JOSEPH, Mich.—James W. Tiscor- 
nia, president, general manager and co- 
founder of Auto Specia'’ties Mfg. Co., Inc., 
St. Joseph, died suddenly of a heart attack 
Dec. 16 at his home, He was 75, Mr. 
Tiscornia founded Auto -Specialties in Cali- 
fornia in 1909, with the late Fred Bair. 


* * © 


Harry C. Butkiewicz 

WASHINGTON. -— A former Detroiter, 
Harry C. Butkiewicz, president of Broad- 
street Motors, Inc, (Ford), Falls Church, 
Va., died here Dec. 17 of a heart ailment. 
Mr. Butkiewicz was one of the first vice- 
presidents of Universal CIT, serving in that 
capacity in Detroit from 1928 until World 
War II. During the war, he served on the 
renegotiation board of the Reconstruction 
Finance Corp. He established the Broad- 
treet Ford dealership in 1947 and directed 
“» activities until his death, 















key strengths balancing out weak- 
nesses in some sectors. 

“Although inventory adjustments 
have slowed some activities, par- 
ticularly in manufacturing, most 
other areas of the economy have 
continued to move forward,” he 
said. 

“While we recognize that this 
period of economic adjustment will 
probably continue into next year, 
the current level of business cer- 


Dealers Stunned 
As Florida Court 
KOs Sunday Ban 


(Continued from Page 8) 
Jan. 8, the auto market will be wide 


open on Sundays,” he said. 
“This decision is a big surprise 















year,” he envisioned. 
Cole deplored business recession 


talk, stating that “all we need for 
a full-scale recession is to have 


everybody believe that there is 


one.” Loss of public confidence is 


the greatest incentive a recession 
ever needed, he said. 
2 + * 


Renault Stepping Up 
Imports, Bosquet Says 


NEW YORK.—Forecasting that 


United States sales of Renault ve- 


hicles would climb to approximately 


75,000 in 1961, Maurice Bosquet, 
president and general manager of 
Renault, Inc., announced a sharp 
increase in shipments to this coun- 
try. 

The 75,000 figure predicted for 
1961 compares with 58,000 4-CVs, 
Dauphines, Caravelles and trucks 
sold at retail during the first 10 
months of 1960, he explained. 

The upturn in shipments began 
in mid-fall and is scheduled to con- 
tinue in 1961, Bosquet said. 

“With the December arrivals, our 
total shipments of cars and trucks 
during the year will total 59,896, 
making this the second best year 
in the history of Renault, Inc.,” 
Bosquet said. 


Auto Scribes See 
Vehicle Output 
Off 9 Percent 


DETROIT.—Members of the De- 
troit area’s automotive press corps 
forecast last week that nearly 7.2 
million vehicles would be produced 
in the United States next year, ap- 
proximately 9 percent below the 
indicated total for 1960. 

At the annual Christmas press 
luncheon sponsored by the Auto- 
mobile Manufacturers Assn., the 55 
scribes predicted on the average 
that 6,133,000 cars would be built 
in 1961. This compared to a year- 
ago guess for 1960 of 6,577,000 cars 
and an actual attainment of ap- 
proximately 6,720,000. 

The newsmen hit 1960 truck and 
bus production on the nose with a 
projection of 1.2 million. They low- 
ered their 1961 truck-and-bus prog- 
nostication to 1,064,000. 

Forecasts of 1961 production 
ranged from a high of 7,138,000 
cars to a low of 4.8 million. The 
truck range was from 1.7 million 
to only 300,000. - 
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tainly forms a basis for predicting 
that 1961 will be a very satisfactory 


to me,” said the Rev. R. B. Cul- 
breath, pastor of Miami Springs 
Baptist Church and chairman of 
a committee which steered religious 
groups’ efforts to get Sunday clos- 
ing. “It looks as if our only hope 
is to get voluntary closings.” 

Several used-car dealers jumped 
the gun and were open for business 
Sunday, Dec. 18. One franchised 
dealer put up a large sign reading: 
“The Supreme Court doesn’t work 
Sundays and neither do we.” 

Target of most of the criticism 
in the Miami area is Anthony 
Abraham, a Chevrolet dealer who 
fought passage of the law. Asked 
by Automotive News for comment, 
Abraham said: 

“I am delighted with the court’s 
ruling. It was unfortunate the law 
was ever passed because it vio- 
lates human rights. Many people 
work all week and never get a 
chance to bring in the family 
when they want to buy a car. We 
have a responsibility to serve all 
the people. 


sales and 26 percent of my business 
is done on Sundays. Since the Sun- 
day closing went into effect, my 
sales have been off 20 percent. How- 
ever, I’m going to wait and see. 
If the community really is opposed 
to Sunday business, I'll stay closed.” 


It was pointed out to Abraham 
that official new-car registration 
figures for 1958, when dealers were 
open, indicated his company’s sales 
totalled 2,631. In 1959, with no Sun- 
day sales, his sales went up to 2,871, 
a 9 percent increase, the figures 
showed. 

“Your figures are in error,” he 
said. “In ’58, I sold 3,187 new units, 
and don’t forget I’m in the used-car 
business too. I sold 4,000 used cars.” 

One prominent dealer, who asked 
not to be identified, remarked: “I’ve 
never been in favor of unionized 
salesmen, but now I am. Let ’em 
organize like they have in Cali- 
fornia, set the rules for opening 
and closing and commission pay- 
ments and maybe we'll get rid of 
this cutthroat competition. In the 
end I think the dealers will be bet- 
ter off and so will the men.” 

Before the closing law was passed 
and while the dealers were volun- 
tarily closing on Sundays, a group 
of salesmen from other dealerships 
picketed Abraham Chevrolet, the 
lone dealer who insisted on keeping 
open. 
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HELP WANTED 


AUDITOR 
AUTOMOTIVE 


Position available with large automobile 
manufacturer for experienced accountant, 
preferably one with retail automobile 
accounting background, Must thoroughly 
understand dealer accounting system and 
be qualified to _ audit of account- 
ing records and submit written reports. 
As position involves extensive Sere 
preference will be given to single appli- 
cants. Automobile will be furnished and 
all expenses paid, Furnish complete em- 
ployment record and experience in letter 
of application to Box 2068, c/o Automotive 
News, Detroit 7. Applications held in com- 
plete confidence. 


SALES MANAGER—FORD—Position open 
from January ist to March ist. Annual 
volume 500 to 600 new units. Parts 
$360,000—labor $165,000, 105% service 
absorptior. You must be able to hire, 
direct and lead a sales force. In other 
words, I want a leader not a driver. 
Population about 29,000 plus surrounding 
territory, located in West-Southwest Cen- 
tral U. 8. You must be a family man 
that wants to settle down for a long pull, 
be able to roll with both the party 
crowds and the church crowds; be able 
to act as general manager while the 
dealer is gone about % of the time, and 
want to eventually own an automobile 
agency of your own or buy one with this 
dealer. All of my employes know of this 
advertisement. Box 2069, c/o Automotive 
News, Detroit 7. 


HELP WANTED 


SALES MANAGERS WANTED—If you are 
a producing specialist on brake lining 
sales, we have an attractive paying job 
for you selling world’s finest brake ma- 
terials—also sales specialists on batteries, 
springs, tires. Tremendous possibilities 
with fast expanding national manufac- 
turer. Many locations—East, Central and 
West. Write qualifications: Ambitions— 
age—address—phone, for immediate reply 
in confidence. Box 2051, c/o Automotive 
News, Detroit 7. 


RAPIDLY EXPANDING, high quality Gen- 
eral Motors dealership in one of the 
fastest growing cities in Southeast is 
seeking two men to train for managerial 
status. The men we want must be able 
to sell the best that General Motors offers 
at a profit. They must be managerial 
material, They must have excellent char- 
acter and background, Compensation is 
excellent, includes many fringe benefits. 
This is an excellent chance to join a 
high type organization and move into 
management. Box 2080, c/o Automotive 
News, Detroit 7. 








WANTED—A parts manager for a Chrys- 
ler Corporation dealership in the Hart- 
ford, Connecticut area. Send résumé to 
Box 2091, c/o Automotive News, De- 
troit 7. 





SALESMAN—Take orders for keytags— 
nameplates — pennants — bumper strips — 
500 other advertising specialties. Free 
catalogs, samples. Aash Specialties, 3011 
Greenmount, Baltimore, Maryland. 
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Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


DEALERSHIP HANDLING LIN COLN- 
MERCURY-COMET line, year-to-date 
sales over one and one-half million. 
Experienced sales manager, thirty to 
forty years of age with buy-in proposition. 
Twenty thousand dollars required, factory 
approval, Best coastline, small city 
Southern California, Box 2085, c/o Auto- 
motive News, Detroit 7. 


EXECUTIVE SERVICE MANAGER for 
large midwest dealership, Must be the 
highest caliber executive with service 
experience. Factory training necessary. 
Starting salary $15,000 plus bonus pro- 
visions to $25,000. References and picture 

required. Reply Box 2081, c/o Automotive 

News, Detroit 7. 






TRUCKS FOR SALE 


HOLMES WRECKER FOR SALE on a 
1959 Chevrolet 2-ton truck chassis model 
6403, 2-speed rear axle, 8:25 x 20 10 ply 
tires, mud and snow on rear, two West 
Coast mirrors, spotlight, revolving red 
spotlight on wrecker, electric hold brake, 
9,600 actual miles, Holmes wrecker model 
525. Call or write Nielsen Chevrolet 
Co., North Platte, Nebraska. 

FOR SALE—1959 Chevrolet 1%-ton truck, 
completely equipped for wrecker with 
Holmes 400 crane and all lights, Ready 
to go to work and make money, Jack 
Royeton Chevrolet-Cadillac, Inc., Sturgis, 
Michigan. 

75 AUTOMOBILE TRAILERS—four and = 
five car. R. L. Beardsley & Co., 496 W. 
138th St., Riverdale, Ill, WaAterfall BOLTS, NUTS & WASHERS 
8-1700. ARE USED TO MAINTAIN 


FOR SALE OR TRADE for new %-ton| SNUG FIT OF ALL CONNECTIONS 


pickup with V-8 engine and 4 speed, one 
NO RIVETS TO LOOSEN AND 


G.E, searchlight mounted on a 1%-ton 
Chevrolet truck, Both in excellent con- CAUSE PREMATURE WEAR 


dition, truck has 13,000 original miles 
THE SUPERIOR 


and new rubber. Searchlight and genera- 
BLUE CHIP 


TOW PILOT 


Valley Flood-Lite Service, Inc., 5615 
Cahuenga Bivd., North Hollywood, Cali- 

With Lubricated Automatic Brake 
and Brake Cable 





DEALERSHIP WANTED CARS FOR SALE 


1961 
Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 
freight, insurance, customs 
duty and 


EXCISE TAXES PAID 


Equipped as Follows: 


Leatherette interior . . . tool 
kits . . . mile speedometers 
. -- ASI windshields . . . heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors 
. . « Wired for sealed beams. 


PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 



































CHEVROLET DEALERSHIP 
WANTED 


500 and OVER new cars; no preference as to 
location. Outright purchase of assets or buy- 
out agreement. Factory approval assured. Re- 
plies confidential. Reply to Box 2048, c/o 
Automotive News, Detroit 7. 






























































FLORIDA—Either coast, Top cash price. 
Factory approved. Residing in Florida 
now. Immediate action. Box 2078, c/o 
Automotive News, Detroit 7. 

RETIRE ON FLORIDA SOUTHEAST 
COAST, Will trade income properties 
and fine home for medium-size Cadillac 
deal in Illinois, Wisconsin, Indiana, Box 
2083, c/o Automotive News, Detroit 7. 


DEALER SERVICES 















ACTIVE MIDDLE-AGED MAN wishes to 
locate Southern California—Thirty years 
franchised dealer for N as h-Rambler- 
Packard-Kaiser-Frazer, knows all phases 
of business, started as mechanic, service 
manager, sales manager, parts manager 
(perpetual inventory control), automotive 
machine and engine rebuilding, body and 
fender work. Can sell and know financ- 
ing. John T. LaFreda, 35 Oakland 8t., 
Red Bank, New Jersey. 


SERVICE MANAGER—25 years’ experi- 
ence in General Motors servicing, 44 
years of age, excellent customer and 
factory relations—past 15 years as serv- 
ice manager. Best of references. Will re- 
locate January ist. Box 2060, c/o Auto- 






















































TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Fi 


‘urniture—Equipment—Machiner y—Tools 
Fi Sell Agreements, Annual Fiscal 
cout, Tax, Gcohing end Insurance 
Write for free 
“Hidden Earning Power” booklet. 












fornia. 


THREE 32% FEET—open top, 1950 Trail- 
mobiles. Tandem, good tires, good floors, 
air brakes, clean. $900 each. R. L. 
Beardsley & Co., 496 W. 138th S&t., 
Riverdale, Ill. WAterfall 8-1700. 
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FORD PARTS MANAGER or counter, 14 ee poneas ee $m Michigan _______ MISCELLANEOUS _| Dealers’ List Price, F.0.8. Factory. . $69.80 

years’ experience, three years’ manager. . tro ' QUIGLEY’S REPOSSESSION SERVICE— . iscount ....... 
WeEbster 3-6445 HO 3-0257. We repossess anything, any Decors’ 25% Discount -+ + 17AS 



















Prefer warm climate, Arizona or Southern 
California. Box 2086, c/o Automotive 
News, Detroit 7. 

BUSINESS MANAGER - ACCOUNTANT. 
Florida resident, volume GM and Ford 


time, any where. 8127 Broadway, Lemon 
Grove, Calif. (suburb of San Diego). 





Adapter Clamps * Fed: Tax. Inc. 




































1961 Auto Costs! 


dealer experience. Full responsibility for 
aie aiee me aaa” ts a anne Discover how much your Deal's cars really Ample Supply of NEW ROADKING THE FAMOUS 
MOTO-MATIC 





Standard Four Point Hookup $ 

with Draw Beam 

Univer Wrist Action Bar 

COMPLETE WITH ADJUST- 

ABLE LONG 36” DRAW $5950 


agement problems. Will relocate anywhere 
in Florida, Box 2087, c/o Automotive 
News, Detroit 7. 

OFFICE MANAGER-ACCOUNTANT—Fif- 
teen years’ experience with General Mo- 
tors and Chrysler dealers. Box 2088, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC on 
Florida Gold Coast. Excellent facilities, 
equipment, etc., very attractive lease. 
Tremendous potential in fast growing 
area of Florida. No blue sky, used cars 
or accounts receivable, Good reason for 
selling. Box 2092, c/o Automotive News, 
Detroit 7. 


MID-KANSAS DEALERSHIP — Downtown 
location, 16 years handling Studebaker- 
Packard franchise. Other franchises 
available. Home of Boeing, Beech and 
Cessna Aircraft, McConnell AFB, Cole- 
man and Duro-Bed Mfg. Co. Almost new 


cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 


banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 


(including all supplements). 


AUTO COSTS, Spencer Publishing Company, | 
berty, N. Y. 


“BUSINESS orrorTuniTi=s | 1960 - 1959 - 1958 


AUTO AUCTION AVAILABLE—Auto auc- 
tion, buildings and land near Montreal, 
Quebec, Canada. All new in 1958. Auc- MOST MAKES 
tion crew available, excellent volume and 


potential, This is the only auto auction 
in the Province of Quebec. Must sell due 
to illness. Armand A. Patenaude, 416 


Glen Ave., Berlin, New Hampshire. 


~NEW LINES WANTED  ~— CHEVROLET 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 











TRAIL KING * $9750 
BALL BAR.... . 37 


Compac-Tow Intra- * 50 
State Tri-Bar “eee $37 


* SPECIAL, 3 FOR $100.00 


Automatic BraKinG 


wr muNEESAL SE 4S 


















tee tt SS $44.85 
Adapter Clamps e Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 






























building with 15,000 ft. floor space with} NEW PRODUCTS WANTED by distribu- x ‘ 

lots available next to building, Will lease teesinip acting to new car estore, ated B'way & 133rd St., N. Y. C. nt ee eae our Dealers’ Net with 2 $38 25 
i . Parts available| car dealers; w and polish rac n ‘ Standard Large 

oe Sees Southern California, Established 13 Ed Hogan AD 4-6000 DIRECT FACTORY DEAL Adapter F ec Fed. Tax. Inc. 








at less than cost. Box 2046, c/o Automo- 
tive News, Detroit 7. 


LOTUS 


The Eastern Concessionaires of this out- 
standing range of British high-perform- 
ance cars announce their intention to 
establish dealerships for the marque in 
the Eastern, Southern and Middle-West 
territories. 





years. George W. Snibbe Sales Co,., 3207 
8S. San Pedro St., Los Angeles 11. 


CARS FOR SALE 








Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-888" Nites: BA 1-8717 


Call Collect $3 ogc sae: 
40 So. Clinton St., Chicago 6, Ill. 


















Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 




















SALE 1959 FORD $275- 
TAXICABS $375 
A-I condition. Ready for the road. All 
ood motors, transmissions, rear ends. 
lean bodies. 
Call, Write or Wire 
EMKAY MOTOR SALES 


1046 Bedford Ave., Brooklyn 5, N. Y. 
Tel: Ulster 7-0651 


























IMPORTANT NOTICE 





SEE PAGE 18 
for the nation's 
TOP AUTO AUCTIONS 










CARS WANTED 


VOLUME PACIFIC NORTHWEST DEAL- 
ER must buy distressed stocks of clean 
units up to three years old. One to 
twenty-five. Phone or wire: A-Z Motors, 
llth and Oak, Eugene, Oregon. Phone: 
DI 4-2512, 







The Lotus range includes the ‘Elite’ 
Grand Touring car, ‘Seven’ kitset sports 
car and the Formula Junior model. 




















VOLKSWAGENS 







Applications for appointment are in- 
vited from well-established dealerships 
able to offer high standards of special- 
ized vehicle servicing, experience of 
the high-performance imported car 
market, with a strong financial back- 
ground. 
Write in first instance to: 


Box 2084 c/o Automotive News, 
Detroit 7. 


—- +7 - 75 


New Subscription Order: 


Send Automotive News to Address Below ~ 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [[] or Two Years $22 [] 









Fully Americanized ‘ oad A 

1956 OR 1957 CONTINENTAL MARK II. 
Will pay top price. Benton Motor -Sales, 
545 E, William, Decatur, Illinois. 


e PARTS FOR SALE 
Excise Taxes Paid LLOYD PARTS for all models, Complete 
stock. Fast service. reign Cars Corpo- 
MINIATURE VEHICLES ration, 1812 South Andrews Ave., Fort 
277 Clinton Ave., Newark, N. J. Lauderdale, Florida, JA 2-7491. 


N. J. phone: Bigelow 2-6161 
aa P ; onium estes CHEVROLET PARTS, antique or classic. 
. Y. phone m Louis Chevrolet, Box 51, Thompsonville, 
In North Carolina contact: James Allison, Connecticut. 
E. M. Stafford Auto Auction —. 
JAGUAR, PORSCHE, MG, HEALEY parts 


ATTENTION DEALERS! We wholesale all and accessories. Large supply new and 
our cars at all times. No car misrepre- used, fast service, excellent discount. 


sented. Call or write Boulevard Buick Waco, P. O. Box 185,'Miami 35, Florida. 
Company, 230 E. Cermak Road, Chicag0 | OOOO OOOO 
16, Illinois. Attention: Harry Tacina,] BMW PARTS AND ACCESSORIES for 
Sales Manager. Phone: DA 6-2200. Isetta ‘300,’ ‘‘600,'’ ‘*700."" Contact 

your nearest distributor or National 
Parts Center, Ludwig Motor Corp., 421 


East 9ist St., New York 28, N. Y. 
VOLKSWAGENS | fies! ci 


& 
Immediate Delivery 






































FOR SALE—Dealership handling Ford, cen- 
tral Illinois community of 20,000, trading 
area of 100,000. New, large modern 
building, modern equipment. Clean parts 
stock, Ford approval necessary, Box 
2089, c/o Automotive News, Detroit 7. 

DEALERSHIP HANDLING FORD for sale 
in Southeastern Oklahoma. Death of 
dealer reason for selling. Planning poten- 
tial 420 units, no real estate. Factory 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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approval required, Harry E, Morris, Jr., 

Bxcouter, Bax 775, AENINGTON i airs “ Moet ADM. 6. nsiticcscccecctcctesssesdabuhans betes see Me beatees 
DEALERSHIP IN WASHINGTON an- JOESSO: OR SALE 

dling Buick and Pontiac on main high- 1961s All Models - GH 5 06. c hid 0:6 4:0 vob osinb.nsacedeeed baguuedeedtas st MAW isascvursaueet 

way. Low overhead and minimum parts 

and equipment to purchase. Lease on IMMEDIATE DELIVERY PORTABLE DUAL CONTROLS 

meting one yd =>. _ 2090, c/o Auto- Will Ship to Any Port Recommended for Driver-Education Cars by TRADE CONNECTION: 

motiv , ‘ the Auto-Industry Highway Saf Committee 

DEALERSHIPS WANTED CHECK OUR PRICES and by Chevrolet, Ford, Piyme hb end Rem- Car Dealer [] Truck Dealer [] Manufacturer [] 

a er for all their models, including compacts. 
CHEVROLET OR FORD, located in Sou- CAR WHOLESALERS, INC. Automatic transmission $25; Mondera $30. Jobber [1] Insurance [1] Financial (] Supplier [ 






1555 Jerome Ave., New York 52, N. Y. Mone: back uarantee, PORTABLE DUAL 
CYpress 9-8040 an ROLS, INC., 1701 Balmoral, Detroit 3, 


thern California, Will pay top cash or 
buy-in, Factory approval assured, Con- 
fidential, Box 1994, c/o Automotive 
News, Detroit 7. 
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Sealed Power has Stainless Staal 
... the very best oil ring metal ever used! 


* Stainless steel resists corrosion— 
makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


* Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


The high mumber of spring ten- 


sion points assures oil control in 


Sealed Power -:S02"%.rs 


PISTONS « © PINS © «© SLEEVES AND SLEEVE ASSEMBLIES + + VALVES « + WATER PUMPS + ¢ TAPPETS 


Preferred Performance 


STAINLESS STEEL OIL RING, U. S. PAT. NO. 2,789,872 


tapered and out-of-round bores. 


Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 


End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 
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